








W/HEN the foci: Bridge Com- 


pany of San Francisco, Calif., 
began the task of building Golden 
Gate Bridge, they selected Colum- 
bian Waterproofed Rope. How did 
it perform? Read the following state- 
ment from Jack Graham, general super- 
intendent, made October 22, 1934: 


“We put rope to the greatest wear and tear we 
know of in our line of work. Not only is the rope 
soaked with salt water but dried and resoaked 
many times during a day. 

“What our men like about COLUMBIAN 
ROPE is that even after hard usage in the water, 
it still holds its shape and is always pliable. 


Columbian Waterproofed Rope is absolutely depend- 
able. We guarantee that. hen you stock it you 
ose a profitable rope business. Ask your jobber 
or it 


COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
Auburn, “The Cordage City,” N. Y. 
Branches: New York Chicago Boston New Orleans 


COLUMBIAN 
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Sell the ROPE| iz 


used in building 
this famous 
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TAPE MARKED ROPE 
PURE MANILA 





a, | lhought for 
ALERT PIPE JOBBERS 


ONCAN Iron Pipe fills a very def- 

inite place in heating, plumbing 
and power piping systems. Everyone 
knows that there are places in these 
hook-ups where conditions promot- 
ing corrosion are more severe than 
in other places. That’s where this al- 
loy pipe of refined open hearth iron, 
copper and molybdenum properly be- 
longs—because it lasts longer—and is 
more economical. 

As Toncan Iron Pipe continues to 
set new records of service, the de- 
mand for it increases. It is a specialty. 
It commands a better price than or- 
dinary pipe. It is more profitable to 
handle—yet it gives the user more for 
his money. It gives your salesmen an 
outstanding and individual product to 
sell. It will assist you in selling other 
related products. And it is widely ad- 
vertised in industrial publications. 

So here’s a thought—investigate 
now with the idea of taking advan- 
tage of a growing demand. Let us 
send you literature. 


0% ey rr 


«<TONCAN:> 


*% a?” COPPER *e,9° 
MO-LYB-DEN-UM 


IRON PIPE 


Rent oiteance 


C OGOSPFURATIGN 


GENERAL OFFICES::: YOUNGSTOWN. dona 





Wen NIGHT “my 


CASTS its SHADOW \_ nue 


joy security -_ 


ope of mind if \‘\ \ | 
YALE LOCKS 
ARE ON GUARD 
sold by all hardware dealer TOWN EM ¢t, CATHARINES, ONT, 


FG. CO. 


T H E YALE vi Canadian Division 


S.A Kk You USE 
STAMFORD, CONN, * 


NATIONAL 
ADVERTISING helps you SELL 


b 7 Ee ee On DEOL Om 


HE SATURDAY EVENING POST will bring the above advertisement 
| mer of a consistent series—into nearly three million homes. This 

campaign represents a substantial investment but we are fel fole a Le) 
do it to cooperate with you and increase your sales. 

We only ask that you take full advantage of it by keeping the 
name YALE and YALE Products prominently displayed. 

HERE IS A SUGGESTION: have your men ask customers what 
sort of locks they are using to safeguard their homes. Every inade 


quately protected entrance door is-a sales opportunity for you 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN. 
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2,503,857 OF THESE ) 
FAMOUS CAN OPENERS 
WERE SOLD BY AGENTS — 
NOW MANY MILLIONS 
MORE ARE GOING 
TO BE SOLD 
THROUGH STORES 
EXCLUSIVELY 






























In announcing to the trade that the Dazey Churn & Mfg. Co. 

TO THE TRADE * s # = ® has acquired U. S. patent numbers 1558372, 1573969 and Re-16957 
An Important Announcement 25 Well as all other rights to the famous SPEEDO Can Opener— 
ss we feel that it is desirable at this time to restate the well-known 

From N. P ° DAZE Y, P resident, policies of this firm regarding sales exclusively through jobbers 


DAZEY CHURN & MFG. CO., INC. and retail dealers. 











ee the jobbers and dealers whose confidence we have always enjoyed, we make this pledge. With its change of manu- 
facturers and its change of name, the famous SPEEDO Can Opener will also undergo a drastic change in the way 
it is to be sold—no longer through agents as formerly—but EXCLUSIVELY THROUGH STORES just as all other 
DAZEY products always have been sold and always will be. 


We further pledge that the superb quality of material and workmanship which sold SPEEDO Can Openers by the 
hundreds of thousands annually will not only be maintained but has already been materially improved. In the future, 
it will continue to be the best buy in can openers regardless of price. 


We feel supremely confident, therefore, that the phenomenal sales of this incomparable machine under its old name 
will be far surpassed as DAZEY DELUXE (formerly SPEEDO—which name will be stressed in all advertising). We 
feel equally confident that dealers everywhere will share in our enthusiasm to such an extent that, together, we shall 
make DAZEY DELUXE the fastest moving and most profitable can opener ever sold across a retail counter! 


Sincerely yours, @ 
President. 


DAZEY CHURN goseeecoe 97. Louis Mo. 


St. Louis, Mo. 
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The MILLION DOLLAR 
CAN OPENER 


When the sensational SPEEDO 
Can Opener was first introduced as a 
$1.75 seller, hundreds predicted dismal 
failure. “Nobody will pay that for a 
can opener,” they scoffed. But LOOK 
AT THE FIGURES. And those fig- 
ures don’t tell half the story of the 
incredible selling power in this unique 
device. Millions more could have been 
sold. Inspired by the unstinted praise 
of users, prospects galore hunted in 
vain for some one from whom to buy. 
They wanted—THEY STILL WANT 
that amazing can opener which had 
been so highly recommended to them 
for the marvelous job it did—for its 
perfect workmanship and its incredi- 
ble durability. Once they learn that 
their neighborhood store has it— 
THEY’RE GOING TO BUY! 


Now, at the very height of its unprece- 
dented popularity that can opener that mil- 
lions want is to be made available to them 
through stores and stores only. Think what 
an advantage to have an item with the ac- 
cumulated power of over five years of inten 
sive advertising behind it. Think of the 
actual demonstrations made in millians of 
homes and the innumerable host of satisfied 
users from coast to coast whose enthusiastic 


ev 
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FAMOUS MILLION DOLLAR CAN OPENER WILL NOW BE SOLD ONLY THROUGH STORES 


praise has created countless thousands of sure 
fire buyers and is still making new ones. Any 
item with such a backing is bound to sell 
big in any store anywhere. 


What is more, the DAZEY DELUXE is to 
be reinforced with two lower priced models, 
giving a choice of 69c., $1.39 and $1.69 (slightly 
higher west of Rockies). Thus, the prospec- 
tive buyer who can’t quite work himself up 
to a DELUXE can buy a lower priced can 
opener of similar quality construction and 
operation at a lower price. With such a setup, 
how can you miss? 


Get This 


FREE | um nas 






Introductory Offer 


To introduce these new can openers to the 
trade, we are making a very special offer for 
a limited time only. The sturdy, attractive 
demonstrating and display stand pictured be- 
low will be given FREE to dealers who order 
only 2 or more of each of the 3 Dazey Can 
Openers. This stand not only offers an effec- 
tive djsplay in a very small space but also 
makes demonstration easy. act at once. 
Mail an order to your regular hardware job- 
ber TODAY. 


ORDER FROM YOUR JOBBER NOW 


Mail Coupon For Your FREE DEMONSTRATOR DISPLAY 


| THE DAZEY CHURN & MFG. CO. i 
| Dept. C-10, 4301 Warne Ave., St. Louis, Mo. | 
| We have ordered...... DeLuxe...... Senior...... Junior l 





Dept. C-10 4301 Warne Ave. 
St. Louis, Mo. 


| Firm Name 


& MFG.CO. 





| from the jobber named below. Rush our free Demon- | 
strator Display, charges paid. 


| DI Mc. 05 0.8 265d 03 ie edanaadcigeee ee peineee | 


St.Louis, Mo. 














Learn How to Get Paint Buyers Into Your 








YOU can 


MAILING 








Store; How to Have a Paint Fair; How You 
Can Sell More Paint in Your Community 


——— of homeowners in your com- 
munity are GOING TO BUY PAINT PROD- 
UCTS in the next few weeks. You can keep that 
business in your community. You can bring it 
into your store. You can make a real profit on it. 


If you will send in the attached coupon, you will 
get the complete story. You will find out just 
exactly how Glidden agents are going to make 
money through greatly increased PAINT SALES! 


For example—every Glidden agent can take ad- 
vantage of a special Home Painting and Finance 
Plan which accepts homeowners’ notes for paint 
products and labor. This means cash for Glidden 
agents on completion of jobs. Let us tell you 
how this plan will enable YOU to finance paint 
jobs with or WITHOUT local bank aid. 


Again—every Glidden agent will have an inten- 
sive local advertising campaign in April, May 
and June. It starts with the Paint Fair, an event 


held in the store of the agent and widely adver- 
tised in the agent’s community. A special 
coupon offer to consumers in your com- 
munity enables them to buy a “complete 
painting outfit for 7c”, And in addition, there 
are store demonstration sets with which the 
consumers can actually paint out products and 
see how well they brush and flow. 


Mail in the coupon today so that we can tell 
you at once how to get the big share of the 
paint business in your community. Let Glidden 
back you with an aggressive, vigorous advettis- 
ing and merchandising campaign which will 
surely bring people into YOUR STORE—TO 
BUY PAINT. All this valuable money-making 
information is yours for the asking. Simply 
mail the coupon. 


Clip it and sign it NOW! Speed is imperative if 
you want to get your share of the Spring business. 


THE GLIDDEN COMPANY. CLEVELAND, OHIO 
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Two Live Specials That Will Move! 


Speedoleum, the new linoleum 
finish, does not discolor the pat- 
tern, is extremely durable—and is 
now made up in a popular sized 
assortment, complete with long 
handled applicators which fit into 
special floor stand. 


Placed on your floor, this assort- 
ment will sell rapidly. The special 
floor stand is colorful and illus- 
trated with pictures featuring the 
product being applied. Custom- 
ers are attracted immediately. 


Assortment also carries window 


banner and handbills for neighborhood distribution. 
SEND COUPON FOR DETAILS 





Glidden Cooperation Will Keep 
Paint Sales In Your Community 


Glidden quality is known everywhere 
and Glidden advertising and merchan- 
dising cooperation can help you win 
a big share of the paint business in 
your community. Glidden operates 
plantsall overthis country as wellasin 
Canada. Gliddenadvertisesin national 
magazines read regularly by fourteen 
million readers. Why not send in the 
coupon and learn what Glidden 
can do for you in your community? 
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MAKE MONEY BY 
THIS COUPON Y 









Glidden Florenamel, a popular 
enamel used extensively by 
housewives for refinishing li- 
noleum, is now demonstrated 
in this assortment, by actually 
painting the product and show- 
ing how easily it can be stippled 
on a floor with a special sponge 
applicator. Get this complete 





assortment for refinishing linoleum that produces 
full profit for you. Eight color panels showing stipple 
finishes are part of the assortment, also window 
banner and handbills. Send in coupon for details. 
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THE GLIDDEN COMPANY, Cleveland, 0. 


Tell me how to get paint buyers into my store— 
and to make more money through the Paint Fair. 


| | Address. <cccllbacicsnintcnetideiiamiidiicndtnsas 


|| ? ; 
Also send me information on 


—___—_—_——Speedoleum Assortment 


__—s«~Florenamel Assortment 











Now RUBBERSET COMPANY 


MORE PAINT BRUSH 


WITH: 


(1)-a Lower Investment 
in Stock 


(2)-a Faster Turnover 


(3)-a Greater Profit 



























“y ong bet we’re interested in making money 
on our paint brush stock!” hardware 
dealers told us. “Just show us how!” 


We accepted that challenge. We found 
that the combination of unnecessary duplica- 
tion of brush styles and resulting slow turn- 
over of stock were the principal causes that 
have kept paint brush profits low. 


Four Reasons why it Pays to 
Feature Rubberset Paint Brushes 


Now Rubberset offers you increased paint 
' brush sales at a profit because: 


(1) Rubberset has reduced its catalog line 
by half. ..and still there is a Rubberset Paint 
Brush for every paint job! The perfect brush 
for the perfect job. 


(2) Rubberset enables you to carry a smaller 
stock complete for every need... make a 
smaller investment... and enjoy a faster 
turnover and hence greater profits. 


- RUBBERSET 


(TRADE-MARK) 










RUBBERSET BRUSHES are made of pure 
China bristles firmly set in hard rub- 
ber under the original Rubberset 
process, widely imitated but never 
equalled. And now Rubberset Paint 
Brushes offer dealers an unusual 
profit! See the new line. 
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shows you the way to make 


PROFITS! 


(3) Rubberset offers a complete line of prac- 
tical utility household paint brushes . . . each 


an unusual value that you can sell at a profit. 


(4) Rubberset is advertising to the Painter 
and Decorator market... helping you to sell 
better brushes that pay you the largest profit. 


And you know, too, that the name Rubberset 
is the one your customers recognize as the 
Mark of Quality on paint brushes. 


Extra Sales Right Now! 


In nearly every city, modernization and new 
building, financed by government money, is 
under way . . . work that requires millions of 
dollars worth of paints and brushes. 


Get the business this unusual opportunity 
offers! But be sure the paint brushes you sell 
are those you can conscientiously recommend 
.. . Rubberset Paint Brushes. And remember, 
they offer you a generous profit! 


Ask your wholesaler about the new line of 
genuine Rubberset Paint Brushes . . . the on/y 
brushes made under the original Rubberset 
method that has been widely imitated but never 
equalled. When you see them, you'll agree 
that they have the appearance and quality your 
customers want. Or, write to us for the name 
of your nearest distributor and your copy of 
the 1935 catalog and price list. Get your share 
of the profits Rubberset offers. See your 
wholesaler, or write us, TODAY! 


COMPANY 
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EVERY 
RUBBERSET 


TRADE MaRK 


IS SET IN RUBBER 
BUT NO OTHER SET- 
IN-RUBBER BRUSH IS / 


RUBBERSET 


TRADE MARK 





75 WEST STREET 
NEW YORK, N.Y. 
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FENCE 


Steel post and top rail 
construction lend added 
attractiveness to Cy- 
clone’s Colonial Com- 
plete Fence. Furnished 
with any of the attrac- 
tive lawn fence fabrics. 
Galvanized or painted 
green as ordered. It’s a real 
value for the better home. 














Cyclone’s famous chain 
link fence for homes, 
parks, schools, golf clubs 
and other property. A 
height and style for every 
requirement. Write for 
complete information. 
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THIS SPRING 


ty A winter is over ... and four years of going without 


new screens, lawn fence and many other needed things 
are over for a great many home owners. They’re plan- 
ning now for these needed improvements to be made 
this spring and summer. Long-deferred home neces- 
sities will soon be realities. 

What fence will they buy? What screen cloth will 
they choose? In the answer to these two questions 
may lie a big, profitable business for you this spring. 

The swing is to Cyclone! 

The best-known name in fence is symbolic every- 
where of real quality—real value for the money. And 
Cyclone dealers everywhere will tell you that when it 
comes to a choice of brands Cyclone wins every time. 

Don’t waste time before getting stocked and ready 
for spring. Check your stock of screen wire in the 
standard meshes and widths. Figure your probable re- 
quirements on lawn fence, hardware cloth, baskets and 
other items. Then phone your regular jobber for com- 
plete information, prices and discounts on the complete 
Cyclone line. Lawn fence, screen wire, trash baskets, 
hardware cloth, gates, posts, flower bed borders, trel- 
lis and rubbish burners are but a part of the 
nationally advertised Cyclone “Red Tag” line. 





yclone 


REG US.PAT OFF 
CYCLONE FENCE COMPANY ©* General Offices 


TANDARD FENCE 


Vite bleu Steel 
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Gates for every pur- 
pose—walk gates, 
single and double 
drive gates. Strong 
and durable, made 
to match regular 
Cyclone fence fabrics. Conaletcly 
rounds out your fence line, gives 
you more and larger sales. 
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CYCLONE 
FLOWER BED BORDER 





Protects and beautifies flower 
beds, serves as inconspicuous 

“keep off” fencing for lawns, 
walks, terraces, etc. Attractive 
woven design i is inexpensive ard 
finds many uses in any of its three 
convenient sizes. Can be bent to 
any shape and taken up in the fall. 








CYCLONE 
HARDWARE CLOTH 





Sturdy, heavily galvanized copper- 
steel hardware cloth for window 
guards, rat-proofing, heavy screen- 
ing and a host of other uses. Seven 
different meshes in the standard 
widths are available in 100-ft. 
rolls. Stock up now for spring. 


Fence 4, Products 


Waukegan, Illinois 
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ANT to see a BIG market? Look in the 
kitchen, at the kitchen range! Every home 
must have one! 

How many homes in your area have coal 
stoves? They’re all prospects for Florence Oil 
Ranges. How many homes have gas? You will 
find a lot of prospects for Florence Gas Ranges. 
It’s a big market, any way you look at it! 

“But why Florence?” 

FIRST—Florence is well known to your pros- 
pects .. . Nationally advertised to 21 million 
homes—50 million ads going out this spring 
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and early summer, and each ad carries a coupon. 

SECOND—Florence offers a complete line of 
Oil Ranges and Stoves (Wickless or Wicktype); 
Gasoline Pressure Ranges; and Gas Ranges with 
every modern feature. A line complete for every 
need and pocketbook. 

THIRD—Florence gives amazing values, backed 
by 63 years’ experience. Quality that is outstand- 
ing, in design, material, workmanship, finish, 
color—and performance. 

“So far, so good: but what do you do for me?” 

You get Inquiries: the actual letters, post 
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1) FLORENCE 
ADVERTISING Ame 
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cards, coupons, from people in your area who 
are in the market for an oil or gas range... 
50 million ads will. produce a lot of inquiries 
—and Florence inquiries are worth while. 

You get Displays: a big roll-up poster featur- 
ing BETTER LOOKING kitchens; a big cut-out 
girl with actual-size food featuring BET- 
TER COOKING; a streamer that ties your 
store in with housing improvement plans; 
cards, reprints and other material. 











Act now! Write to- 
day for your copy 
of the big Portfolio 
“FLORENCE IN 
1935.” It tells the 
whole story of the big advertising plan—which over 500 
Florence Dealers helped us build. Sent free. Write today. 





You get the Sales-Aid Poster that makes it easy 
to turn oil stove prospects into happy customers. 
Over 500 Florence Dealers helped us build 
this plan. It will help you build a bigger and 
more profitable stove business this spring. Better 
jump into it—send for portfolio—right away. 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; Western 
Offices and Plant, Kankakee, IIl.; Sales Offices: Mer- 
chandise Mart, Chicago; New York, Boston, 


You get the Color Gravure Folder to  estasuswep-is7z Atlanta, Dallas, Detroit, and San Francisco. 


distribute to your prospects. The 
biggest and most beautiful piece of 
literature we have ever put out. Sells 
your prospect at home—shows her 





FLORENCE 


how to plan and decorate a modern 9, 'pances - GAS RANGES - HEATERS - RANGE BURNERS 


kitchen—sends her to you to buy. 
MARCH 28, 1935 
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No. 7169 
“UNION” 
Fly Reel 














9 
4 
4 
4 
7 « 
4 « 
No. 4951 No. 4514 No. 4160 
“UNION” “UNION” Steel “UNION” Solid 


Steel Casting Rod Telescopic Rod 


Steel Casting Rod 





ATTRACTIVE! 





























las T 
HE 1935 line of UNION Fishing Tackle 
. . . & = 
is attracting attention wherever shown. t 
Union Rods are built with the “Strength of i 
Gibraltar,” nicely finished and a pleasure to 
y 
a hold. Union Reels are free running, perfectly balanced and 
: 7 
constructed to last. Both are priced to sell readily at a good 
margin and give complete satisfaction. | 
Note specifications of two new rods and a new reel, also No. 4160 rod, Ll 
ad each illustrated above. = 
No. 7169 “UNION” No. 4951 “UNION” = 
al Fly Reel Steel Casting Rod = 
Light weight, but strong and sturdy, One joint with aluminum die cast ie 
made of Duralumin. Will carry full handle, double grip offset, with reel 
y 7 of an fly —_ Permanent —_ seat and finger hook, nickel plated trim- [| 
wi ree adjustable wearing points. : * : 
Open plate construction. Removable poe solid cork grip, tapered round u 
Spool. Black finish. tubular joint, mahogany enamel finish, = 
No. 7165. S 1 al agatized guides and offset top, silk = 
No. 47 “UNION” cael iaiie —_— natural alu- wound. Packed in a partitioned khaki = 
Steel Casting Red ; bag. 4, 4% and 5 ft. lengths. = 
. No. 4514 “UNION” = 
Steel Telescopic Rod , No. 4160 “UNION = 
Made with four telescoping Solid Steel Casting Rod = 
joints and a reversible handle, acc 1 . ss = 
solid cork grip, black enamel One joint, double grip offset casting E 
butt joint, agatized guides, handle, with reel seat and finger hook, - 
and agatized angle offset top. round tapered joint, shaped solid cork 
Packed in a partitioned cloth grip. Cadmium plated, agatized guides No. 1336 F 
bag. This rod comes in 8%, and offset top. Packed in partitioned 2 Piece 
9 and 9% ft. lengths. khaki bag. 4 and 4% ft. lengths. Salt Water 
Rod 





No. 7230 “UNION” 
Level Winding Reel 





Order NOW From Your Jobber 
Send for Catalog No. 16 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 
Established 1854 








| 


ae TORRINGTON, CONN. Tae 
Quadruple New York Office: 151 Chambers St. ae 


Multiplying Reel 
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MYER 


MYERS JUNIOR FOUR ROW 
ENGINE POWER SPRAYER 


MYERS FOUR ROW TRACTION 





MYERS JUNIOR FOUR ROW 
TRACTION POWER SPRAYER 


MYERS DU-ALL FOUR, SIX OR EIGHT 
ROW TRACTOR-DRIVEN SPRAYER ; = 
FIG. 2735 satisfaction. 





PUMPS-WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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SELF-OILING 
RY 7, 
SPRAYVER 


SAND, DUST- gz 
end DIRT PROOF He ee ater 


a edi. i= = --Four or 
POWER Six Rows 





























FIG. 2798 







POWER SPRAYER 
FIG. 2786 















for Spraying Row or Field 
Crops, Orchards or Trees, Vines or 


Shrubbery, Alfalfa or Weeds .. . 


A signs point to a big market for Myers Power Sprayers during the 
months ahead. 


FIG. 2787 
Commercial orchardists, row crop growers, farmers and others who 
have fruit trees, plants and vegetables to spray, will need an endless array 
of spraying equipment this year. 
Myers Power Sprayers, Booms, Guns, Extensions, Nozzles and Acces- 
sories—quality built, time tested and proven—with new features to fur- 


ther economy and improve efficiency—have earned a national 
acceptance that will make sales easier than ever during 1935. 


If you have not as yet received a copy of the new Myers Spray 
Pump Catalog, No. SP35, write for it today, and get ready to sell 
this complete and well established line with profit and 


Tm FL.E.MYERS & BRO.ce. 


ASHLAND, OHIO. 
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|  @Perfection Heat-or-Cook High- 

| Power range No. R-579-W with 

| seven-gallon hot water reservoir, 

five-gallon fuel tank, convertible 

\ top for winter heating of three 
\\ or four rooms, built-in “live-heat” 





oven and five new improved High- 
Power burners. One of fourteen 
High-Power models in a wide 
gualdy range of sizes, finishes and prices. 


ERFE CTION 
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“A piscuit OVEN 
IN SEVEN MINUTES” 
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PERFECTION 


HIGH-POWER Gd STOVES 


rPuls is to be a High-Power year. Perfection oil 
| stoves, as always, will be the easiest line to sell 
this year, because Perfection’s known quality is 
backed by consumer advertising that dominates the 
liquid fuel stove field. This advertising is showing 
oil stove prospects everywhere just what to look for 
in a new stove. They'll be asking your sales people 
about High-Power speed, cleanliness and precise regu- 
lation. They will not be satisfied with anything less. 


This is to be a High-Power year. The reason?—These 
seven points of High-Power Perfection superiority: 
Speed that boils two quarts of water in about eight 
minutes; Control that gives instant response and 
precise regulation; Convenience of entire stove and 





burner design for saving time and work; Cleanliness 
that does away with sooty kettles; Economy through 
complete combustion; Appearance attractive in design 
and finishes; Quality in materials and workmanship 
based on sound engineering research. 


Oil stove prospects will be particularly interested in 
the new High-Power Heat-or-Cook range (see illustra- 
tion). This new model, introduced last year, has been 
received with gratifying enthusiasm because it offers 
winter heating and hot water as well as High-Power 
cooking and kerosene economy throughout the year. 


Is your stock and display ready? Is every person who 
sells stoves in your store prepared for a High-Power 
year? Send today for your copy of the new 1935 
Perfection Sales Plan Book. 


PERFECTION STOVE COMPANY ° 7629-A Platt Avenue, Cleveland, Ohio 


HIGH-POWER GZ STOVES 
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ee fo tie in with the National Housing Act 


Yes, Mr. Dealer, our Big Berthas are booming 
again! As this is written, those seasoned Schalk 
soldiers, Double X and Savabrush, are moving up 
front under a barrage of forty million sales-messa- 
ges in such powerful publications as The Saturday 
Evening Post, Better Homes & Gardens, Popular 
Mechanics... forty million tell-tale stories that will 
“hit people where they live.” In short, a sure-fire 
campaign that will make them read, heed and buy! 


Remember, too, that this year Schalk Specialties 
will have added ammunition back of them be- 
cause they will be tied to...and teamed up...with 
Uncle Sam's Better Housing Program. 

So it is only good sales-sense to hitch your store 
to our story. Ask your jobber for prices and ask us 
for new-idea display helps that sing out and say, 
“Buy us today! Schalk Chemical Co.,357E. Second 
St.,Los Angeles and 2035 Pershing Place, Chicago. 


DOUBLE X and SAVABRUSH 
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he quality of Plymouth Ship 
Brand Manila Rope is dependent on good fiber, skilled 
























workmanship and long years of rope making experience. 

But Plymouth Rope is made better because company poli- l 
cies are reflected in the product. These intangible ele- 
ments are plus values and are of equal importance with 
materials, workmanship and experience. 

One of the plus values to be found in Plymouth Rope is a 

deep sense of Responsibility to those who use it; Respon- 

sibility for placing a safe rppe in the hands of the user — 

a rope that will give full value in strength and long 

service. 

Handed down through generation after generation of 
Plymouth Ropemakers, this sense of responsibility is as 

much a part of Plymouth Rope as the materials of which 

it is made. 

Responsibility to those who sell it is one reason why Ply- 

mouth Rope builds sales and prestige for Hardware 

Dealers. Plymouth Cordage Company, North Plymouth, 


Mass., and Welland, Canada. Sales Branches: New 
> ? 
k us Responsibility is but one of the : i : . 
hidden values in Plymouth York, Boston, Philadelphia, Baltimore, Chicago, Cleve- 
say, Rope. Further advertisements 
wit nsctose others of equal Jand, New Orleans, San Francisco. 
ond 
1gO. 
| 
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FOR TEN YEARS FARMERS HAVE SAID, 


“TIT sure need fence on my place!’’ 
NOW THEY HAVE THE MONEY TO BUY IT* 





’ *Reliable estimates place the farm 
¥ income at about 32% above 
, 1933—the largest since 1930. 


ae 








MID-STATES fence is made of 
Galvannealed * Copper- Bearing 
wire—good for a lifetime of service. 


*“GALVANNEALED WIRE?” is produced 
under license arrangement with the Keystone 
Steel & Wire Company. 


FARMERS ARE BUYING FENCE... 


but they are buying only the best they can get for their money. 
They had plenty of time to investigate the different makes and 
decide which one they wanted. That’s why they’re asking for 


MID-STATES FENCE 


The Mid-States Steel & Wire Company can supply field fence, poultry fence, barb wire, all-steel gates, wood and steel gates, steel posts, 
lawn fence, fence stretchers, nails, staples, bale ties, plain and manufacturer's wire and sheet metal products. Write for our general catalog. 
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No. 94 No. 311 
SPRINGFIELD SPRINGFIELD 


Single Barrel Hammerless Double 
Shotgun Barrel Shotgun 


@ 
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DESCRIPTION 
No. 94 
Springfield 


12,16, 20 gauge 
and .410 bore 
for 3 in. — 
arrel of hig 
pressure steel, 
proof tested. A 
Chrome Vanad- 
ium firing pin. 
Casehardened 
frame. New 
longer forearm. 


No. 311 
Springfield 


Barrels of high 
pressure forged 
steel, proof test- 
ed. Hollow ta 

ered matted rib. 
Large, powerful 
extractor. Auto- 
matic safety.Box 
frame, casehard- 
ened.Newbroad, 
larger forearm. 























There’s increased 


VOLUME 


in these 


SHOTGUNS 


You know that Stevens Guns have always appealed to a large 
market made up of men who want dependable, efficient gun 
performance at a nominal price. 


These guns sell readily in volume, because they lave a firm- 
ly established reputation for delivering long and satisfactory 
service. They are made of fine materials. Barrels are proof 
tested. They are assembled by expert gunsmiths. This year, 
they provide an added attraction in larger forearms and 
improved finish. They have the “eye appeal” of guns costing 


two and three times as much. 


With farm and other income on the upgrade—with stronger 
sales appeal and greater value in Stevens Guns than ever 
before—you can do a bigger, better business on shotguns 
if you stock, display and show Stevens Singles and Doubles. 
We sincerely urge you to place early orders for Stevens 
Guns with your jobber. 


J. STEVENS ARMS COMPANY 
Dept. L-8 
Owned and operated by Savage Arms Corporation 


Chieopee Falls, Mass. 







STEVENS 


SINGLE AND DOUBLE BARREL 
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IT’S “CLICKING” ALL 
OVER THE COUNTRY 


**By all means the best plan— 
it brings new customers and 
bigger volume.”’ 

FROM MICHIGAN 
““My sales jumped over 400%.”’ 


AN ILLINOIS MERCHANT 


**May we commend your promo- 
tion material? Jt is building us 
business.”’ 

AN IOWA DEALER 
**Increased business over 50%.”’ 


FROM MONTANA 


; the word from coast to coast—from paint dealers 
everywhere. This sensational new sales niethod moves “Best method we ever put out 


every item in your store in big volume. It has helped = ‘™ the way of bringing results.” 


. ° + . ° ‘FROM MAINE MERCHANT 
many a merchant to dominate the paint business in his 


community. “Excellent results. Sales better. 

You should know about this plan. We'll tell you, with Brought in new customers.” 
no obligation. Just drop a card to the Martin-Senour FROM KENTUCKY 
Company, Chicago, Cleveland, Boston, Brooklyn, Dallas, Names and addresses of any of 
Los Angeles and Lincoln, Nebraska. above on request. 


MARTIN-SENOUR 


100% PURE PAINTS 
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What a money saver! It cuts clean 
and lasts such a long time 


Indeed there’s extra profit in the easier sales of 
Eagle Steel Wool. Its habit of cutting clean and its 
money-saving life on the job have a sweet way 
of bringing users back for more. Listen to your 
customers thank you for putting them wise to 
its extra economy. Listen to your jobber when 
he talks Eagle to you—he knows his steel wool! 


© Eagle Steel Wool has maximum abrasive power. It’s tough. 
Resilient. Long-lasting. Uniform in quality. True to grade. 
Types: Double Eagle split- pound roll, Eagle pound roll and 
industrial pads. Grades: coarse, medium and fine shavings. 
Numbers: 3, 2, 1, 0, 00, 000, 0000. Our grading standards are 
unsurpassed. Write for additional facts. Order from your jobber. 


EAGLE STEEL WOOL COMPANY 
6201 West 65th Street Chicago, Illinois 


00L 


© 1935, Eagle Steel Wool Co. 






TRUE GRADE 
ORDER /rom YOUR JOBBER 
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BETTER SALES 


For Merchants Who Sell 
THESE FOUR 
QUALITY BRANDS 


BETTER SALES 


—because each of these woven wire poultry fab- 
rics is a business getter and a business builder. 

—because each is made according to rigid speci- 
fications, of right material and practical design. 

—because the four styles of poultry protection— 
stocked together—meet the needs of every 
customer. 

The three nettings are fabricated with attention to 
uniform mesh and even-tension wires. Galvanized be- 
fore or after weaving. 

Banner Poultry Fence is made with Medium Hard 











Zinc Insulated Wires. Wires at the bottom are very 
closely spaced to protect small chicks. The top spaces 
are larger. This is an economical construction and 
results in a much lower cost to you. 

Join thousands of other dealers in stocking the full 
American Quality line. A letter or card will bring 
specifications and prices. Netting and fence may be 
purchased in mixed carloads with other wire products. 





BANNER 
POULTRY FENCE 


We A % 

















AMERICAN STEEL & WIRE COMPANY 
208 SOUTH LASALLE STREET * «© * CHICAGO 
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STANLEY 


TOOLS 


er 











This large size display (24" x 
34") in five sparkling colors isa 





T - . striking reproduction of the buy- 
hese signs of the times are real. From all over the ine guide for all classes of tool 
: " users. isplay it prominently, 
country come these reports that i lt sp “ps go al ¢ winine ae a 
i , men need an tools. Spring. 
ing back to work These . buy dita Sehd for one ofthese displays 
Naturally, they will turn to Stanley—the Tool Box of NOW ; 
America — for the tools they consider so necessary for e 
doing fine work. For eighty years and more Stanley has STANLEY TOOLS of high- 
F est quality—the choice of artisans 
been supplying the tool needs of fine craftsmen. for over 80 years. 
The hardware dealer who takes advantage of the cur- Se Aaee Pe SEVARE 
: rf ’ 2 TOOLS — unusual tool values. 
rent situation and identifies his store with the ‘Tool Box - STA N L EY DE F IAN CE 
gd - ‘ OLS — low priced, practica 
of America” will sell more tools. Handling the Stanley sade the he ecadseadd ouae. 
line enables him to meet price competition in eve 
, sce P ry STANLEY TOOLS 
range with tools of a better quality. NEW BRITAIN, CONN. 
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THEY ALL LOOK TO STANLEY - - THE TOOL BOX OF AMERICA FOR THEIR TOOLS 





4 em ) 
I itelitel etl Maa taalel 





\GE MARCH 28, 1935 25 





























NOW! tue most ramous 
REFRIGERATOR MECHANISM IN THE 


WORLD IN ALL 1935 G-E MODELS 























dels—Monitor Top, Flatopy 
A dozen mo rewropete ed Monitor 
ew _ 
{) Liftop—and vs - specially designed for 
we Top (model tinned ¢ houses 
— P and apertmen 
= small homes 
=, =} 
——— 
—s 
| 
cC_ Ne 
= 
* All single di d Lift 
4 famous G-E Monitor Top value to the retailer and its real sites 
hermetically sealed-in-steel 5 YEARS worth to the customer. If it con- 
mechanism—that has made re- tinues to give satisfactory, eco- 
frigeration history with an une- PERFORMANCE nomical $ervice year after year, 
qualled record for dependable PROTECTION the dealer has no expensive, 


performance at low cost—is 
now available in all 3 types of 
1935 General Electric refriger- 
ators—Monitor Top, Flatop and 
Liftop. This is the mechanism 
that won for the General Elec- 
tric Monitor Top the greatest 
public preference ever enjoyed 





@ In addition to the 
standard 1 year war- 
ranty, 1935 G-E refrig- 
erators carry 4 more 
years protection on 
the matchless sealed- 
in-steel mechanism 
for $5 ... five full years 
for only $1 a year! 


profit-eating service problem. 
The customer, with a refrigera- 
tor that exceeds even the great- 
est expectations of dependable 
performance, enthusiastically 
recommends it to friends and 
neighbors, and new sales result. 





The General Electric dealer has 





by any electric refrigerator. 


PERFORMANCE COUNTS! 


To the dealer, no other feature of an electric 
refrigerator is as important as its mechanism. 
After all, it’s the performance of any refrig- 
erator that determines its real money-making 


the added advantage of selling 
other G-E Kitchen appliances and G-E Laun- 
dry appliances to his satisfied refrigerator 
customers. Write or wire for details of the 
General Electric franchise. General Electric 
Company, Specialty Appliance Sales Dept., 
Section HA3, Nela Park, Cleveland, Ohio. 


GENERAL @ ELECTRIC 


ALL-STEEL REFRIGERATORS 
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THE REFRIGERATOR 
THAT DEFIES TIME! 


Monitor Tops in use in homes for 
6 and 7 years have been cut apart 
at the General Electric Research 
Laboratories and found to be in such 
first class condition that it is im- 
possible to place a limit on the years 
of service to be expected from this 
matchless sealed-in-steel mechanism. 
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for Method of and Apparatus for Manufacturing 
Gottschalk’s Metal Sponge 


held Valid and Intringed 


Claim 19, 29 and 31 of the Sedgley re-issued patent No. 
18576, under which Gottschalk’s Metal Sponge is manu- 
factured, was held valid and infringed by the United 
States Circuit Court of Appeals for the First Circuit on 
January 4, 1935. 


Admittedly first introduced by the John W. Gottschalk 
Manufacturing Company about 1926, more than twenty- 
five million Gottschalk Metal Sponges have been sold to 
the American housewife. 















It has been proved conclusively that Gottschalk’s Metal 
Sponge, made as it is of special bronze, is useful in scour- 
ing and cleaning, serving many of the purposes for which 
steel wool is used, but in a safer and more efficient manner. 










It is marketed today for household use in four distinctive 
forms ... Gottschalk’s Metal Sponge, Hand-L-Mop, 
Kitchen Jewel, and Bronze Ball . . . by The Metal Sponge 
Sales Corporation, Lehigh Avenue and Mascher Street, 
Philadelphia, Pa. 
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Gottschalk 


METAL SPONGE 


28 HARDWARE AGE 








GE 





Just AMONG OURSELVES 


Ammunition and Wire 
Cloth— 


There can be no doubt as to 
the attitude of the majority of 
hardware wholesalers on the com- 
petitive situation which  sur- 
rounds the distribution of these 
two major volume lines. In this 
issue, and in the previous issue, 
letters from leading wholesale 
hardware executives eloquently 
stress the urgent need for immedi- 
ate action along the lines sug- 
gested in the recent HARDWARE 
AcE editorial on this subject. 
(See Harpware Ace, Feb. 14, 
1935, page 51.) Among these 
letters a sufficient number from 
wholesalers located in the South, 
urge such action during the com- 
ing Miami convention of the 
Southern Wholesale Hardware 
Association. This would be the 
appropriate time for such a pro- 
gram to get under way. -The plan 
suggested by this publication is 
built around a cooperative com- 
mittee study by the Southern and 
National wholesale hardware or- 
ganizations, working with the 
manufacturers of these two im- 
portant hardware lines. Such a 
program can only succeed with a 
united front by wholesalers and 
it particularly needs the support 
of those who agree, but, for rea- 
sons of their own, remain inartic- 
ulate. These letters are the opin- 
ions of important hardware dis- 
tributors and should be carefully 
read by every dealer, wholesaler 
and manufacturer in this indus- 
try. 


*“*Forward America’’— 


The anti-chain store movie of 
above title was shown in connec- 
tion with a great many 1935 state 
retail hardware conventions. It has 
also been sponsored for exhibition 
by wholesalers in the interest of 
their dealer-customers. In addition 
to its trade showings, the film has 
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By CHARLES J. HEALE 
Editor, Hardware Age 


been presented to many consumer 
groups for its anti-chain propa- 
ganda. The theme of the film is 
that chain store systems have de- 
stroyed small town community 
life; crushed individual initiative; 
that chain store taxes should be 
passed in every State and that 
the chains must be crushed before 
the depression can be ended. 
Trade audiences expressed mixed 
emotions and opinions on the 
probable effect of this film on 
consumer groups. There is con- 
siderable truth in the claims put 
forth in this motion picture and a 
great many independent mer- 
chants have expressed the inten- 
tion of showing the film in their 
own localities. Others say it has 
been overplayed to the point 
where public sympathy may go 
into reverse. To the thousands of 
small merchants in all lines who 
have experienced ruthless chain 
competition there is a tragic truth 
in the entire story. Their reaction 
has been most favorable. In the 
meantime the Federal Trade Com- 
mission has issued a complaint 
against the Economic Films, Inc., 
the producing company and F. R. 
Wilson its president. But the 
complaint voices no _ protest 
against the anti-chain theme. It 
is based on “misleading and de- 
ceptive use of the likenesses of the 
President of the United States.” 
However, this may be the same 
strategy which the Government 
uses when imprisoning known 
racketeers and thugs on the rel- 
atively remote charge of failing 
to pay an income tax. For it is 
difficult to accept this Federal 
Trade Commission action without 
suspecting that the well organized 
and efficiently represented chain 
and mail order groups have not 
had a “finger in the pie” behind 
the Washington scenes. This view 
will be held by a great many in- 
dependents who sense an increas- 


ing domination of the chain and 
mail order interests in the NRA 
and related Federal agencies. The 
outcome of this action will be in- 
teresting and perhaps informative. 


Farmers’ Cooperatives— 


At the recent Boston convention 
it was said that one New England 
Farmers’ Cooperative enjoys one 
million dollars worth of business 
per month and that another re- 
cently formed group will reach 
the $800,000 mark this year. The 
U. S. Government states that in 
1933, 695 local consumers co- 
operative societies did business 
amounting to $40,431,308, of 
which 75 per cent was in the 
North Central States. Retail store 
societies and gas-oil associations 
represented about 91 per cent of 
the 695 groups studied. The re- 
port further states that member- 
ships have increased steadily since 
1929, but that average sales de- 
creased in the period 1930 to 
1933. Farmers’ cooperatives dom- 
inate this picture and handle at 
retail many lines common to the 
hardware trade. With the legiti- 
mately organized farm coopera- 
tive, the hardware trade can have 
no proper quarrel as hardware 
dealers have for years followed 
the same procedure—in the for- 
mation of mutual insurance com- 
panies and through their associa- 
tion headquarters have acted as 
sales agents (directly or indirect- 
ly) for store fixtures, display 
equipment, advertising materials, 
printed accounting forms, and in- 
surance. The same is true in 
other organized retail trades. But, 
if as charged there are two racket 
elements creeping into the farm- 
ers’ cooperative picture, some- 
thing should be done to stem the 
tide before it is too late. These 
charges are: first that professional 
promoters are actively forming 
such groups for their own selfish 
profits and second that Govern- 
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ment farm agents are acting as 
salesmen for cooperatives in com- 
petition with the hardware trade. 


Professional 
Promoters— 

Charging political corruption 
in league with crooked promotion 
schemes, the Rural New-Yorker, a 
farm paper, is greately incensed 
at what it terms “A Modern Busi- 
ness Racket.” Particular attention 
is called to the fact that under the 
banner of “farm cooperative,” im- 
proper organizations have secured 
the moral support of various 
state institutions and have success- 
fully gotten their propaganda into 
farm homes. We quote: 


“Manufacturers and _ distrib- 
utors of farm supplies are now 
faced with a form of competition 
that they can no longer ignore. 
During recent years a new type of 
sales organization has developed 
under the guise of farm coopera- 
tives. These so-called ‘coopera- 
tives’ are corporations financed 
by the sale of stock and certifi- 
cates to farmers. They are or- 
ganized in such a manner, how- 
ever, that complete control of the 
management rests in the hands of 
a small group of promoters, who 
are able to perpetuate themselves 
in office. 


“Dressed in the garb of farm 
organizations, they make a senti- 
mental appeal for the support of 
farmers, agricultural colleges, 
State legislators and _ other 
groups, who are interested in the 
welfare of farmers. They suc- 
ceed in securing legislation that 
is favorable to their intrigues and 
that gives them a decided advan- 
tage over independent manufac- 
turers and dealers who must 
comply with the various business 
laws of the States, pay taxes, and 
assume a fair share of the re- 
sponsibility of their communities. 

“Organizations of this kind are 
rapidly growing and now cover 
a wide area. The first one of 
importance originated in Massa- 
chusetts and has confined its ac- 
tivities to the New England 
States. A short time later simi- 
lar organizations developed in 
New York State, and the chain 
has gradually developed link by 
link along the Atlantic Coast 
and into Ohio and Indiana.” 


The Farm Agents— 


Government paid farm agents 
have neither legal nor moral 
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rights to act as salesmen or sales 
promotion men for Farmers’ Co- 
operatives or any other mercantile 
distributing organizations, selling 
goods in competition with the 
legitimate retail hardware trade. 
That farm agents paid out of pub- 
lic funds are acting in such ca- 
pacities for Farmers’ Coopera- 
tives has been clearly established 
in the minds of many retail hard- 
ware merchants serving the rural 
areas. This is a vicious practice, 
but fortunately it is a form of un- 
fair competition which can be 
quickly controlled (perhaps the 
only one that can) if you have 
the proper evidence. And I think 
the evidence is available. Farm 
agents are employed by the Fed- 
eral, State or County governments 
and are hired to serve all citizens 
impartially; to advise on farm 
and farming problems and are 
not allowed to sell goods for any 
retailing establishment. As the 
“Coops” are growing very rapid- 
ly any unfair and illegal use of 
public officials to further their 
growth should be nipped in the 
bud. If this problem exists in 
your selling territory, get the full 
facts together and present them to 
the proper authority, under which 
the offending farm agents is work- 
ing, be it Federal, State or County. 
To aid you punish such offenders, 
there are many conscientious, hard 
working serious minded, useful 
and honest farm agents who will 
resent such actions and will wish 
to be protected from being 
dragged into the arrangement. 


Resolution— 


Secretary Christopher of the 
Minnesota Association calls at- 
tention to the omission, from our 
story of the Minnesota convention, 
of the following resolution: 

“Whereas, The problem of inde- 
pendent hardware merchants in 
meeting syndicate and mail-order 
competition is becoming increas- 
ingly serious due to unfair price 
discrimination now being prac- 
ticed by some manufacturers, and 

“Whereas, It is vitally essential 
that definite steps be taken at this 
time to correct this condition, and 

“Whereas, As a part of this 
program it is essential for the 
retailer to have some means of 
distinguishing the goods of those 
manufacturers who do distribute 


through independent hardware 
merchants exclusively, therefore 

“Be It Resolved, That the Na- 
tional Retail Hardware Associa- 
tion take steps to 

“(1) Investigate the distribu- 
tion policies of manufacturers; 

“(2) Devise some suitable 
identification for the products of 
manufacturers who qualify by 
distributing exclusively through 
independent channels.” 


The same or equivalent resolu- 
tion was passed in other state as- 
sociations during the recent 1935 
convention season. The “suitable 
identification” proposed is a label: 


“These Goods Made By a 
Manufacturer Distributing Only 
Through Independent Retailers. 
National Retail Hardware Asso- 
ciation.” 


Whereas— 


Without having in mind any 
particular convention of retailers, 
wholesalers or manufacturers, the 
thought occurs that many resolu- 
tions are handled in a very per- 
functory way. Too often, only a 
corporal’s guard is on hand at 
the final convention session when 
officers are elected and the con- 
vention’s conclusions are reduced 
to resolutions. It might prove 
more interesting, and be more 
truly representative, were resolu- 
tions passed as the closing feature 
of each individual session. Most 
resolutions are prepared in ad- 
vance and presumably endorse or 
oppose some situation under con- 
vention discussion. If voted upon 
by sessions the decision rendered 
per resolution would probably 
represent a very accurate inter- 
pretation of the delegates majority 
opinion. Contrast this with the 
familiar rubber stamp resolutions 
committee droning out its prepared 
decisions to only those who 
couldn’t catch a train the night 
before. It is not fair to the officers 
and staffs of associations to ex- 
pect their useful services on mat- 
ter covered in resolutions handled 
indifferently. These declarations 
should be inescapable mandates to 
the association secretaries and of- 
ficers, and could be if the resolu- 
tions were handled by sessions in- 
stead of in a heap, at the closing 
session, when everybody seems to 
be in a hurry to get away. 
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Retail Hardware Trade Can Compete 


on 15 of 16 Items in Sears Ads 


Comparison based on wholesalers quotations to New 
York State dealers (without knowledge of reason for 
asking these dealer cost prices). Note reasonable 
average margin and relatively favorable position of 
hardware trade in several numbers. 


N many occasions Luther 
Ox Stein, vice-president, 

Belknap Hardware & Mfg. 
Co., Louisville, Ky., has taken is- 
sue with the current and popular 
hardware trade discussions on 
mail order price competition. He 
has maintained, and often stood 
alone in his argument, that the 
trade knew only the instances 
where competition had the advan- 
tage. He has said that no one 
had carefully and thoughtfully 
made a price comparison study 
to determine how many items and 
what merchandise hardware deal- 
ers bought on the right basis. He 
has also expressed the opinion that 
the hardware trade frequently has 
the advantage on comparable 
goods but doesn’t realize it. Con- 
firmation of Mr. Stein’s views are 
certainly provided in the Sears 
advertisement and dealer cost 
figures given on this page. 

This advertisement appeared in 
the Syracuse (N. Y.) Herald in 
February, 1935, and was sent to 
Harpwake AcE by Horace P. Aik- 
man, Cazenovia, N. Y., merchant 
and an N.R.H.A. director. Mr. 
Aikman obtained the wholesaler’s 
selling prices to dealers by ask- 
ing three other dealers to obtain 
quotations, on groups of items ad- 
vertised and did not explain his 
reasons for seeking the informa- 
tion. On the 16 items checked, 
care was excercised to make price 
comparisons accurate and fair for 
comparable goods. The 11 items 
which were not checked were not 
comparable to any goods these 
particular dealers were able to 
identify in their jobber catalogs. 
Had the jobbers quoting been con- 
sulted, it is possible that further 


MARCH 28, 1935 


comparative data would have been 
available. As this test stands, 
there is only one item (two num- 
bers) on which New York State 
dealers could not easily, and with 
some profit, meet the offerings in 
this particular Sears ad. These 
items are indicated by arrows in 
the illustration. 


Sear|I/! 
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Obviously, dealers concentrat- 
ing their buying would have no 
difficulty in arranging a special, 
short-time price to meet competi- 
tion on one item out of 16, realiz- 
ing that in this particular group 
of goods, the other comparable 
items are already priced right 
from the trade standpoint. 

This example does not answer 
the entire question of price com- 
petition but it does shed some 
light on a phase of the subject 
not generally discussed nor ad- 
mitted by a great many dealers. 
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Syracuse, N. Y. 
February, 1935 
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Modernize (Main Street 


A new weapon to keep 
trade at home, made 
possible by new mate- 
rials efficiently produced 


of independent merchants for many years. 

Appeals to local loyalty from merchants 
or local newspapers have not been productive of 
noticeable results. Larger cities and towns have 
been the sirens that cost local merchants untold 
thousands of dollars in trade. Formerly, the il- 
lustrated catalogs of the mail-order houses were 
considered the main offenders, but more recently, 
good roads and the automobile have been responsi- 
ble for a great deal of the loss. In many instances, 
nowadays, neighboring towns, rather than the large 


( EEPING trade at home has been a problem 





cities are taking the business from 
still smaller places. 

Here and there, moderate-sized 
towns have succeeded in becom- 
ing centers of attraction for a wide 
area. They have been more pro- 
gressive and have made their 
Main Streets a bit more tempting 
to customers. Stores have used 
more illumination, and _ streets 
have been adequately lighted, so 
that they have found it possible 
to retain their old customers and 
attract new ones. While a town 
of larger proportions will always 
have a pulling’ power superior 





Note the great im- 
provement in these 


stores from the to the village, much can be done 
point of sales at- to counteract the tendency to 
traction. New trade away from home. 

ae ae One of the most hopeful plans 
Photos courtesy that has come over the horizon of 


Store Front Dept.. 
Pittsburgh Plate 
Glass Company. 


the independent merchant in years 
is the National Housing Act, 
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Bath, N. Y., is a small town—they call it a 





village--but it has many cities outclassed as an attraction for many miles 


around. The street lighting, store lighting and up-to-the-minute smartness is not surpassed anywhere. It is a pleasure 


which has been extended to pro- 
vide loans for the modernization 
of Main Street. (See H.A., March 
14, pages 80-81.) In cooperation 
with the NHA, manufacturers of 
products that transform outmoded 
store fronts into modern attrac- 
tive ones have, through efficient 
production methods, set their 
prices within the reach of small 
merchants. 

A glance at these “before and 
after” photographs of actual mod- 
ernizing jobs will convince any- 
one of the great improvement and 
| the natural betterment of business 
that will follow. Would not any 
woman be proud to purchase her 
gowns and hats from Anne’s 
Vogue Shoppe opposed to the old 
store where the best of merchan- 
dise would have a struggle for 
recognition? What housewife 
would not prefer to buy her gro- 
ceries from the new Friedman’s 
Grocery as compared to the jum- 
ble of uninviting merchandise in 
front of the old place? Would 
you not prefer to take your wife 
or sweetheart to the new Bismark 
Grill than to the old premises? 
Of course you would. 

Even if the cost of this trans- 
formation were high, it would still 
be imperative, for the life of a 
business today depends upon it, 
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to live in Bath. 


but the cost, happily, is not in the 
prohibitive classification. Mate- 
rials and installation in most 
cases is well under $1000 and 
some under $500. 

The independent merchant is 
too frequently frightened by the 
cost of brilliant light so _neces- 
sary to present-day selling. Al- 








Where a less expensive location be- 
came a high class store. 


though merchandise appears from 
50 per cent to 100 per cent better 
under adequate light, the cost of 
current is sometimes thought too 
high, and although it is installed, 
it is but a short time until the 
merchant begins to cut out a light 
here and there, and is soon back 
to the starting point. To prove 
to yourself the benefit of light on 
merchandise, place any attractive 
item on a display table and ob- 


serve it under ordinary light, then 
step it up to brilliancy and see 
it figuratively jump in appearance 
100 per cent. Everything you sell 
through display is subject to this 
effect of light. The extra selling 
and profit pulling power of light 
alone will justify a larger current 
bill. 

But there are other ways to 
look at the question. We have 


seen modernized stores where the 
vastly superior lighting was ob- 
tained through better equipment, 
without, an increase in the current 
consumption by the use of scien- 





tifically correct reflectors, utiliza- 
tion of natural reflectors, such as 
light wall spaces, properly diffus- 
ing globes on the lamps, etc. Tre- 
(Continued on page 94) 
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Wholesalers Want Action! 


Endorse Ammunition and 


Wholesale hardware executives pledge support to program 
recommended in HARDW ARE AGE editorial in the February 
14, 1935, issue and favor action on plan at Miami 


their complete and enthusiastic approval of 

the editorial “Ammunition and Wire Cloth” 
which appeared in the Feb. 14, 1935, issue of Harp- 
WARE AcE. They pledge their support toward the 
organized effort suggested by this editorial to cure 
the unequitable competitive situation which exists 
in the distribution of these two major volume lines. 
Several recommend that action start at the coming 
Miami Convention of the Southern Hardware Job- 
bers’ Association. 

From this editorial we quote, as the heart of our 
suggestion for curing this uneconomic situation, the 
following paragraphs: 

“The very nature of the hardware business and the 
ammunition business makes wholesaler-retailer dis- 
tribution the only economic method for the pro- 
ducers selling through the hardware field. But a 
further uncontrolled competitive attitude may lead 
to uneconomic distribution experiments to the detri- 
ment of both producers and wholesalers. Such is the 
warning we read between the lines, which prompts 
us to urge wholesalers to take immediate action to- 


| ARDWARE wholesalers continue to express 


’ 


ward more harmonious and cooperative practices 
in the ammunition industry. 

“Under the auspices of the National Wholesale 
Hardware Association and the Southern Hardware 
Jobbers Association, local and national committees 
of wholesalers should be formed to bring the am- 
munition producers together for a joint discussion 
with wholesalers that the future of this important 
line may be secure and profitable. The manufac- 
turers should welcome such action, as their own 
future profits are also at stake. To wholesalers this 
move seems imperative, with the element of time 
increasingly important. We urge it strongly in the 
best interests of the hardware industry as a whole. 
Such a committee must study and face facts and not 
waste precious time futilely trying to place the blame. 

“If this program is successful, and we believe it 
would be, similar wholesaler committees could take 
like action in the wire cloth industry, which. offers 
very parallel problems. Here again the manufac- 
turers (about 14 of them) should welcome this move 
and in both fields a brighter future would appear 
as a result of this official and organized cooperation 
between producer and wholesaler.” 





“BiccEst Booss”’ 


Cuartotte, N. C.—I have read 
the HarpwareE Ax” editorial in your 
Feb. 14th issue on An munition and 
Wire Cloth. 

To be perfectly frank with you, 
I have thought for a long time that 
some of the larger industries of the 
country are controlled by a bunch 
of the biggest boobs in the country. 
Ammunition, Screen Cloth, Poultry 
Netting and Composition Roofing 
are several of the lines that come to 
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mind just now, and | do believe that 
if two associations could cooperate, 
the manufacturers of these four 
lines could be told where to get off. 
I would like very much indeed to 
see some action taken at the Con- 
vention that will be held in Miami 
the early part of April, but I doubt 
seriously if a leader with sufficient 
nerve, intelligence and push could 
be found to head this movement. 
C. H. Crark, 
American Hardware and Equipment 
Company. 


Mucu or Merit 


Bay Ciry, Micu.—yYour recent 
editorial in HaArpware AGE on am- 
munition and wire cloth has so 
much of merit that the writer is 
very anxious that the suggestions 
you outline in this editorial be car- 
ried through. We hope that the 
proper parties may arrange a pro- 
gram that will assure the proper 
handling of this delicate situation. 

J. E. Kewrey, 

The Jennison Hardware Company. 


HARDWARE AGE 









On 
batigg Ning thers Ay, 
Set, Re 
the aed gt ah et hai Si Mleate, CLo 
EES gk TH 
SSS SSSS she! 
“re Pv ie) i Mee Ps Neca Serta 
Pree rants et 86 Ia” tage wa! wn coe han 
. Petition Gari AF baton Prods gy Some ae re ony 
SSS SSeS 
OSs SIS SS 
on * © wm wilowaie deep, 
PnP pe i lt el ae) 
hr ae at § a — rms tle a hig” 
eee gt ingen Org! Haring, —e St agate 
re cal Pd oe en Joba nf as “Pein 
Senin PF mon morta the e 
Es Per SO] Bar id 
l] > * So _* 
rest om! ~ 
— insta smd te on —_" © ae ga, 
SSeS SIRS 
SSL AST 
Daan Pt PL er eT 
es Stee 


ices 
sale 
vare 
‘tees 
am- Favor Your SUGGESTIONS 
_— Bay City, Micu.—Your editorial 
tant is great—and we feel the same as 
fac- you and others do. Certainly favor 
own your suggestions. 
this R. V. Munpy, Président, 
ime 3 Bay City Hardware Company. 
the : 
ole. 
not FORCEFUL 
ng" ATLANTA, Ga.—We wish to con- 
ca gratulate you very sincerely for the 
ake forceful editorial in your Feb. 14th 
fers issue on the subject of the Am- 
fac- munition situation. 
ove Dean S. Papen, President, 
ear King Hardware Company. 
ion 
Very Mucu INTERESTED 
Granp Junction, CoLo.— We 
were very much interested in your 
sd editorial on ammunition and wire 
oo products. 
It does seem that the manufac- 


; turers of these products are trying 
? to kill the jobbers’ efforts on these 


a two lines, and we would certainly 
—_ be pleased to line up with any move 
the t ¢ - 
0 put these two lines in the posi- 
~— tion that they belong in the hard- 
poe ware jobbing fields. 
-. We would appreciate your keep- 
A 3 ing us posted, and if there is any- 
y. thing further that we can do, kindly 
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We are also going to take 


advise. 
this up with our State Association 
at the next meeting. 
L. W. Witson, 
Biggs Kurtz Hardware Company. 


THOROUGHLY IN SYMPATHY 


Jounson City, Tenn.—In your 
editorial appearing in February 
14th issue on Ammunition and Wire 
Cloth, you certainly have presented 
the situation applying to the distri- 
bution of these two items in a splen- 
did manner and you have not in any 
way exaggerated it. 

A month or so ago we were hope- 
ful that the distribution of ammu- 
nition was going to be profitable for 
this season, but we have since 
learned definitely of a 5 per cent 
concession and now a 10 per cent 
beyond and with this start and the 
experience of the past we can see 
nothing favorable for the jobber on 
this line at this time. 

We have had just the same expe- 
rience in screen wire cloth during 
the past season. We are thoroughly 
in sympathy with your suggestion of 
a committee being appointed from 
the two wholesale hardware associ- 
ations for a joint discussion of these 
subjects with the manufacturers of 
these products and we can think of 
no better plan. 

We endorse and approve this pro- 


posal and trust something may re- 
sult favorably from it. 
James A. Summers, Manager, 
Summers Hardware Company. 





HEARTILY COINCIDES 


Baton Rouce, La.—We heartily 
coincide with your article, “Ammu- 
nition and Wire Cloth”; however, 
these subjects have been before us 
so many times that they seem al- 
most impossible, which should not 
be the case, especially with the am- 
munition people, due to the fact 
that there are so few of them that 
it seems they could adjust matters, 
if they cared to, to the entire satis- 
faction of everyone concerned. They 
do it 95 per cent of the time on 
firearms, so it seems if they could 
do it on one item, they could cer- 
tainly work out some satisfactory 
arrangement on the other. 

With reference to screen wire, we 
find that our competition lately has 
been able to procure a_ lighter 
weight wire from some of the manu- 
facturers. We understand that this 
is not a general practice but some 
of them do manufacture a lighter 
wire and give it to some of their 
preferred customers at about 85c 
per hundred square feet less than 
the standard; and this wire is sold 
to the dealer trade and the dealer 
trade in turn sells it to the consum- 
ers just as “screen wire cloth” and 
the consuming trade accepts it as 
standard, not having been explained 
the difference. 

This, to us, is a very deplorable 
situation as we have always stood 
for honest measurements, weights, 
grades, etc.; therefore, it is hard for 
us to realize that some manufactur- 
ers of our industry are instrumental 
in supplying some of their preferred 
customers with lighter weights and 
gages of this material in order to 
allow them the privilege of selling 
it for less. 

There could be a hook written on 
these two subjects, but we are of the 
opinion that the majority of the peo- 
ple that are manufacturers of these 
two items do not want the present 
set-up changed. If they did, we are 
reasonably sure that it could be 
accomplished. 

We are of the firm opinion that if 
all the manufacturers would set up 
a definite price set-up—that is, cost 
to jobber to dealer to retailer—in 
the majority of instances, these 
would be maintained; in fact, if 
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they were earnest about it, they 

could be maintained 100 per cent. 
Joun K. Dyer, 

Doherty Hardware Company, Ltd. 





SITUATION UNCALLED For 


CHATTANOOGA, TENN.—Referring 
to your editorial on ammunition and 
wire cloth—we do not handle am- 
munition and are not pushing the 
sale of wire cloth. The conditions 
were so bad that we just preferred 
not to get into this any further than 
we had to. 

Generally speaking, I think it is 
the most uncalled for situation that 
you can imagine almost, when man- 
ufacturers have gotten into a fight 
of this kind, and jobbers have like- 
wise been drawn into it; the result 
being no profit, but a loss to every- 
one involved. It does not increase 
the volume of business done in the 
items on which the prices are cut. 

There has been an unfortunate 
tendency towards a situation like 
this during the last few years, there 
being other situations in other lines 
that almost, if not quite, parallel the 
situations referred to in ammuni- 
tion and wire cloth. 

I hope very much that both manu- 
facturers and jobbers will see the 
wisdom of a properly stabilized and 
maintained price that permits a rea- 
sonable profit to be made by both 
manufacturer and jobber and re- 
tailer. 

I think that such articles as your 
editorial, backed up by trade asso- 
ciation protests, will do much to 
improve the situation. 

F. C. Bickers, President, 
James Supply Company. 


TIME FOR ACTION 


Tampa, Fra.—We feel that your 
editorial suggestion to wholesalers 
with reference to Ammunition and 
Wire Cloth is indeed a timely one. 
We would like very much to see 
your suggestions carried out. We 
feel the time has come when the 
wholesaler must make up his mind 
to bring about a better situation 
with reference to these two com- 
modities and we know of no better 
way to do it than for a committee 
of hardware jobbers to meet with a 
committee of all the ammunition 
manufacturers. 

For some time we have been con- 
sidering eliminating these two items 
from our stock. It is true that they 
are volume items but we haven't 
made any money on these two items 
for a long time and we have just 
about reached the point to eliminate 
ammunition and screen cloth. 
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If there is anything we can do to 
help carry out your suggestions, 
please call on us at any time. 


J. W. WEstTBROOK, 


Manager Hardware Division, 
1. W. Phillips & Company. 


DiscussED Eacu YEAR 


ANNISTON, ALA.—Regarding your 
recent editorial “Ammunition and 
Wire Cloth”—these two items have 
been discussed and plans formu- 
lated for profitable handling since 
there has been a hardware associa- 
tion, and each year we have been 
assured that merchandising plans 
had been instituted that would show 
us a profit, and each year price 
structure has been broken down. 
Just so long as the manufacturer 
gives some distributors a_ better 
price than they do others, they can 
expect a fight on prices. 

Ammunition and wire cloth are 
such a small part of the ultimate 
volume of some jobbers that they 
invariably use this as a means of 
attracting other business. We have 
no suggestion to make as to the con- 
trol of prices other than that the 
manufacturer have one price to all 
distributors, and be very careful in 
the selection of those distributors. 


C. H. Jemison, Vice-president, 
Anniston Hardware Company. 





Anti-Trust Laws? 


Houston, Tex.—In regard to your 
editorial on wire cloth and poultry 
netting—it is an excellent article, 
but under the present lack of man- 
ufacturers being able to act on a 
matter of this kind under the Anti- 
Trust Laws, we do not believe that 
there is much chance of getting any- 
thing accomplished on wire cloth 
and netting. 

The present Anti-Trust Laws 
seem to favor chain stores and mail 
order houses and as the chain stores 
and mail order houses become more 
powerful in their purchasing power 
it will be harder in the future to 
control things of this kind. Manu- 
facturers and merchants have to 
work independently on account of 
the laws and a chain store system 
can make higher or lower prices in 
different parts of the country as may 
be necessary to eliminate small 
competition. 


W. A. Cortes, Vice-President, 
Bering-Cortes Hardware Company. 


Mucu 1n Favor 


Fort SmitH, Ark.— Most as- 
suredly we are very much in favor 
of your suggestion. 

We have always had more or less 
price demoralization in the market- 
ing of both Ammunition and Wire 
Cloth but, of course, realized that 
individually we could do nothing 
about it. However, with a strong 
and representative committee ap- 
pointed from each of our associa- 
tions to meet with proper represen- 
tatives of these two lines and with 
full authority to act for the entire 
Hardware Jobbing interest we can- 
not see any reason why the pres- 
ent unprofitable and unsatisfactory 
condition couldn’t be greatly im- 
proved if not entirely remedied, 
which, of course, would in either 
event, result to our mutual benefit. 

Anyway, it is surely worth the 
effort and we greatly appreciate 
your friendly interest in forcibly 
bringing this matter to the attention 
of the two Wholesale Hardware 
organizations. 

Naturally, our company would 
gladly cooperate in any way possi- 
ble for the good of the undertaking. 


Buck Wit.ias, Pres. & Mgr., 
Williams Hardware Company. 


SEEMS So FooLisH 


Corpus Curist1, TExAS—It seems 
so foolish that with the few ammu- 
nition manufacturers in existence 
today that they could not get to- 
gether. It is my understanding 
there are only four ammunition 
manufacturers but fourteen screen 
wire cloth manufacturers. Perhaps 
your articles will set them to 
thinking. 

Oscar J. Koepke, Secy-Treas., 
Corpus Christi Hardware Company. 


Discuss aT MIAMI 


TuscaLoosa, ALA.—We have read 
with interest your suggestion in ref- 
erence to the ammunition and wire 
cloth situation. It is a splendid 
idea, and will be glad to do any- 
thing I can to bring about this con- 
ference. It would be a good time to 
have this conference at the South- 
ern Convention in Miami. 


A. C. Cape, Pres. & Treas., 
Allen & Jemison Company. 
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HELPFUL HINTS By ROBERT PILGRIM 


A NEW YORK HARDWARE 
FIRM ADVERTISING A (WEEKLY 
GALE, DISTRIBUTED NOTICES 
OF THE SALE TOGETHER WITH 
A SMALL MAP SHOWING WHERE 
THE STORE WAS LOCATED . 
<—~ DISTRIBUTED /N A RADIUS 
OF TWo MILES , THE MAP 
EASILY (IDENTIFIED THE STORES 
LOCATION FOR THOSE 
UNFAMILIAR WITH JHE 
STORE 

































EVERY CUSTOMER BUYING A TOOL 
IS SHOWN A METAL TOOL BOX, IN . 
ONE CHICAGO STORE. REGULT...AN =a 
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FOR NEW 
BUSINESS... 
WATCH THE MARRIAGE 
LICENSE NOTICES . 
THEY WILL PROVE A 
VALUABLE SOURCE OF 
BUSINESS , FOR, THE 
NEWLYWEDS NEED 
INNUMERABLE THINGS 
IN ORDER TO START IF YOU DIGTRIBUTE BLOTTERS AS AN ADVERTIOEMENT 8 
HOME~ KEEPING GURE THE BLOTTER 6 OF A GOOD QUALITY THAT ABSORBS , 








INK. GATIGFACTORILY. A BLOTTER THAT DOES NOT WORK. 
Rane 
ar 








WILL NOT SERVE (1S “GOOD WILL” PURPOSE 
Hardware Age will pay $1.00 for each “Helpful Hint” suggested and published on this page 
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FRED CRARY 


AN 
ms SSS 


-_ 
\ 


~~ 
~ 


N 





















RED CRARY, hardware 

merchant, Boone, Iowa, has 

a hobby that provides him 
with a keen interest in his fellow 
townsmen. He is an artist—we 
almost said “amateur artist” but 
Fred Crary has passed that stage. 
Every customer coming in contact 
with hardwareman Crary is a 
“model” customer. That is, the 
Crary fingers itch for a pencil and 
paper to sketch with. Recently 
we saw a packet of informal 
sketches made over a period of 
years that are a really important 
document in the history of Boone. 
People in all walks of life have 
been, consciously or otherwise, 
Crary’s models. He prefers to 
work in pencil and has recently 
done good work with colored pen- 
cils. Local art exhibitions have 
included his creditable work and 
he has attained newspaper recog- 
nition. He says, “If I could retire 
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These greatly reduced 
sketches give a slight 
suggestion of the ar- 
tistic ability of Fred 
Crary, Boone, Iowa, 
hardware merchant. 


from the hardware business and 
devote my time to art I might do 
something with it.” But his con- 
tacts with his customers provide 
him with much material for his 
studies. They have a great deal 
of character, these drawings, and 
the hobby has brought much en- 
joyment and happiness to their 
creator. 

Crary is an energetic business 
man too, having carried on suc- 
cessfully the business of his father 
and uncle for many years. His 
artistic and philosophical attitude 
toward life is re- 
flected in an obser- 
vation contained in 
a recent letter: “I 
can’t remember one 
of the old firm of 
Crary Brothers ever 
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praising a clerk for making a 
good sale or pulling a good 
stunt. Silence as a usual thing 
meant approval—but, oh boy! If 
you pulled a boner, it seemed as 
if they delighted in getting you 
on a pin hook. I’ve found that a 
little praise occasionally for a 
good window, some particularly 
good deal, or an excellent piece of 
work never hurts, and it costs so 
little to loosen up that way.” 

A sense of humor runs in the 
line, as witness this passage from 
the same letter: “When I look 
through the ledger these days and 
see the notes that are past due, I 
recall some of the pencil nota- 
tions in my uncle Jud’s handwrit- 
ing that I used to see on the old 
ledger of Crary Brothers, when I 
took charge of their books: ‘Gone 
up Salt Creek,’ ‘A dead square 
man, ‘Blessed be nothing,’ 
‘Bought him for fifty cents’ (the 
amount of the account), ‘Skipped’ 
‘Don’t trust,’ ‘Gone to h--1.’ 
They had no credit bureau in 
those days. If a man did not owe 
you, you might consider yourself 





MARCH 28, 1935 


lucky. I found a way to wipe out 
all those old accounts. 

“There was a certain farm car- 
penter who brought considerable 
business to the store until some- 
one charged a saw to him, $3.50. 
He did not pay and we lost the 
business he had been throwing our 
way, until one day I saw him com- 
out of G——’s saloon. He spoke 
to me and dunned himself. I said 
to him, “Theo, give me a dollar 





Fred Crary, 
Boone, Iowa, 
and the boys 
who joined 
forces with 
him to get a 
swimming 
pool for their 
town. The new 
pool is shown 
above. Top of 
page, is the 
corner store of 
the Crary 
hardware. 





and I will square that account.’ 

“Do you mean it?’ 

“ ‘Sure,’ I said. 

“Soon after he came in and 
handed me a dollar. We were 
square and it was not long before 
he was in again with a man who 
wanted to build a barn. We sold 
the hardware. It worked in other 
cases also. 

“It is better to bury a dead 
horse sometimes and remember 

only what he 
died of, than to 
keep eternally 
dragging the car- 
cass in front of 
people’s _ noses. 
They are human 
the same as you 
are, or think they 
are. Their cash 
business may be 
worth more than 
the old account, 
which you prob- 
ably cannot col- 
- lect anyway.” 

Fred Crary is 
practical and gets things done in 
his community by the simple ex- 
pedient of going to work on them. 
The youngsters in Boone had no 
good place to swim, so Crary, 
assisted by the youngsters and 
others, started an agitation to get 
a swimming pool. The pictures 
accompanying this story include 
those of the pool. Not only is 
Fred Crary happy to see that pool 
but, although over sixty, is as 
much a youngster in that pool as 
any. 
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Contributory 


Old Age Pension Plan Most 


old age problem, caused by 

the constantly lengthening 
life span in the United States, and 
the shortened working life dic- 
tated by the swift pace of indus- 
trial development, has focused na- 
tional attention upon Congres- 
sional consideration of social leg- 
islation. Under the title “Old 
Age Security—Social and _ Eco- 
nomic Aspects of the Problem”—a 
report has just been issued by the 
Committee on Social Legislation 
acting jointly for the National 
Conference of Business Paper Edi- 
tors and the Associated Business 
Papers, in both of which Harp- 
warRE AGE is a participating char- 
ter member. 

The contributory type of plan, 
the report concludes, offers more 
protection than public funds alone 
can safely provide and will assist 
materially in maintaining the self- 
respect of those receiving pensions 
to which they have made substan- 
tial contributions themselves. 

These conclusions were devel- 
oped from the following facts ob- 
tained by the committee: 

Based on several state and civic 
studies, it is estimated that of 
6,600,000 persons in the United 
States, past 65 years of age, 2,700,- 
000 or nearly 41 per cent are en- 
tirely dependent. They find that the 
per capita cost of maintaining the 
aged in poorhouses is apparently 
from three to five times as great 
as would be required by a cash 
grant in the form of a pension 
large enough to permit mainte- 
nance of independence and self- 
respect. Poorhouses and alms- 


[lait see ox severity of the 
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Underwood & Underwood 


Protects future of beneficiaries and main- 
tains their self-respect because of substan- 
tial participation in the accumulated 
contributions. Analysis of costs and 
workability made by Business Paper 
Editors shows poorhouse method several 
times more costly than outright pension. 
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houses as a means of caring for 
the aged, the editors found, are 
generally wasteful and particular- 
ly degrading for the inmates, and 
for every dollar spent on alms- 
houses only 31 cents goes for ac- 
tual maintenance of the aged—the 
rest being for administrative and 
operating costs. The average cost 
per year per inmate in almshouses 
is reported as $335. Benevolent 
homes, supported by religious 
bodies, philanthropic organiza- 
tions and fraternal orders, pro- 
vide security for about 69,000 in 
nearly 1300 homes at an average 
annual cost per inmate of $437.57. 

The report states that only 
eight of the hundred trade unions 
affliated with the American Fed- 
eration of Labor are known to have 


Cost of Pensions—1932. 


formal pension plans in operation. 
The Federal government has a con- 
tributory pension system for all 
classified civil service employees. 
Most states cover normally perma- 
nent employees and police and 
fire forces of between 400 and 500 
American cities are protected by 
pension plans. Nearly 15,000 
clergymen draw pensions from 13 
denominational funds. State and 
city pension funds cover more 
than 300,000 school teachers. 

War pensions are probably the 
largest and most expensive in the 
world, the report states. With a 
1931 average annual pension of 
$513, the editors find that from 
1866 to June 30, 1932, the United 
States spent more than $8,500 
millions for military and naval 
pensions. 


Suitable to American Needs 


Personal savings and insurance 
have not been particularly ef- 
fective in meeting the old age 
problem. The average income 
of a large number of our working 
families has been too small to 
provide savings in an amount suf- 
ficient to give security. Individual 
annuity purchases have been neg- 
ligible, but group annuity sales 
to employers for employee protec- 
tion are an important development. 

Since Arizona’s pension law was 
passed in 1914—and immediately 
declared unconsitutional — 28 
states and two territories have 
enacted old age legislation. These 
plans reveal many contrasts. Low- 
est pensionable age among them 
is 65, the highest 75. Minimum 


State-Wide Mandatory Systems 























Total Average 
Total Cost Cost per per $1,000 of Pension Poorhouse 
State 1932 Inhabitant Taxable Property per Month Cost per Month 
EER emery: $200,927 si shite $22.81 $41.78 
IN go ss fo Geexn sacs 3,508,324 $0.62 $0.40 am (T 44.74 
IE Sain coaccteascut 171,130 rie a 7.69 42.30 
Delaware ........ ree eer 189,550 .80 .67 9.82 Abolished. 
MN 8 So theinke SaiSio,<-ccaisiieacs 131,099 -38 eave 8.50 47.26 
Massachusetts .............. 5,411,723 1.27 Fp 25.02 37.94 
New Hampshire............ 199,174 43 29 19.90 44.19 
ree 13,591,419 1.08 46 20.58 35.80 
IN i oroiacdises cb Sheaais 94,297 45 Aes 11.69 78.74 
County Optional Systems 
Re eres $50,217 $0.06 $29.35 $40.89 
ere 417,325 39 13.80 56.29 
REN oe 154,929 43 12.51 55.19 
PRICE egt ret 99,031 29 8.15 45.62 
WRU oak 5 sa kha Kalen cn 423,003 41 19.52 21.70 
Total-Average .......- $24,642,148 $0.81 $19.34 $39.37 
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residence requirements run from 
Delaware’s 5 years to 35 years in 
Arizona. Maximum monthly pen- 
sions run from $15 in Indiana to 
$35 in Alaska and no limit in New 
York and Massachusetts. Plans 
are state-wide in 21 states and two 
territories, while seven states have 
county option systems. Source of 
pension funds is supplied in some 
cases entirely by the state, in 
others wholly by the county. In 
eight states the cost is split in 
varying proportions between 
county and state. 

Because of their length of op- 
eration, the history and mechanics 
of foreign old age pension plans 
are considered at length in the 


foreign governments offering old 
age security to some or all of their 
total of 600,000,000 citizens. Con- 
tributory types of pensions are in 
effect in 31 nations, ten maintain 
non-contributory plans and Japan 
alone has a voluntary plan. 
Three general types of con- 
tributory pension plans are in 
operation abroad. One includes 
all wage earners and_ salaried 
workers in a single system, an- 
other provides separate pension 
plans for each class, and the third 
provides for special classes of 
workers only. Some plans require 
contributions from employees, 
employers and the state. Others 
assess only workers and the state, 


state contributions. Rate of con- 
tribution ranges from a flat sum 
for all workers, through specified 
rates for various wage groups, to 
percentages of actual earnings. 

Sixty-five appears to be the 
average age for pension eligibility, 
with the lowest pensionable age 
at 50 years and the highest at 70. 
Most European systems call for 
a definite number of contributions 
to their plans before benefits are 
paid. Amounts paid under vari- 
ous foreign pension schemes vary 
with economic requirements in each 
nation. Great Britain pays a flat 
rate of £26 (about $127.40) 
yearly. 

At the end of the first three 
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(Continued on page 79) 


report. At present, there are 42 while two require employer and 
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Years of Average . 
Date Citizenship Maximum Monthly Monthly 4 
of Estab- Pension- and in State Monthly Source of Pension Poorhouse t 
State lishment able Age Required Pension Funds \Paid Cost F 
Alaska ...........006. 1915 65 25 $35 Territory odin nici’ 
Minnesota ........... 1929 70 15 $1 per day County $20.28 $56.29 
Wyoming ............ 1929 65 15 $30 County 13.88 78.74 
California ........... 1929 70 15 $1 per day State 14 22.08 44.74 
County ¥% sae Pree 
Massachusetts ........ 1930 70 20 None State 1/3 25.00 47.70 
Local 2/3 ae ica ; 
WOW FOOR. . on ccseees 1930 70 10 None State 4 23.80 39.61 : 
County %4 Ri ree é 
Delaware ............ 1931 65 5 $25 State 9.84 46.24 
BE ekeisecteerans 1931 65 15 $25 County ee 47.26 
New Hampshire...... 1931 70 15 $7.50 per week County 17.18 44.19 
New Jersey........... 1931 70 15 $1 per day State % 15.28 42.13 
County %4 eer Pee 
pO eee 1933 70 35 $30 State 67% a 56.80 
' County 33% eeee 
Colorado .......... ; 1933 75 15 $1 per day State dil 42.30 
CEE. cadtccvvrcecsan 1933 65 15 $15 County ae Meas : 
Indiana ...........0. 1933 70 15 $15 State 4 ao 36.96 : 
County % er Peri q 
ME avian iidsccccuws 1933 65 15 $1 per day State % bhi 53.42 : 
County % ian 
Michigan ..........0- 1933 70 10 $30 State 
Nebraska ......... ‘ 1933 65 15 $20 County Sine jee 
North Dakota ........ 1933 68 20 $150 per year State baked 61.71 
Sb aSteersccrnnnres 1933 65 15 $25 State haa aac 
NE 3s sd iicnonins 1933 70 15 $30 County eer 28.63 
Pennsylvania ........ 1933 70 15 $30 State i wate 
Washington .......... 1933 65 15 $30 County 
BIE avis nck eowes 1934 65 15 $25 State 
County Optional Systems 
I -nccdvedccawas 1923 70 15 $25 County $15.55 $55.19 
a cn, kil eet eueiil 1925 65 10 $1 per day County Not Operative 81.66 
Wisconsin ............ 1925 70 15 $1 per day State 1/3 19.27 35.63 
County 2/3 hrs ences § 
Kentucky .......-.... 1926 70 10 $250 per year County Not Operative 25.44 f 
Re ere 1927 65 10 $1 per day County masa 40.89 E 
ML (Geuekscanx'na caine 1929 65 15 $25 County 9.00 45.62 E 
West Virginia........ 1931 65 10 $1 per day County meee 38.70 k 
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Northern New York State Dealer Sells 


100 Ice Cream Freezers in Mid-winter—proving 


You Should 


The Mancuso Hardware Co., Batavia, 
N. Y., where they advertise what 
people are buying. 





Advertise What People Buy 


NE HUNDRED ice cream 
() ircaer of two quart size 

at 89c. each were sold in 
January and February, 1934, by 
Mancuso Hardware, Batavia, 
N. Y., a city of 17,000 in an agri- 
cultural district, as a result of ad- 
vertisements appearing in a local 
paper four times during that 
period. This seems startling when 
it is considered that heavy snow 
was on the ground—but the snow 
was part of the reason for interest 
in freezers, as it provided a free 
freezing agent for the thrifty 
people in this farming area. A 
surplus of cream at a low price 
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was the rest of the story as to this 
interest. 

Part of the story of this mer- 
chandising of ice cream freezers 
was told by Milton R. Miller, gen- 
eral manager of the Batavia Daily 
News, in which Mancuso Hard- 
ware is a consistent advertiser. 
Part of Mr. Miller’s comments 
before a press association conven- 
tion last year told of a conversa- 
tion with Mr. Mancuso. 

“In January of this year I sold 
a hardware dealer on the idea of 
advertising what people, by their 
actual purchases, told him they 
wanted to buy. When I called for 


his copy, the first item on it was 
ice cream freezers. There was 
three feet of snow outside, sleigh 
bells were tinkling. 

“Man, are you crazy?” said I 
to Mancuso. 

“But you said to advertise what 
people are buying.” 

“They are not buying freezers 
now.” 

“They are.” 

“All right.” And we ran the 
ad, not a big one, just one column. 

“Sure there was a reason. Only, 
at the time no one knew it. There 
was a huge overproduction of 
milk, in our country. Farmers 
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were selling cream for thirty-five 
cents a quart. God provided the 
snow and ice for freezing. All 
one needed was a freezer. That 
week-end there wasn’t a freezer 
left in any Batavia store at any 
price.” 

Once a week for four weeks dur- 
ing the winter of 1934 Mancuso 
Hardware advertised the freezers, 
together with other items, includ- 
ing a higher priced and larger 
freezer. This offer brought people 
into the store, who had never been 
there before. One woman came 
in for a freezer at the “bargain” 
price and also bought an electric 
washing machine at $64.50. A 
man who lived fourteen miles 
away said he had not been in the 
store before but that the freezer 
advertisement attracted his atten- 
tion. He also bought a saw at 
$6.75. Mancuso Hardware made 
a profit on each freezer sold, in 
line with its policy of making a 
profit on advertised items. This 
winter four dozen freezers were 
sold in short time as the result of 
two advertisements which also 
featured other items. It was 
necessary to order three dozen 
more freezers to meet the demand. 

People attracted by Mancuso’s 
ads usually buy other merchan- 
dise—a recent “bargain” price in 
toilet tissue was the means of sell- 
ing several dishpans and other 
items for which customers had not 
visited the store. Benjamin Man- 
cuso, who manages the business 
and writes most of the advertise- 
ments, says that fifty to sixty per 
cent of those who come into the 


store for one item buy additional 
merchandise. To sum up his be- 
lief in consistent advertising he 
says: “Advertising is the quickest 
way to tell anyone anything.” 

Advertising builds store traffic 
for Mancuso Hardware and the 
elimination of open accounts, 
except for big purchasers such as 
hospitals which pay on a monthly 
basis, has been profitable for the 
store. Eighteen months ago the 
company adopted the plan, which 
had previously been tried for a 
small time with but little success. 
By this policy outstanding ac- 
counts of $37,000 have been re- 
duced to $22,000. 


Eliminating Open Accounts 


A member of the store force 
with a pleasant personality was 
sent around to tell customers of 
the store’s decision to change its 
policy. Customers were told that 
the plan would result in savings 
for them. Temporarily some of 
them were offended—though most 
of them later congratulated Mr. 
Mancuso for the change. People 
owing large bills to Mancuso’s 
had been going with cash to buy 
from competitors who would not 
allow credit. Mancuso’s were 
losing business because they per- 
mitted these credit purchases. 
“We have more friends now than 
we ever had before” as a result of 
this change, Mr. Mancuso points 
out. Advertisements sometimes 
feature the slogan, “We sell for 
less because we sell for cash.” 

This change in policy did not 
eliminate instalment sales on 





Modern store layout of the Mancuso Hardware Co., Batavia, N. Y. Stock is 
constantly moved around to different locations, creating customer circulation 
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major appliances and other large 
units of sale. For units up to $50 
the carrying charge is 50c per 
month; for those priced above, the 
charge is $1.00 per month. Cus- 
tomers know that they must pay 
their instalments on time and the 
store does not have to repossess 
appliances sold on deferred pay- 
ment plans because customers are 
quickly reminded when _instal- 
ments are past due. The efficiency 
of this store’s selling is shown by 
the record made in a recent month. 
Of the forty-two washing machines 
sold that one month to people in 
that area, Mancuso Hardware sold 
thirty-four units. 

When repairs are needed on 
appliances the store’s own service 
man does the work. He has been 
trained in the factories from which 
the radios and electrical appli- 
ances handled by the store come. 
At his disposal is a complete 
washing machine replacement and 
repair parts stock enabling quick 
and satisfactory service. 

Benjamin Mancuso believes it 
is necessary to have what cus- 
tomers want at the price they want 
to pay. If the demand is for a 
price line, Mancuso Hardware gets 
a line or item of comparable 
value. 

Stock in the store is constantly 
moved around. About one-third 
of the store as shown in the illus- 
trations is given over to open dis- 
play tables—related items being 
shown in the same section with 
price cards plainly visible. The 
balance of the display room is 
given over to refrigerators, wash- 
ing machines, heating equipment, 
radios, etc. To give variety to this 
section, stock is also moved to 
different 10 c ations constantly. 
This plan creates greater customer 
circulation throughout the store. 

The four window sections are 
changed oncea week and advertised 
articles shown in the windows. 

Mancuso Hardware is operated 
by Chas. Mancuso & Sons, Inc., 
and the store is located at 322 
Ellicott St. Founded in 1911 on 
a very small scale the business has 
constantly grown since. The con- 
sistent advertising and the elimi- 
nation of all open accounts but 
those of hospitals, etc., which pay 
on a monthly basis, are continuing 
the growth of this active store. 
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Wholesaler-Retailer Hardware Distribution 
Most Economic and Efficient Method 


HE majority of my selling 
experience going back over 
twenty years has continu- 

ally had something to do with the 
hardware jobbers. Many of them 
are my best friends, but we don’t 
always agree. One thing I want 
you to know, however, is that of 
all the classes of trade I have con- 
tacted the hardware jobber is the 
hardest working, hardest think- 
ing, most pessimistic fellow I have 
ever known. Wondering whether 
his strong and generally pessimis- 
tic conclusions have always been 
correct, I have sought out his cus- 
iomers, the hardware dealer, his 
competitors, the direct seller, the 


‘chain store operator, the mail or- 


der and catalog house—in search 
of confirmation or denial of those 
opinions; so I come to you with 
many divergent points of view. 

At the outset I want you to 
know I am a firm believer in the 
method of hardware distribution 
known as “From the Manufac- 
turer to the Jobber to the Dealer,” 
because it is the most economic 
and efficient method. There are 
400' odd hardware jobbers in the 
United States with a selling force 
of over 5000 excellent salesmen 
and a network of conveniently lo- 
cated warehouses from Maine to 
California. Can you imagine a 
more potent selling force, a more 
efficient service organization for 
a manufacturer to contemplate? 
There are other reasons but these 
are the most important. 

But there are many hardware 
manufacturers who think differ- 
ently—the manufacturer, for in- 
stance, who sells direct to the re- 
tailer for reasons which to him 
are very sound. We cannot pre- 
vent people thinking differently ; 
we shouldn’t conclude that be- 
cause if they do they are all 





1-2The Hardware Age Verified List 
includes 462 wholesalers. Current rec- 
ords of this publication show 34,887 re- 
tail hardware stores in the United 
States.—Ed. 
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By GEORGE H. HALPIN 


Sales Manager, Minnesota Mining & 

Mfg. Co., St. Paul, Minn., addressing 

Southern California Retail Convention 
at Los Angeles, Calif. 


wrong, but this I do know, that 
this method of distribution is not 
only less efficient but more costly. 
I’ll give just a few reasons why. 
Without conveniently located 
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GEORGE H. HALPIN 


warehouses the dealer can’t pos- 
sibly anticipate sufficiently in ad- 
vance to insure an even supply. 
Imagine a manufacturer in Con- 
necticut attempting to handle the 
hardware dealer trade of Califor- 
nia from his factory! If a manu- 
facturer sells every hardware 
jobber in the country he would 
have, figuratively, 400 invoices 
per month; if he sold every hard- 
ware dealer in the country once 
each month he would have 25,0007 
invoices. Anyone will admit the 
actual cost of an invoice is from 
$1 to $1.50—so it isn’t difficult 
to figure that out. Credit in the 
hardware dealer trade is largely 
an individual matter of acquain- 
tance and understanding — the 
hardware jobber knows his cus- 
tomer—the manufacturer selling 
direct does not. Consequently, 
credit losses of the direct seller 
range from 4 to 5 per cent. We 
manufacturers who sell the jobber 


can count on less than 14 of 1 per 
cent. Salesmen’s commissions for 
manufacturers selling direct are 
four to five times greater than the 
manufacturer’s selling cost. 

Then we have the class of hard- 
ware manufacturers who sells the 
mail order catalog house. There 
are very few representative hard- 
ware manufacturers who exclu- 
sively depend on this method; 
those hardware manufacturers 
who have tried it down through 
the years have generally always 
failed either to prosper or con- 
tinue in business. 

Having to depend upon one or 
two large customers for volume 
and output has proved to be a 
pretty precarious method of get- 
ting ahead in business. Usually 
manufacturers of this type are of 
the mushroom variety of growth 
—they have always been with us 
and probably always will be—just 
something we have to put up with 
—like June flies on a fishing trip. 

Beyond all of this we have the 
representative well-financed hard- 
ware manufacturer of quality 
merchandise who sells both the 
mail order catalog house and 
chain Store trade and the hard- 
ware jobbers—sometimes only his 
quality line, sometimes both his 
quality line and in addition no 
name or private hrand price mer- 
chandise. 

The hardware jobber will tell 
you that herein lies the main 
threat against the hardware job- 
bing and hardware retailing in- 
dustry. For the many years I’ve 
been attending hardware jobber 
conventions, both from hardware 
manufacturers and leading hard- 
ware retailers I have continually 
heard the death knell of the indus- 
try sounded over and over again 
because of the growth of this com- 
petitive class through the support 
given them by these manufactur- 
ers. I continue to observe, how- 

(Continued on page 94) 
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Co., Taunton, Mass. (Ray E. Stratton displayman) 
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r NIMELINESS is the neces- 
sary ingredient for a suc- 
cessful window. Easter, out- 

doors, spring building and repair- 

ing, all have been given a place in 
this quartette of displays. Laven- 
der, violet, green and white will 
be the appropriate colors for the 
Easter display, and the other win- 
dows should have plenty of bright 
and sunny colors to suggest new- 
ness and springtime. In the case 
of the builders’ hardware, the 
panels on which the items are 
mounted should be in contrasting 
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color to that of the items them- 
selves. 

The center panel of the Easter 
window would look well with a 
large white rabbit’s head on a vio- 
let background. The same violet 
color mixed with white will pro- 
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vide lavender for the surround- 
ing units of the HARDWARE AGE 
interchangeable fixtures, and a 
pastel green will set off the whole 
if used at the sides. The lilies 
and the merchandise will make a 


finished effect. 





Railey-Milan Hardware Co., Miami, Fla., (Robt. Gatliff displayman) 
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The Philadelphia Homeworkshop Guild has a membership of 90. They meet in a room at Murta, Appleton Store 


They Sell $18000 Worth ot 


URTA, APPLETON & 
Me. Philadelphia, was 
one of the first retail 
hardware firms in the nation to 
see the sales possibilities of power 
tools and related supplies for 
homeworkshop and commercial 
uses. The store, visualizing the 
trend toward power tools, began 
handling the line about ten years 
ago. While sales reflected a steady 
increase from the start, the most 
substantial gains have been made 
within the last three years, and 
the store has been featuring and 
merchandising the line in a very 
thorough manner. Sales quickly 
responded to this special effort, 
and the store’s annual sales 
volume in power tools and kin- 
dred equipment is now averaging 
about $18,000. 

Naturally, the same _ proven 
methods which have been found 
effective in stimulating the de- 
mand for other lines were utilized, 
and with good effect. However, a 
more unusual form of promo- 
tional effort was sought and found 
in promoting a local homework- 
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Murta, Appleton & Co., Philadelphia, Pa., 
one of first to see power tool sales possibil- 
ities. Philadelphia Homeworkshop Guild has 
headquarters in the Murta, Appleton Store 
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Articles made by members of the Philadelphia Homeworkshop Guild, displayed 
in the Murta, Appleton Store at Philadelphia, Pa. The activity of the Guild 
has added zest to the merchandising of the line of power and hand tools. The 
store is definitely the headquarters of the Guild in Philadelphia. 
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Murta, Appleton Window Display of The Guild’s Homeworkshop products 


Homeworkshop Equipment 


shop club. This club, which was 
organized about eight months ago, 
has proven to be just the thing 
that we needed to give added 
impetus and new zest to the store’s 
homeworkshop activities. With 
the current rapid growth of the 
homeworkshop idea, the club has 
definitely established the store as 
local headquarters of the handi- 
craft movement. 

Two members of the firm are 
officers of the club, H. L. Apple- 
ton being president and G. A. Mc- 
Hugh, treasurer; R. A. Stratton 
is secretary. The club is called 
the Philadelphia Homeworkshop 
Guild, and is affiliated with the 
National Homeworkshop Guild of 
Rockford, Ill. Ninety members are 
enrolled, and from 30 to 40 
members attend the regular 
meetings, on the first and third 
Monday’s of each month. The 
store has provided a room for the 
meetings on the fifth floor of its 
building, and any equipment that 
may be needed for the demon- 
strations, which are usually staged 
in conjunction with every meeting, 
is also supplied by the store. 

At some of the meetings local 
manual training instructors have 
given wood turning and similar 
demonstration. On other oc- 
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casions a half hour or an hour’s 
talk has been given by representa- 
tives of saw, abrasive, glue, paint 
and similar factories. While no 
attempt is made to commercialize 
the club, and the store does not 
solicit any business at the meet- 
ings, the club has nevertheless 
increased sales for the store by 
building good will, and through 
keeping the firm’s name and serv- 
ice before interested prospects. 
Mr. McHugh devotes his spare 
time to looking up ideas for the 
club, and has been able to arrange 
a number of rather unusual fea- 
tures for the meetings. 

In forming the club, informa- 
tion was sent to a list the store had 
maintained of power tool pur- 
chasers. These customers told 
those of their freinds who were 
also interested in the wood work- 
ing hobby. The idea was also 
explained to customers in the 
store, in instances where salesmen 
had a reason to believe that 
patrons would likely be interested. 
A large card in a window display 
of homeworkshop equipment, in- 
stalled during the time the club 
was being formed invited those 
who viewed the display to step 
inside to obtain full particulars on 
the new homeworkshop club. 


Considerable interest was thus 
aroused and it was an easy matter 
to call the first meeting and per- 
fect the organization. 

Mr. McHugh says the store finds 
that few buyers of power tools 
are experienced in their use. Most 
purchasers, he says, are business 
and professional men who are in- 
terested in woodworking as a 
hobby. On this account, the firm 
makes it a rule to send trained 
men out to show purchasers how 
to operate the equipment. This 
policy assures the purchaser of 
receiving satisfactory service from 
his tools. Then when the pur- 
chaser is considering purchasing 
additional power tools he is not 
likely to let unfamiliarity with 
new tools deter him from acquir- 
ing them. 

The store’s display of power 
tools and accessories occupies a 
conspicious location in the rear 
center of the main sales floor. The 
tools are shown on tables forming 
a sixteen foot square, and acces- 
sories are displayed in adjacent 
locations. As prospects can in- 
spect the tools, while standing 
within this hollow display square, 
the distractions that might prevail 
under less favorable circumstances 

(Continued on page 94) 
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WE CAN SAVE YOU MONEY ON 
YOUR PAINTING AND DECOR- 
ATING. A CHANCE TO PROVE 
IT IS ALL WE ASK. * 


Graham Paint Shop 
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Mahan Hardware Co. 
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Cooperate 


and benefit by 
Larger Space 


HE FHA building cam- 
paign offers the advertiser 
who cannot use large space 
an opportunity to get large space 
attention. In the two examples 
reproduced here the newspapers 
have cooperated by running an 
interesting story to catch the atten- 
tion of home owners and then 
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Linseed Oil 


Stevens Model 620 Repeating Shotgun 
L.C.L. Shipments Roll Roofings, Etc. 


DECLINES BECOMING EFFECTIVE 


Hammerless Repeating Shotguns 
Large Incandescent Lamps 


Leading manufacturers 0} 
firearms have issued their schedules 
for 1935, and, in many cases, sharp 
reductions have been made. .22 
caliber bolt action single shot rifles 
will be about 6 per cent lower. 
while various models of .22 caliber 
repeating rifles have declined from 
12% to 30 per cent. The reduc- 
tions on hammerless repeating shot- 
guns will average about 2 per cent. 
while single barrel, double barrel 
and autoloading shotguns will carry 
approximately the same prices as 
last year. The model 62 Winches- 
ter .22 caliber repeating rifle now 
lists at $17.25 against the former 
price of $21.65. Models 67 and 68 
single shot rifles are reduced 6 per 
cent. Winchester have made ap- 
proximately a 10 per cent reduction 
in the prices of their model 42 re- 
peating shotgun, 410 gage. 

* * * 


Remington Arms Co.’s new 
set-up shows similar price changes 
on corresponding models. The .22 
caliber model 12 repeating rifles, 
for example, carry new prices fig- 
uring about 1714 per cent lower 
than last year. The makers of 
Springfield, Stevens, Crescent-Davis, 
Lefever, Ithaca, Western, L. C. 
Smith and Fox Sterlingworth dou- 
ble barrel guns will price their 
guns the same as in 1934. The 
Stevens Model 620 repeating shot- 
gun has been advanced about 22 
per cent. 
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HOW'S the 
HARDWARE 


Business ? 


March 
28th 
1935 


22 cal. Rifles Cotton 

Galvanized Hardware Cloth 

BX Cable Flexible Conduit 

Radio Tubes Shellac 

Tacks Boys’ Wagons 
Hollow-back Shovels 


The national firearms act of 
last July prohibited the sale of rifles 
having a barrel length of less than 
18 in. This forced from the market 
both the single shot and repeating 


ESTIMATED NET SALES 
HARDWARE —— 


PROPE 
DURING PAST SIX YEARS 
(in Millions of Dollars) 
100 200 300 400 $00 Gu 9 
192) UML 
193 0 WEEE 
1931 
1932 WE 
1933 WZ 
1939 ZZ 


Data from U. S. Dept. Commerce 


*Wholesalers proper consist of more 
or less regular wholesalers in domes- 
tic and foreign trade who take title 
to the goods they buy and sell and 
= largely independent in owner- 
ship. 


Hamilton boys’ rifles, but the manu- 
facturer has redesigned one of the 
models, and now is delivering new 
model 147. This is similar to the 
former model 47 Hamilton, and will 
cost retailers $2.90 each, the same 
as the old model. It retails at $3.90 
each. The new rifle has an 181% 
inch barrel, instead of 16 inch, and 
the barrel has a steel lining in 
place of a bronze lining. Model 
147 will shoot .22 short or .22 long 
rim fire cartridges—either standard 
or high velocity—but not the long 


rifle size. Further details are now 
supplied to the trade concerning the 
amendment of the act—reported in 
these columns Feb. 28—which lim- 
its the capacity of automatic and 
repeating shotguns to three shots, 
in one loading, when used in hunt- 
ing all migratory game birds. This 
limitation does not apply, when the 
guns are used for upland and other 
game, unless the local state laws 
regulate shot capacity. 

The manufacturers will continue 
to market a full line of the five or 
six shotguns, but will pack with 
each gun a magazine plug which 
will enable the shooter to convert 
the arm, easily and quickly, into a 
three-shotgun (two in the maga- 
zine and one in the chamber) for 
migratory fowl hunting. Magazine 
plugs for five or six shotguns now 
in use may be shipped from any 
factory at a cost of $1.00 per dozen, 
and are intended to retail at 15 
cents each. Dealers who have a 
stock of five or six shot guns will 
be furnished (without charge) the 
necessary plugs for them, if they 
will write direct to each manufac- 
turer, describing the arms they have 
on hand, and supplying the serial 
numbers. Each order for magazine 
plugs must specify the make, model 
number, and gage of guns for 
which they are intended. Plugs are 
not interchangeable between the 
various makes and models. 

* * * 


There has been a break in 
boys’ wagon prices, perhaps tem- 
porary, caused by one manufacturer 
filing prices sharply lower than the 
code quotations established in Jan- 
uary. This drop varies on different 
sizes, but ranges from 10 to 25 per 
cent under the recently current 
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code prices. The prices were filed 
on March 8, with the usual ten 
days elapsing before announcement 
to the trade. It is not known now 
whether all other manufacturers of 
wagons will meet this cut, or 
whether some prompt correction or 
modification will be made. 
* & & 

Announcement of axe prices, 
for current orders, and for the com- 
ing fall season, was made on March 
18 by Kelly Axe and Tool Works. 
The new schedules are unchanged 
from those in effect during the en- 
tire past season. The same tempo- 
rary discount is offered as was ef- 
fective last spring—namely, 5 per 
cent for early buying. This special 
applies only to orders placed by 
May 10. 


WHOLESALE HARDWARE 
COLLECTIONS 


SAN FRANCISCO—The percent- 
age of wholesale hardware collec- 
tions during January to the total 
amount due from customers (out- 
standing) on first of month was 
40.8 per cent in January, 1935, and 
43.3 per cent in January, 1934. 


DALLAS—The ratio of wholesale 
hardware collections during Jan- 
uary to accounts and notes out- 
standing on Dec. 31, 1934, was 47.6 
per cent. 


KANSAS CITY—Wholesale hard- 
ware outstandings on Jan. 31, 1935, 
as compared to Jan. 31, 1934, were 
minus 9.4 per cent, and as com- 
pared with Dec. 31, 1934, were 
minus 1.9 per cent. The amounts 
collected in January, 1935, as com- 
pared to January, 1934, were minus 
0.1 per cent, and as compared with 
December, 1934, were minus 22.3 
per cent. 


MINNEAPOLIS — January, 1935, 
wholesale hardware _ receivables 





Percent of Increase or Decrease in 1935 Wholesale 
Hardware SALES as Compared With Corresponding 
Months of 1934. (National Averages.) 
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A substantial reduction, ef- 
fective April 1, in the prices of its 
incandescent lamps was announced 
by D. S. Youngholm, vice-president, 
Westinghouse Lamp Co. “We are 
making a reduction of over 20 per 
cent in the prices of lamps, com- 
prising 60 per cent of our produc- 
tion,” said Mr. Youngholm. “Of 
greatest interest to the general pub- 
lic is the reduction applying to the 
common house lighting types in 
sizes from 15 to 60 watts which now 
sell for 20 cents but will be sold 
for 15 cents in the future. Corre- 
sponding reductions are being made 
on some of the larger sizes. When 
I recall that the 60 watt lamp 
retailed for 45 cents in 1920 and 
will now sell for 1/3 that price 
and that the 60 watt lamp of today 


were 89 per cent of those in the 
same month of last year. 


NEW YORK —The per cent of 
wholesale hardware charge ac- 
counts outstanding Dec. 31, 1934, 
collected in January was 37.9 per 
cent in 1934 and 44.1 per cent in 
1 


RICHMOND — The percentage of 
Jan. 1, 1935, wholesale hardware 
receivables collected during the 
month was 47.5 per cent. 


CHICAGO—The per cent of change 
from January last year in whole- 
sale hardware accounts outstand- 
ing was minus 10.7 per cent; col- 
lections were plus 16.7, and the 
ratio of accounts outstanding to 
net sales was 233.8 per cent. 


CLEVELAND—The percentage of 
decrease in wholesale hardware 
collections in January, 1935, was 
0.03 per cent as compared to the 
same month of 1934. 


ST. LOUIS—Reports relative to 
general collections continue to re- 
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produces 44 per cent more light 
than the 60 watt lamp of 1920, I 
feel proud of the progress which 
we have made in the last 15 years,” 
Mr. Youngholm added, “I hope we 
can make as good a record during 
the next 15 years.” 


* + 


The sharp drop in cotton 
March 11, followed by a further 
slump last Monday, has carried 
prices for all months beyond the 
May option to new lows for the 
season. This decline from the gov- 
ernment-fostered 12 cent level has 
caused immediate weakness and 
uncertainty in all finished cotton 
products, though most lines have 
been holding temporarily, in the 
hope of recovery. 


flect the same generally favorable 
results that have prevailed for 
several months. Various interests 
reporting on collections gave rat- 
ings as follows: Fair 45.1 per cent; 
good 42.6 per cent; poor 5.8 per 
cent; and excellent 6.5 per cent. 


PHILADELPHIA — The ratio of 
wholesale hardware collections to 
receivables was 39 in January, as 
compared to 35 in the same month 
of 1933, and to 38 in December, 
1934. 


BOSTON — The Federal Reserve 
Bank of Boston does not gather 
information on either wholesale 
hardware or general wholesale 
trade within its district. 


ATLANTA —The percentage of 
wholesale hardware accounts and 
notes receivable outstanding Jan. 
1, and which were collected during 
the month was 41.7 per cent in 
January, 1935; 40.8 per cent in 
December, 1934, and 32.8 per cent 
in January, 1934. 





Percent of Increase or Decrease in 1935 Wholesale 
Hardware STOCKS as Compared With Corresponding 
Months of 1934. (National Averages.) 


*Indicates decrease of 0.01 per cent. 
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On galvanized hardware 
cloth, reduced trade prices were put 
out by several manufacturers on 
March 15, with the likelihood that 
all leading makers will follow. All 
standard meshes have been reduced 
25 cents per 100 square feet from 
the basis of Oct. 17, 1934. For ex- 
ample, 2 x 2 mesh, in 100 foot rolls, 
is now priced to the trade at $3.25 
per 100 square feet—formerly $3.50. 
4 x 4 mesh is now at $3.85, for- 
merly $4.10. The discount to job- 
bers has been lessened, so that there 
is little change in the net cost to 
the wholesaler as between the old 
and new hardware cloth schedules. 
* * * 


Another price change on pre- 
pared roll roofings, etc., announced 
March 19, includes a small mark-up 
of about 21% per cent in the less- 
than-carload prices. There is no 
change at this time in the carload 
prices to the trade, except to those 
ordering twelve cars or more per 
year, whose quantity discount (for- 
merly 6 per cent below the single 
car prices) has been reduced to 
only 3 per cent. Prices have been 
lowered about 5 per cent, in some 
markets, on rosin-sized sheathing 
paper, both red and blue. 

* * * 


Tack manufacturers, on 
March 8, reduced prices 10 per cent 
on steel cut and wire tacks, on cop- 
per and bronze tacks, and on clout 
nails, canceling a corresponding 
advance which had been in effect 
since Dec. 17. On double pointed 
tacks and staples, the low October, 
1933, schedule of differentials was 
restored, abandoning the much 
higher advances over base, which 
had been used since Oct. 30, 1934. 

* * * 

The test of the March 1 
advance in bolt prices will come 
after April 1, with the expiration of 
first quarter contracts. As a rule, 
jobbers who were prompt about put- 
ting up their prices are finding 
sales volume discouraging. Some 
sellers, with stocks at old costs, have 
been holding back all or part of the 
mark-up until later on. 

% & & 

Nails and wire products, par- 
ticularly fence and barbed wire, are 
in normally better demand. Former 
“hold-out” buyers have been coming 
into the market more freely during 
the past three weeks. There is no 
expectation of price advances. 

+ &+ 


Stanley Works have issued, 
March 18, a completely new sched- 
ule of list prices on butts and on 
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strap and T hinges, together with 
a new discount, superseding the 
prices in effect since July 20, 1934. 
Wholesalers have not yet completely 
analyzed the changes, but it is 
understood that lowered list prices, 
with the discounts correspondingly 
shortened, leave the net result on 
leading staple sellers only slightly 
changed. 
* * 

Sales of household refrigera- 
tors by fourteen manufacturers in 
the United States in January to- 
taled 82,103 units, against 28,424 
in January, 1934, and 60,724 units 
in December. 

* & ® 

The output of farm equip- 
ment is now at the best pace for 
several years, with some of the lead- 
ing manufacturers reporting a 100 
per cent gain in employment over 
last season. An increase of 50 to 
60 per cent in the sales of tractors 
and power machinery indicates 
again a well-defined trend of the 
farmer away from horse-drawn 
equipment. This is doubtless due 
to the higher recent cost of horses, 
and to prohibitive feed prices in 
many sections. 

+ * 

A further reduction went into 
effect on BX flexible armored elec- 
trical cable early in March, figured 
on a new Pittsburgh basis, $2.00 
per 1000 feet under the former basis 
at Chicago. Non-metallic flexible 
conduit, or loom, dropped sharply 
in wholesale cost per 1000 feet on 
March 7—the 7/32-inch size about 
271% per cent and the 4-inch size 


10 per cent. 
+ + 


In the price field, the shellac 
market is still weak. Commercial 
alcohol shellac can be bought very 
cheaply—lower than at any time 
since 1933. This price condition is 
brought about by an accumulation 
of gum stock sufficient to last over 
a year, and some wholesalers feel, 
in view of the new crop coming in 
this month, that the market may 
even go lower. However, reserves 
of gum shellac are in strong hands, 
and at least one firm expects price 
recovery, recommending that its cus- 
tomers cover for 60 to 90 days’ sup- 
ply. Quotations on turpentine have 
remained unchanged for some time, 
but linseed oil. advanced another 
11% cents per gallon on March 6. 

+¢ + 


Considerably more and ear- 
lier interest is being taken in base- 
ball this spring than for many years. 
Some manufacturers are very much 
behind on their orders, because a 
“peak” rate of buying, by jobbers 


and others, was reached much ear- 
lier than anticipated. Other sports 
supplies are doing well, including a 
recent pick-up on roller skates, 
which have had a very late start. 

* * * 


Mopstick prices have recently 
been very irregular and very low, 
with little uniformity of policy 
among the manufacturers. Some 
makers have withdrawn prices, and 
others are quoting subject to change 
without notice. Most of them claim 
to be losing money under prevail- 
ing conditions. 

* * * 

An important price story, 
which is breaking too late to include 
all details in this report, is the an- 
nouncement by the Radio Corpora- 
tion of America of sharply reduced 
list prices on their radio tubes. On 
April 1 of last year R.C.A. inaugu- 
rated their consignment program, 
shortening the discounts to both 
dealer and wholesaler, and followed 
last November by a still further cur- 
tailing of distributors’ discounts. 
The present drastic reduction in list 
prices leaves the dealer a very small 
margin for merchandise which re- 
quires service and demonstration 
and selling. For this reason, whole- 
salers are questioning how enthusi- 
astically the new program will be 
received by the trade. 

* * * 


Sales gains in hardware over 
1934 are a little more difficult to 
maintain, with last year’s figures in 
themselves showing considerable re- 
covery. However, new moderate 
gains are quite generally reported, 
and a healthy number of “new 
stock” orders are being sold to re- 
tailers. Great strides are being 
made in sales of plumbing supplies 
through’ the hardware stores. China 
and glassware are developing into 
a major department in many stores, 
and a number of sales records on 
these lines are being broken. 

* * * 


The steel industry is hardly 
holding its own on production. In- 
got output was estimated for last 
week at 46.8 per cent of capacity, 
compared with 47.1 per cent a week 
previous. A month ago the rate 
was 49.1 per cent, and in the corre- 
sponding week of 1934, 46.8 per 
cent. Automobile plants are con- 
tinuing their amazing records of 
production and sales, but struc- 
tural awards and railroad buying 
continue low. The rank and file of 
the smaller factory consumers are 
not making commitments for the 
second quarter in as good volume 
as had been expected. In addition, 
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the NRA and Federal Trade Com- 
mission reports on the steel “basing 
point” system are considered as 
lending considerable uncertainty. 


* * *% 


lhe Federal Trade Commis- 
sion’s report condemns the basing 
point plan, in toto, and recommends 
the elimination of all price making 
or “fixing” power from the steel 
code, with the suspension of code 
provisions which tend to nullify the 
anti-trust laws. An especially force- 
ful feature of the commission’s re- 
port is that part relating to steel 
“extras,” which the commission 
severely condemns, claiming that by 
manipulation of the schedules of 
extras, the steel companies have 
been enabled to obtain the benefit 
of price increases without changing 
hase prices. 

a © me 

Appliance sales by power 
ompanies, on a comparative basis 
were shown by a recent tabulation 
published in Electrical World. Total 
sales of domestic appliances by 
more than 100 power companies in 
the first nine months of 1934 were 
given and compared with sales dur- 
ing the corresponding period of 
1933. The totals given were: 


1934 19383 
Refrigerators ........ 111,492 87,911 
DD hhh es 0 eene 40,977 18,227 
Water heaters...... 14,564 5,776 
Clothes washers..... 54,453 45,274 
Flatirons and small ap- 
Peers 616,203 457,440 
lroning machines... . 11,713 6,766 





Grand total sales of all 
appliances ....... $87,558,062 $10,405,709 


& * * 


Indications of better rentals 
and sales in real estate are reported, 
but in the cities the constant in- 
crease in the cost of living is a seri- 
ous factor among wage earners, and 
retards major expenditures. 


* + 


Industrial operations, except 
in the automotive field, have re- 
cently lowered slightly, evidenced 
by the curtailed schedules adopted 
by steel, lumber and textile mills. 
and the lessened activity in minor 
lines of production. Current output 
at china and pottery plants in Ohio 
and elsewhere is an exception, run- 
ning considerably better than a year 
ago. As to employment, the total 
number working is about the same 
as in January, but those employed 
are getting more hours of work and 
correspondingly higher earnings. 


Labor and code troubles in coal 
sections have been deterrent factors. 
but are being ironed out. Profits 
for manufacturers are reappearing 
comfortably in the summaries now 
being issued for 1934. One com- 
pilation shows that 500 industrial 
companies increased their net earn- 
ings last year by somewhat more 
than 40 per cent. 


* * * 


A reduction averaging 21 per 
cent in the list price of 60 per cent 
of all large incandescent lamps. 
effective April 1, is announced by 
Gerard Swope, President of the 
General Electgic Company. The 
popular household types have been 
reduced from a retail price of 20 
cents to 15 cents. 

“This price reduction,’ Mr. 
Swope explained, “extends still fur- 
ther the downward curve, which 
over a period of many years marks 
the trend of prices on lamps manu- 
factured by the General Electric 
Company. Since 1921 the General 
Electric Company has been able to 
make 17 price reductions on its 
Mazda lamps, for a total decrease 
of 66 per cent from the average net 
prices of 1921.” 
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SSERTING that imports of 
A Philippine made cordage 
have increased 900 per 
cent since 1921, and 100 since pas- 
sage of the Recovery Act, resulting 
in a marked decrease in the sales 
of domestic manufacturers, J. S. 
McDaniel, chairman of the Cord- 
age Institute, New York City, 
speaking in Washington’ on 
March 17, urged that an immedi- 
ate investigation of this destruc- 
tive competition be made by Con- 
gress. 

Mr. McDaniel said that the need 
for a remedial measure has re- 
cently become even more acute be- 
cause the industry’s codification 
under the NRA is not effective 
in the Philippines. He also said 
that “attempted amicable agree- 
ments through NRA and other- 
wise, have failed; warnings have 
gone unheeded—the threatened de- 
struction of an essential! American 
industry gains impetus. 

“This Philippine competition is 
destructive. Continued it can only 
result in decreased American 
wages, increased hours, and ulti- 
mately the annihilation of the 
American industry. The Philip- 
pines had notice, as early as 1921, 
that the United States industry 
would expect protection against 
this destructive competition. De- 
spite such notices and with utter 
disregard of Congressional in- 
tent, the Philippine mills have 
doubled their imports of cordage 
into the United States during the 
recovery period.” 

The domestic cordage industry, 
according to Mr. McDaniel, has 
factories in thirteen states, a capi- 
tal investment of $55,000,000, and 
at one time employed 12,000 per- 
sons, but due to the depression 
and other causes only 4354 per- 
sons were on the payrolls in De- 
cember, 1934. It is estimated that 
the domestic industry, working 
one shift of 40 hours each week 
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Philippine Producers, 
Not Subject to NRA 
Conditions, Place a 
Handicap on Home 


Manufacturers 


can produce approximately one- 
third more than the country’s cur- 
rent cordage requirements. Under 
the NRA the industry has reduced 
working hours to 40 per week, and 
increased labor costs 35 per cent 
to an average of 45.7 cents per 
hour. 

In contrast, the Philippine in- 
dustry has three factories; a capi- 
tal investment of $2,200,000 and 
849 employees, working unlimited 
hours at a wage scale varying 
from 7.5 to 15.6 cents per hour. 
It is estimated that Philippine 
mills, now operating at full ca- 
pacity are producing about 30 per 
cent of the manila rope of sizes 
one inch in diameter and smaller 
that is sold in the United States, 
or about 14 per cent of all sizes 
and types of manila rope. Thus, 
this comparatively small part of 
the volume of rope needed in the 
nation, is being permitted to de- 
moralize the market and restrict 
the profits of wholesalers, dealers 
and distributors. 

Radical declines in rope prices 
due to Philippine competition 
have already taken place. Such 
declines have lowered the value 
of stocks in the hands of whole- 
salers, dealers and manufacturers. 
Unless a solution is found to the 
problem further declines are like- 
ly and will involve additional 
losses. It is said that a large mail 
order house sells Philippine rope 
exclusively, and that another mail 
order firm has just discontinued 
handling domestic rope and has 
started to handle the Philippine 


Cordage Makers Ask Congress For Protection 
Against Destructive Philippine Competition 


product. In view of this further 
declines may occur and increase 
losses to both the industry and to 
the trade. 

The Philippines have a monop- 
oly on manila fiber or abaca, and 
it is the Islands’ third largest ex- 
port. On this account, Philippine 
made rope, sold at destructive 
prices in the United States, de- 
presses the abaca price in the 
Philippines, and is therefore detri- 
mental to the Islands’ welfare. It 
was thought for a time that the 
problem could be solved through 
cooperation, but all efforts in this 
direction have failed, and legisla- 
tion now appears to be the only 
answer. 

Three protective measures have 
accordingly been recently intro- 
duced in Congress. Senator Walsh 
of Massachusetts has offered Bill 
No. S.2184 providing for an ab- 
solute embargo on Philippine 
cordage of any description. Sena- 
tor Tydings, chairman of the Ter- 
ritories and Insular Affairs Com- 
mittee of the Senate has intro- 
duced Bill No. S.2209, limiting 
Philippine imports of cordage to 
five million pounds per year, 
while a similar Bill No. H.R.6653 
has been introduced in the House 
by Representative Kocialkowski, 
chairman, Insular Affairs Commit- 
tee of the House. Under the 
Hawes-Cutting and Tydings-Mc- 
Duffie Acts, now effective, three 
million pounds of Philippine 
cordage are annually allowed duty 
free entry into the United States, 
with this tonnage pro-rated among 
Philippine manufacturers. 

It is the hope of domestic man- 
ufacturers that the trade will 
familiarize itself with the facts, as 
here outlined, and buy American 
made cordage, while at the same 
time requesting their respective 
Senators and Representatives to 
support the protective legislation 
now before Congress. 
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ST. LOUIS FHA MODERNIZATION CAMPAIGN 
INCLUDES THREE SALES DEMONSTRATION MEETINGS 


Julius Cohen, secretary Cen- 
tral Hardware Company; R. P. 
Benjamin, National Lead Co., 
and Louis La Beaume, of La 
Beaume & Klein, architects, were 
on the program arranged for 
architects, contractors, builders 
and the building trades general- 
ly March 18th, 19th and 20th, 
in connection with the FHA 
modernization campaign in St. 
Louis. The series of three meet- 
ings was for the purpose of dem- 
onstrating better selling, thereby 
turning to practical account the 
results of the better housing 


campaign in St. Louis and St. 


Louis County. 

Mr. Cohen’s subject was “Or- 
ganizing for Better Selling”; Mr. 
Benjamin’s topic, “Better Selling 
for Better Housing,” and Mr. La 
Beaume selected “Inspection and 
Estimating,” as his contribution 
to this symposium, which in- 
cluded a number of local and 
nationally known figures, in the 
building industry. Theodore E. 
Damm, Industries Division, FHA, 
was scheduled to speak follow- 
ing his arrival from Washington 
during the three days session. 

The St. Louis city and county 
results in round figures amount 
to $14,000,000, pledged for re- 
pair and improvement of homes 
and other buildings, in the drive 
conducted by the Chambers of 
Commerce of the city and county 
as a joint activity. One-third of 
the work pledged has been car- 
ried into effect, it was reported 
by Walter W. Head, general 
chairman of the campaign, in 
announcing the meetings de- 
signed to capitalize on current 
opportunities for business. 


AMERICAN CHAIN LINK 
FENCE HAS MARDI GRAS 


The American Chain Link 
Fence Co., Medford, Mass., in 
accordance with a custom estab- 
lished forty-four years ago by the 
founder of the business, recently 
observed Mardi Gras with a day 
of festivity and entertainment at 
the office and salesrooms. Frank 
Mafera, general manager, pre- 
sided over the festivities. Speak- 
ers were Harry Francis, New 
England manager, American 
Steel & Wire Co. Clayton Pear- 
son, Frank McCarthy, Peter 
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Boltz and John J. Bray, Jr., who 


represented Mayor Irwin. 


Guests were present from the | 


Boston, Providence and New 
York offices of the American 
Steel & Wire Co. The program 
opened with a banquet early in 
the afternoon. 





MARTIN TARZIAN HEADS 
BROOKLYN ASSOCIATION 


Martin Tarzian was elected 
president of the Brooklyn Hard- 
ware Association, succeeding 
H. A. Cornell, at the March 14 
meeting in the Johnson Bldg., 





TARZIAN 


MARTIN 


8 Nevins St., Brooklyn, Sydney 
Atkinson was elected first vice- 
president, and A. W. Dow was 
named 2nd vice-president. Ralph 
S. Allen, secretary, and Henry F. 
Bond, treasurer, were reelected. 
Mr. Cornell and C. D. Starks, 
past president, New York State 
Retail Hardware Association, 
were elected directors. 

John B. Foley, secretary, New 
York State Association, was 
guest of the association. An- 
nouncement was made that the 
April meeting will be held at 
the store of Otto Herrmann. 





ERB KREIDER MANAGES 
TOWNLEY HARDWARE CO. 


Erb Kreider, first vice-presi- 
dent, Townley Metal & Hard- 
ware Co., Kansas City, Mo., 
wholesale hardware distributors, 
has been elected general man- 
ager of the company. Mr. Krei- 





der has been connected with the | ALVIN M. SMITH HEADS 


company for twenty-seven years. 





SPECIAL RAILWAY RATES 
FOR NEW YORK TOY FAIR 


Special rates for railroad trans- 
portation are available for those 
members and associate members 
attending The American Toy 
Fair, to be held at the Hotel 
McAlpin, New York City, April 
1 to April 20, according to an 
announcement by H. D. Clark, 
executive secretary, American 
Toy Managers’ Association, 200 
Fifth Ave., New York City. Mr. 
Clark is also executive secretary 
of the Toy Manufacturers of The 
U. S. A., Inec., under whose 
auspices the toy fair is being 
conducted. 

A reduction of one and one- 
third for the round trip (mini- 
mum of $1.00) on the Identifica- 
tion Certificate Plan will apply 
for members and associate mem- 
bers (also dependent members of 
their families) attending the 
annual meeting of the American 
Toy Managers’ Association. The 
Identification Certificate must be 
secured from the American Toy 
Managers’ Association before 
purchasing the railroad ticket. 
Tickets may be purchased only 
on the following dates: March 
29, 30, 31; April 6, 7, 8, 14, 15 
and 16 (except for distant points 
where ticket agent should be con- 
sulted for dates). Before being 
honored for return passage the 
ticket must be stamped by the 
ticket agent at New York, N. Y., 
and the passenger must return 
home before the final date shown 
on his ticket. 

The membership fee for either 
active or associate members is 
$1.00 and is payable to American 
Toy Managers’ Association. 





FELTON-SIBLEY CO. 
HOST TO 200 DEALERS 


H. S. Felton, vice-president 
and general manager, Felton- 
Sibley Co., Philadelphia, Pa., ex- 
pressed confidence in business 
prospects for the season at a 
meeting of more than two hun- 
dred of the company’s dealers at 
a recent meeting held at the 
Poor Richard Club. Walter G. 
Sibley, Jr., sales manager, in- 
troduced new products of the 
company and merchandising ma- 
terial prepared for dealers. 





CHAMBER OF COMMERCE 


Alvin M. Smith, president, 
Smith-Courtney Co., and secre- 
tary-treasurer, Southern Supply 





ALVIN M. SMITH 


Distributors’ Association, was 
recently elected president of the 
Richmond, Va., Chamber of 
Commerce. 


REVIVING LEAGUE OF 
AMERICAN WHEELMEN 
—FOUNDED MAY 1880 


The League of American 
Wheelman was organized at a 
meeting held at Newport, R. I, 
in 1880, when a group of 128 
representing 28 cycling clubs, 
met for the mutual benefit of the 
large number of men then taking 
interest in cycling. At one time 
the organization had a member- 
ship of more than 100,000. The 
group began to dwindle after it 
relinquished control of racing. 
Abbott Bassett, the former secre- 
tary attempted to revive the or- 
ganization. Upon his passing in 
1926 the work was no longer 
carried on. 

In August, 1933, A. J. Mussel- 
man suggested the revival of the 
group, greater interest was 
aroused in January, 1934, and 
the actual revival was culminated 
at the Hotel Biltmore meeting in 
April, 1934, of The Cycle Trades 
of America, Inc., which now has 
headquarters at 3608 Chanin 
Bldg. Walter A. Bardgett is sec- 
retary of The League of Amer- 
ican Wheelmen. 
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he has long been the president, 
honored him with a special birth- 
day party banquet at the Detroit- 


of his splendid pioneer work in 
obtaining the first good roads 


was State Highway Commission- 
er when the first mile of concrete 





a strip along Woodward Ave., 
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H. S. EARLE HONORED 
ON 80TH BIRTHDAY | 
Horatio S. Earle, president, | 
North Wayne Tool Co., an active | 
citizen in all matters he con- | 
siders beneficial to Michigan, | 
celebrated his 80th birthday on 
February 14, 1935. The Detroit 





H.S. ELARLE 


Newsboys Association, of which 


Leland Hotel, Detroit, Mich. 
Nicknamed “Good Roads” Earle, 
many years ago in recognition 


program for Michigan, Mr. Earle 


highway was built in the world— 


Detroit. Coincident with his 80th 
anniversary Mr. Earle composed 
and sent to this publication the 
following jingle: 


“Better times are here again 

In spite of all the Brain Trust 
men, 

Who never worked, and never 
will; 

Or with their cash met a pay 
roll bill. 


“Better times are here again 

In spite of politics and lack of 
rain; 

Let’s plow and sow, for another 
crop, 

And let our pessimism drop. 


Pessimist—Sees no good—Fails. 
Optimist—See no bad—Fails. 
Actomist—Sees good and bad, 
Sorts out the bad from the good | 
—SUCCEEDS!” | 
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G. H. GARDNER JOINS R. R. 


DONNELLEY 


| 


| 


& SONS CATALOG DEPARTMENT | 


G. H. Gardner is now devoting 


| his attention to the sale of hard- | 


ware catalogs for the catalog de- 
partment of R. R. Donnelley & 
Sons Co., Chicago, IIl., who have 
for many years been building 
supply catalogs for mill, plumb- 
ing and electrical supply jobbers. 
Mr. Gardner organized the Gard- 
ner Printing Co., Cleveland, in 
1907, building its first hardware 
catalog in 1910 after which the 
company turned out catalogs for 
wholesale hardware houses all 
over the United States. In 1932 


| the Gardner company was con- 


solidated with the Cuneo inter- 
ests in Chicago; the Cuneo Cata- 
log Service Co. being formed 
with Mr. Gardner as president. 








MRS. R. J. ATKINSON 


Rose H. Atkinson, wife of 
Russell J. Atkinson, former presi- 
dent of the National Retail 
Hardware Association, passed 
away suddenly at her home, in 
Brooklyn, N. Y., on March 9. 
During her husband’s long asso- 
ciation with the hardware trade 
of his home city, the state and 
nation, Mrs. Atkinson had accom- 
panied him on visits to many 
cities throughout the country and 
made a large number of friends 
who will keenly feel the loss of 
her kindly and helpful personal- 
ity. Long before her interests 
took her beyond her home sur- 
roundings, she had been a vital 
force in her church and commun- 
ity. Until her passing she was 
actively interested in her local 
charities, having just recently 
arranged a large reunion of old 
and former members of the 
White Church, Brooklyn, where 
she was a communicant. She had 
also been a prime mover in the 
recent 35th anniversary of the 
church. Mrs. Atkinson’s ener- 
getic efforts have for years been 
given unstintingly to the Wo- 
men’s Auxiliary of the Bushwick 
Hospital as well as many other 
useful causes. The White Church, 
Himrod St. and Bushwick Ave., 
Brooklyn was filled to capacity 
for the funeral services. 

Besides her husband, Mrs. 


| Following Mr. Gardner’s resig- 
nation from the Cuneo organiza- 
‘tion he joined the Donnelley 
| company catalog department. 





HAS NEW MANAGER 


The store of Cowlitz County 
; Hardware Co., Kelso, Wash.. 
| formerly the Wilson Hardware 
Store, is now being managed by 
J. H. Coleman, formerly of Sa- 
lem, Ore., who is an experienced 
hardware store manager. Mr. 
| Coleman will manage the store 
| for the newly incorporated firm. 
R. J. Gibson is president of the 
firm, W. L. Gibbon is vice-presi- 
dent, and M. E. Sinclair is sec- 





Seattle men. 


sons, Russell A. and Sydney H. 
Atkinson; four grandchildren and 
a sister, Mrs. Walter Rathjen. 





DE WALT B. ROBINS 


De Walt Byles Robins, 80, 
Fredonia, Pa., hardware dealer, 
died recently following a short 
illness. At the age of 18 he 
learned the tinner’s trade in 
Mercer and was for more than 
50 years a hardware dealer in 
Fredonia. He was a leader in 
community activities, a founder 
and trustee of Fredonia Insti- 
| tute, and was active in church 
affairs, having been a_ superin- 
tendent and Sabbath school 
teacher for more than 50 years. 

Two sons, four daughters and 
a brother survive. 





CHARLES D. BOHN 


Charles D. Bohn, 59, Hamm- 
Weller Hardware & Implement 
Co., Longmont, Colo., died re- 
cently. He had been in Long- 
mont since 1904, first being em- 
ployed by Sullivan & Rowen 
Hardware Co., remaining with 
the store when it changed hands, 
and later became one of the 
owners. Active in civic affairs 
he had been a member of the 
local park board. 





W. PAUL JONES, V.P. OF 
FAIRBANKS-MORSE UNIT 


W. Paul Jones, former adver- 
tising and sales promotion man- 
ager, Servel Sales, Inc., has been 
elected vice-president and a di- 


| rector of Fairbanks-Morse Home 





OBITUARY 


Atkinson is survived by a daugh- | JAMES WALLACE GRACE 
ter, Mrs. Grace A. Comfort; two | 


Appliances, Inc., Chicago, III, 
manufacturers of Fairbanks- 
Morse electric refrigerators, ra- 
dios and other major appliances. 
S. T. Kiddoo, vice-president and 
treasurer, Fairbanks, Morse & 
Co., parent corporation of Fair- 
banks-Morse Home Appliances. 
Inc., made the announcement. 
Before joining Servel in 1929 
he was the Frigidaire distributor 
in Evansville, Ind. His first po- 
sition with Servel was as educa- 
tional director, in which capacity 


retary-treasurer. The officers are | he traveled throughout the coun- 


try holding sales schools. 








James Wallace Grace, Wake- 
field, Mass., who operated a 
hardware store in that town un- 
der the name of J. Wallace Grace 
at 618 Main St., died at his resi- 
dence on March 18. He had 
been in business for 60 years, 
having retired two years ago. 
Starting his hardware career in 
a store in Wakefield as a boy he 
later became a member of the 
firm. He served as a village 

" selectman many years ago, was 
active in the old Wakefield board 
of trade and was a charter mem- 
ber of the Golden Rule Masonic 
Lodge. Mrs. Grace, a daughter 
and a son «urvive. 





DAVID O. MACQUARRIE 


David O. Macquarrie, 71, man- 
ager, Corbin Cabinet Lock Co.’s 
Chicago warehouse and offices at 
319 W. Randolph St., died at his 
home in that city on March 18. 
He had completed 44 years of 
service, having entered the em- 
ploy of P. & F. Corbin in 1891, 
and shortly after took over the 
duties of salesman and ware- 
house manager of the Corbin 
Cabinet Lock Co. For many 
years he was secretary of The 
American Hardware Corp. of 
Illinois. He was well liked by 
his associates and by the hard- 





ware trade. 
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Miami Convention Program Announced 
—Convention Boat Leaves N. Y. April 3 


Record attendance expected at Southern Job- 
bers Convention, Miami, Fla., April 8 to 
11. Delegates have special round-trip rates, 
all-water or combination water-rail route. 
Boat reservations should be made at once. 


With convention headquarters at the 
Miami Biltmore, Coral Gables, Miami, 
Fla., the joint annual meeting of the 
American Hardware Manufacturers’ As- 
sociation and the Southern Hardware 
Jobbers’ Association will be held April 
8 to 11 inclusive. Reservations so far 
have been exceptionally heavy and the 
wholesale representation will be par- 
ticularly large and satisfactory. The 
National Wholesale Hardware Code 
Authority will meet during the conven- 
tion. 

Wholesalers and manufacturers at- 
tending the southern convention now 
have a choice of a round trip by boat 
or may take the steamer one way and 
the railroad one way at special conven- 
tion round trip low fares. The special 
round-trip rate by water is $60 on the 
trip arranged by Harpware AGE at 
the request of regular convention par- 
ticipants. This rate includes meals and 
staterooms both ways. The special one- 
way steamer and one-way rail rate is 
$58.55 but does not include either meals 
or Pullman accommodations. 

The special boat trip arranged by 
HarpwarRE AGE is aboard the S.S 
Iroquois, sailing from Pier 34, North 
River, New York City on Wednesday, 
April 3, at 3 P. M., arriving in Miami 








time for golf, fishing, boating, swim- 
ming, or tennis before the convention 
opens. Return sailings are available 
from Miami every Saturday and Tues- 
day at 4.30 P. M. arriving in New York 
three days later, early in the morning. 
A full program of “at-sea” diversions 
is planned for steamer trips in both 
directions with plenty of time for re- 
laxation. 


a 


per round trip, depending upon the re- 
quirements of the passenger. 

Full particulars, reservations, rates, 
etc., are available from Clyde-Mallory 
Lines, Pier 34, North River, New York 
City or from the company’s offices at 
1114 Lincoln-Liberty Bldg., Philadel- 
phia or 50 Franklin St., Boston, Mass. 

The opening joint session Monday 
evening, April 8, will be addressed by 
Walter M. Bonham, president, C. M. 
McClung & Co., Knoxville, Tenn., 
wholesale distributors and president of 
the Southern Hardware Jobbers and by 
A, P. Van Schaick, general manager of 
sales, American Chain Co., Bridgeport, 
Conn., and president, American Hard- 
ware Manufacturers Association. The 


j 
} 





The S. S. Iroquois upon which Hardware Age sponsored trip will be made 





I” ee st 


4 


Golf Club at the Miami-Biltmore Hotel, Miami, Fla., Convention Headquarters 


on Saturday, April 6. This schedule 
provides a splendid, health-giving, en- 
joyable trip by sea and permits ample 
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For superior accommodations on the 


steamer nominal extra charges are made 
averaging from $12 to $30 per person, 


feature address of the evening will be 
given by Dr. John J. Tigert, president, 
University of Florida, Gainesville, Fla., 
former Federal Commissioner of Edu- 
cation, on the topic, “Education in 
Business.” 

Tuesday morning’s program will open 
as a joint session of the two associa- 
tions and will be devoted to a three- 
way discussion of “Teamwork In Dis- 
tribution,” the intent of which will be 
to suggest methods which will result in 
better cooperation between manufac- 
turers; wholesalers and retailers for 
greater economy and efficiency in the 
distribution of hardware and _ for 
strengthening the trade in meeting com- 
petition of irregular channels of dis- 
tribution. Charles A. Campbell, Camp- 
bell Hardware Co., St. Petersburg, Fla., 
will speak from the retailer’s viewpoint. 
W. A. Parker, president, Beck & Gregg 
Hardware Co., Atlanta, Ga., wholesale 
hardware distributors, will give the 
wholesaler’s side of the problem and 
Fayette R. Plumb Fayette R. Plumb, 

(Continued on page 100) 
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ELECT BURHANS & BLACK | the talented master of ceremo- 


OFFICERS AND DIRECTORS | 


At the recent annual meeting 
of the stockholders of Burhans 
& Black, Inc., Syracuse, N. Y., 
wholesale hardware distributors, 
W. C. McClaskey, C. G. Ralph, 
E. C. Kruger, G. C. Costello, | 











W. C. McCLASKEY 


Ray H. Smith, Howard Crabb, 
Keith F. Driscoll, George M. 


Haight, and Lawrence Sovik 
were elected directors. 
The directors on the same 


date elected Mr. Driscoll, chair- 
man of the board, Mr. McClas- 
key, president and treasurer, Mr. 
Ralph, vice president, and Mr. 
Kruger, secretary and assistant 
treasurer. 


N. Y. PAINT ASS’N. HAS 
ENERTAINMENT PROGRAM 


More than 170 members and 
guests attended the March 14 
meeting of the New York Paint, 
Varnish & Lacquer Association, 
held at the Hotel New Yorker, 
with President James S. Wolf 
presiding. A wire from Ernest 
T. Trigg, president, National 
Paint, Varnish & Lacquer Asso- 
ciation, was read at the meeting. 
Mr. Trigg advised those who 
would be affected by the pro- 
posal to change the method of 
billing linseed oil from zones to 
F.O.B. mill, register their objec- 
tion with J. E. Duers, Secretary, 
Linseed Oil Code Authority, Ad- 
ministration Committee, Room 
1385, 231 S. La Salle St., Chi- 
cago, Ill. Announcement was 
made that the association’s first 
Dealer’s Night would be held in 
Westchester at the Little Thea- 
tre, Westchester County Centre, 
White Plains, N. Y., April 1, at 
8.00 P. M. 

A surprise feature of the eve- 
ning was an address by a man 
introduced as a paint manufac- 
turer from Dublin, Ireland, 
whose comments caused quite a 
stir, until he began to tell what 


nies for the evening. The en- 
tertainment included a hill-billy 
trio, dancers, and a baritone. 

R. O. Walker, president, The 
Thibaut & Walker Co., Long 


| Island City, N. Y., was appointed 


chairman of the nominations 
committee which will report at 


| the next meeting. 


G.E. SALES MEETINGS 





| the absence of Demarest 
| maine. 


| FOR SPRING CONCLUDED | 








were obviously jokes, at which 
time it developed that he was | 
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distributors 


General Electric Co., Specialty 
Sales Department, Nela_ Park, 
Cleveland, Ohio, recently com- 
pleted its spring sales convention 
series, meetings being held in 50 
metropolitan centers throughout 
the United States. 
approximately 14,000 G.E. deal- 
ers, salesmen, representatives of 
utilities and other sales outlets, 
the convention programs _ in- 
cluded presentations depicting 
right and wrong methods of sell- 
ing appliances. There were three 
troupes—one in charge of Paul 
Dow, assistant to sales manager, 
the others being under direction 
of George Kobick, apartment 
house division manager, and 
Ralph Cameron, assistant sales 
manager of G.E. specialty sales 
department. The _ convention 
plays and skits portrayed vir- 
tually every angle of G.E.’s mer- 
chandising set-up. 

The conventions revealed that 
and 
highly optimistic and that the 
sale of electrical appliances dur- 


ing 1935 undoubtedly will estab- | 


lish an all-time record. 
BETHLEHEM STEEL HAS 
HOUSTON MILL DEPOT 


The new Houston, Tex., mill 
depot facilities of Bethlehem 
Steel Co., Bethlehem, Tex., for 
servicing the southwest area job- 
bers, announced in the March 14 
issue of Harpware Ace, will 
have a full line of wire products, 
including nails, wire fence, 
barbed wire and bale ties as well 
as Beth-Cu-Loy sheets. The 
building occupies ground space 
approximating 24,400 square feet 
and has facilities for handling 
railroad car shipments at one 
end of the building with truck 
loading facilities at the other 
end. 

This building which was erect- 
ed in 1931 will enable the Beth- 
lehem company to provide im- 
proved service for jobbers in the 
southwest. 


JERSEY DEALERS HEAR 
TALK ON POWER TOOLS 


Members of the North Jersey 
Hardware & Supply Association, 
meeting recently at Mountain- 
side, N. J., heard J. R. Edwards, 
Walker Turner Co., Inc., Plain- 


field, N. J., speak on “Power | CODE AUTHORITIES EX- 


Tools with Relation to the Hard- 
ware Dealer.” He enumerated 
the benefits of carrying a repre- 
sentative stock of power tools 
and called attention to the in- 
creasing interest in homework- 
shops. C. F. Werner, vice-presi- 
dent, conducted the meeting in 
Ro- 
There was a discussion 
on the sale of merchandise to 
purchasing agents, in plants, at 
special discounts. 

The association voted to ac- 


| cept the invitation of W. Glenn 


Attended by | 


dealers are | 


Pearce, managing director, 
PASHA, to hold a joint meeting 
with the Jersey Shore Retail 
Hardware Association some time 
in April. 


| REELECT DEARSTYNE 

| ALBANY HDW. PRESIDENT 
William C. Dearstyne was re- 

cently reelected president of the 

Prr-eund Hardware & Iron Co., 


Albany, N. -Y., wholesale hard- 





WM. C. DEARSTYNE 


ware distributors. William E. 
Foskett is vice president of the 
company, Harold L. Warner is 
treasurer and Dudley H. Robin- 
son is secretary-manager. Messrs. 
Dearstyne, Foskett, Warner, Rob- 
inson, and Edwin L. Fowler are 
directors. 

ATLAS SUPPLY HANDLES 

TONCAN IRON SHEETS 


Appointment of Atlas Supply 
Co., Inc., 35-39 Woodward Ave., 
Brooklyn, N. Y., as warehouse 
distributors of Toncan Iron 
sheets has been announced by 
N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corp., Youngstown, Ohio. A com- 
plete stock of sheets will be 
maintained by the new dis- 
tributor. 


FORM NEW FIRM 


Burns & Marshall, Inc., has 
opened business in Charles- 
town, W. Va., to handle hard- 





ware and farm machinery. 





EMPT FROM INCOME TAX 


Under a ruling of the Commis- 
sioner of Internal Revenue an- 
nounced March 13, code author- 
ities are entitled to exemption 
from Federal Income taxes and 
from filing returns therefor. 

They are required, however, to 
file with the Collector of Inter- 
nal Revenue in their district an 
affidavit in the form required by 
Article 101-1 of Regulation 86 
of the Bureau of Internal Rev- 
enue, setting forth the character 
of the organization, the purpose 
for which organized, its activi- 
ties, the sources and disposition 
of its income, whether any of its 
income is credited to surplus or 
may inure to the benefit of any 
private individual and all other 
general facts relating to its oper- 
ations which bear upon its right 
to exemption as a non-profit 
entity. 

This ruling was issued specifi- 
cally in the case of the Paint In- 
dustry Recovery Board, Inc.. and 
the Folding Paper Box Code 
Authority, which is not incorpo- 
rated. The Commissioner of In- 
ternal Revenue granted exemp- 
tion to those two groups and in 
his ruling stated that other code 
authorities performing the “same 
character of functions” would be 
entitled to similar exemptions. 

The exemption does not ex- 
tend to members or employees of 
code authorities as individuals. 


G. W. DAVIS REPRESENTS 
GREENLEE TOOL AND 
VAUGHN & BUSHNELL 
George Walter Davis, 258 

Broadway, New York City, is 

now representing the Greenlee 

Tool Co., Rockford, Il., and the 

Vaughn & Bushnell Mfg. Co., 

Chicago, in the Metropolitan 

New York area, north to Albany, 

N. Y., and south to Trenton, 

N. J. On the Vaughn & Bushnell 

line Mr. Davis also handles all 

of New York State. Mr. Davis 
is well known among wholesale 
and retail hardware men, having 
been a manufacturers’ sales 
agent for many years specializ- 
ing in cutlery and tool items some 
of which he sells throughout the 


entire United States. Mexico, 
Cuba. and Central American 
countries. 


M. G. McKINLAY HEADS 
FULLER CO. BRANCH SALES 


M. G. McKinlay recently be 
came general sales manager for 
the W. P. Fuller & Co., paint 
manufacturers, Portland, Ore., 
district comprising Oregon and 
southern Washington. He suc- 


| ceeded Ralph Grady. 
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FORM EASTERN HARDWARE GOLF ASSOCIATION ; 
PLAN TOURNAMENT IN NEW BRITAIN, JUNE 6-8 


. ¢— 7 
Recently a meeting was held | 


in Philadelphia, Pa., at which 
the Eastern Hardware Golf As- 
sociation was formed by eastern 
seaboard hardware wholesalers 
and hardware manufacturers. 
H. L. Gilliam, Room 1776, 50 





Church St., New York City, dis- | 


trict sales manager, The Wood 
Shovel & Tool Co., Piqua, Ohio, 
is acting secretary of the or- 
ganization. 

A group of Philadelphia 
wholesalers and manufacturers, 
who have been meeting at fre- 
quent intervals during the sea- 
son, inspired formation of the 
organization, which will be con- 
ducted along the general lines 
of the Hardware Golf Associa- 
tion. Present plans call for the 
holding of a three day tourna- 
ment in New Britain, Conn., 
June 6, 7 and 8, at the Shuttle 
Meadow Club in that city. Hard- 


ware manufacturers in New Brit- | 


ain offered use of the course 
without green fees as well as 


special rates at the hotels. 


A membership fee has been | 


temporarily set at $2.00 which 
will be collected both for the 
purpose of determining the in- 
terest of the prospective mem- 
bers and to provide a fund for 
prizes. Membership fees will go 
for small incidental expenses, 
the remainder being applied for 
prizes. 

The tournament is being held 
in June so as to not conflict with 
the Excelsior Springs 


Tourna- | 


ment of the Hardware Golf As- | 


sociation. It will open June 6 
with a qualifying round of eigh- 
teen holes. The first match play 
will start Friday morning, June 
7. Everyone will play right up 


to the finish. Saturday night 
there will be a banquet and 
meeting, at which time prizes 


will be distributed. 
SARGENT MEN HONORED 
FOR 50-YEAR SERVICE 


P. E. Barth, president and 
general manager, Sargent & Co., 
New Haven, Conn., called to- 
gether the heads of departments 
recently to honor two of their 
number on the completion of 
fifty years of continuous service 
with the company. Mr. Barth 
read and presented each a cita- 
tion expressing the high esteem 
in which the honored men were 
held by all. To each was pre- 
sented a token with the sugges- 
tion that he buy for himself a 
commemorating token best suit- 
ing his individual tastes. 

Charles H. Cutts, of the manu- 
facturing department, joined the 
company March 4, 1885. R. B. 
Cherry, of the sales department, 
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F. E. GATES 


F. E. Gates, president, Gates 
Hardware Co., Tulsa, Okla., whole- 
sale hardware distributors, whose 
article “Lack Organization 
Hampers Manufacturer-Wholesaler- 
Retailer Distributing System” was 
published in the March 14 issue of 
HARDWARE AGE. 





went with the organization on 
March 25, 1885. 

Besides the honored men there 
were present ten men _ whose 


combined years with the com- | 


pany totaled 500. 


AMEND NAVAL STORES 
DISTRIBUTORS’ LICENSE 


An amended license for dis- 
tributors of crude gum, cleaned 
gum, gum turpentine, and gum 
rosin has been approved and is- 
sued by Secretary of Agricul- 
ture Henry A. Wallace, the Agri- 
cultural Adjustment Administra- 
tion has announced. The amend- 
ed license 
17. 

It differs in only one respect 
from the license it will replace. 
The provision for the use of tags 
on all packages of naval stores 


was effective March | 


| 





handled by distributors has been | 


changed. Under the old license 
the processors’ control committee 


for the industry issued tags rep- | 


resenting total quantity denomi- 
nations equivalent to the con- 
tents of each package. The pro- 
cessors’ license was_ recently 
amended to provide that one 
such tag be attached to the pack- 
age and a duplicate passed along 
with it from processor to factor 
and from factor to dealer. The 
distributors’ license as amended 
provides that the distributor ex- 
change each duplicate tag for a 
distributor’s tag and _ requires 
that the distributor use a dis- 
tributor’s tag in shipping or mar- 
keting any package. 

The Control Committee for 
Gum Turpentine and Gum Rosin 
Processors reports that the 
change has the strong support of 
the concerns engaged in the dis- 





tribution of gum naval stores. 


A. F. WINSTEL HEADS 


Adjustment Administration off- | WHOLESALE PAINT ASSN. 
cials said that the effect of the | 


amended license will be to im- 
prove the check on the market- 
ing of the entire crop by carry- 
ing the tag system one step fur- 
ther to the consuming pro- 
cessors. 

FORM POT & KETTLE 

CLUB IN OAKLAND 

Recently the Oakland Pot & 
Kettle Club was formed at a 
meeting held at Wilson’s, 1906 
Broadway, Oakland, California. 


Theodore Schleuter acted as 
chairman of the meeting, at 
which many short talks were 


made on activities. Mr. Schleu- 
ter was elected president. 
mund Lion is vice-president. 


L. 


Arthur F. Winstel, president, 
Saeger-Winstel Co., Cincinnati. 
Ohio, was recently reelected 
president of the National Whole- 
sale Paint Association. The fol- 


| lowing were reelected zone vice- 


presidents: W. H. Stoneman, 


| M. G. Stoneman & Son, Albany. 


Seig- | 


F. Bauer is corresponding secre- | 


tary. Michael Wolfs is record- 
ing secretary, and Roy C. John- 
son is treasurer. 


Meetings will be held every | 


Thursday noon at 
12:10 o’clock. 


ZUPAN HEADS ST. LOUIS 
HOUSEWARES CLUB 
Vincent A. Zupan was recently 
elected president of the newly 
formed St. Louis 
Club at its organization meeting. 


Wilson’s at | 
| Ave., 


N. Y.; Ross F. Rainey, Pitts- 
burgh Paint Supply Co., Pitts- 
burgh; T. W. Pritchard, Pritch- 
ard Paint & Glass Co., Char- 
lotte, N. C.; George Edward 
Day, George Edward Day Sons. 
Springfield, Ill., and W. T. Har- 
per, J. W. Edgerly Co., Ottum- 
wa, Iowa. Edward R. Drake 


was reelected secretary-treasurer. 





IDEAL NOVELTY & TOY 
HAS A NEW PLANT 


In addition to its plant at 273 
Van Sinderen Ave., Brooklyn, 
N. Y., Ideal Novelty & Toy Co., 
has leased the building on 43rd 
from 23rd to 24th Sts.. 


| Long Island City, N. Y., for mak- 
| ing all but rubber parts for Ideal 


| dolls. 


The factory in Brooklyn 
will be retained for making rub- 


| ber dolls and rubber parts. The 


Housewares | ¥! 
| City, 


Fifty buyers and sellers of house | 
| furnishings were present. 


LEE, IOWA ASSOCIATION 
FIELDMAN, HAS RESIGNED 


Richard C. Lee, for three years 
fieldman for the Iowa Associa- 
tion, recently resigned to join 
the advertising sales staff of a 
Des Moines newspaper. 


DISSOLVE PARTNERSHIP 
O. B. Peirce and C. H. Smith, 


pattners doing business under 
the firm name of O. B. Peirce 
Co., recently dissolved partner- 
ship. Orval B. Peirce will oper- 
ate the Peterborough, N. H., 
business under his own name. 
The Winchester business will be 
operated by Mr. Smith. 


A CORRECTION 


List prices on the Sectional 


company’s display space in the 
Fifth Ave. Bldg., New York 
has been increased, the 
company now occupying Rooms 
414 and 416. 


SCHOFIELD HARDWARE IN 





Lawn Guard, described on Page | 


152 of the March 14 issue of 
HarpDWARE AGE, were incorrectly 
quoted, having been taken from 
an old price list. 
prices are: No. 2 Lawn Guard 
unit complete with stake, 25c 
per unit; extra stakes for the 


Correct list | 


No. 2 Lawn Guard list at 15c | 
| adjustable wrenches and Coes 


each and length of corner unit 


for No. 2 Guard, 36 in., 25c. The | 


Sectional Lawn Guard & Fence | 


Co., 729 Society for Savings 
Bldg., Cleveland, Ohio, is the 


manufacturer. 


WHOLESALE BUSINESS 
The Schofield Hardware Co., 


| Florence, S. C., is just starting 


in the wholesale business, han- 
dling hardware, mill supplies, 
electrical, plumbing, radio and 
auto body shop supplies. Two 
men are now traveling through 
the Pee Dee section of eastern 
South Carolina the firm will 
expand its lines. 





BEMIS & CALL CO. 
100 YEARS IN BUSINESS 


The Bemis & Call Co., Spring- 
field, Mass., manufacturers of 
wrenches, is celebrating this year 
its 100th anniversary, having 
been established in 1835. Ste- 
phen C. Bemis founded the com- 
pany. John C. Beggs, treasurer 
and general manager of the com- 
pany, became connected with the 
organization in 1859. 

The company has patent 
papers showing that they were 
the first to make an adjustable 
wrench, and during the Civil 
War made all of the artillery 
harness irons for the govern- 
ment. Their line today includes 


wood and steel handled screw 
wrenches. 
Many congratulatory letters 


have been received by the com- 
pany. 
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eA Fair 
DEALER POLICY 


Remember our established 
policy of loyalty to the regu- 
lar jobber-dealer channels of 
distribution. Whenever you 
place an order for ‘‘Pitts- 
burgh”’ Fences, Barbed Wire, 
Nails, Gates, etc., you are sup- 
porting a manufacturer who 
is definitely championing your 
own cause. 














Pittsburgh Fence 





MARCH 28, 1935 








THE YEAR’S OUTSTANDING 
AID TO FENCE SALES 


The Ready Reference Fence Guide is far more than just a piece of 
advertising literature. It was compiled with the aid of prominent agri- 
cultural authorities, and is a valuable guide to everyone interested in 
the distribution, sale, purchase or use of fence. In addition to other 
features, it contains charts and data showing what style, height, mesh, 
etc. of fence is best suited for each fencing purpose. Regardless of what 
brand of fence you sell, you will want to have at least one of these 
books for use in your store. The distribution of the book will neces- 
sarily be somewhat limited because of its cost, but we want every 
dealer handling fence to have the one or more books that he needs. 


PITTSBURGH STEEL CO. 
739 UNION TRUST BUILDING 
PITTSBURGH, PA. 

NEW YORK DETROIT CHICAGO ST. LOUIS 


MEMPHIS SYRACUSE DALLAS 
PHILADELPHIA SAN FRANCISCO 
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FOWLER & UNION MAKES | 


SALES APPOINTMENTS 


The Fowler & Union Horse 
Nail Co., Buffalo, N. Y., has an- 
nounced further appointments to 
its sales force. Verne J. Get- 
temy, Denver, Colo., will cover 
the southern middle west and 
Elmer G. Schaeffer, Asheville, 
N. C., is handling the middle 
Atlantic area. S. M. Tallman, 
Buffalo, serves the Great Lakes 
district; Charles Reamer, Fair- 
port, N. Y., is in the northeast- 
ern states; and Edward J. 
Forbes, Bogota, N. J., is cover- 
ing metropolitan New York. W. 
G. Gettemy, Denver, is in the 
west; Emmet Murray, Memphis, 
covers southern states; and Au- 
gust Unruh, Milwaukee, covers 
much ground in the north cen- 
tral states. All of these men are 
“old-timers” in the horse nail 
business, being known to job- 
bers, retailers, blacksmiths and 
users. 

John Hull, Minneapolis, Minn., 
recently celebrated his thirtieth 
with the 


anniversary company. 
Mr. Hull personally shod Lou 
Dillon, trotter, and the well- 


known pacer, Dan Patch, for all 
their races. He followed the cir- 
cuits from track to track in his 
early days. 3 


TO ENLARGE STORE 

J. L. Blackburn, Blackburn 
Hardware Co., Sherman, Tex.. 
has leased the building adjoin- 
ing them at 211 W. Houston St., 
to enlarge the present quarters. 
The improvements will give the 
company a 50-foot front. 


THE NUTMEGGERS HEAR 
TALK ON MEXICAN 


EVENTS 
Prof. Harry P. Leach, Hartford 
Seminary, Hartford, Conn.. for 


six years at Union Theological 
Seminary in Mexico City, Mexico, 
spoke on “What’s Happening in 


Mexico” at the March 13 meeting | 


of The Nutmeggers, held at Uni- 
versity Club, Hartford. He re- 
ported on the progress Mexico is 
making in the commercial world. 
An old custom of the organiza- 
tion was revived —that of having 
a member of the group give an 
address on his own line. Felix 
Atwood, Springfield, Mass., rep- 
resenting The Osborn Mfg. Co., 


Cleveland, Ohio, spoke on 
“Brushes and Industry.” The 
new president, Elliott C. Pad- 


dock, Greenfield Tap & Die Co., 
presided at the meeting. 
George F. Ellis, Hartford Belt- 
ing Co., second vice-president of 
The Nutmeggers will talk on his 
line at the April 10 meeting. 
The Entertainment Committee 
announced that the club will 
hold its annual outing in June, 
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at a place to be announced later 
and that the May meeting will 
be an open session with mem- 
bers of the Connecticut Hard- 
ware Association. 


HARDWAREMEN ACTIVE 
| IN LOCAL HOUSE SURVEY 


Hardwaremen were active in 
the Better Housing Campaign 
survey started March 15 in Inde- 
pendence, Mo., under direction 
of Jesse L. Martin, 


Co., in that town. 
a member of the firm, was also 
active in the survey. Allen Qu- 
rollo, vice-president, Indepen- 
| dence Hardware Co., is also a 
member. Under Mr. Martin’s 
direction were twenty-four build- 
| ing and material men and crafts- 
| men. Each man had under him 
ten men whom he directed in the 
survey. 

Charles S. Hill, Hill Brothers 
Hardware & Plumbing Co., was 
in charge of registration for the 
project in Independence. 


N. Y. PAINT ASSOCIATION 
PLANS DEALER NIGHTS 
The New York Paint, Varnish 

& Lacquer Association, with co- 

operation from the International 

Master Painters Association of 





| Yonkers, the Paint Dealers, 

Westchester County Hardware 
| Dealers Association and_ the 
| Westchester Retail Lumber & 


| Lumber Products Association, is 
sponsoring a meeting for all 
| hardware-paint, lumber and paint 
| dealers and for painting contrac- 
| tors at the Little Theatre, West- 
chester County Centre, White 
Plains, N. Y., April 1, at 8:00 
P. M. This dealer’s night has 
been designed to help promote 
business for all of the interests 
involved. Short business talks 
will be given by representatives 
from the Federal Housing Ad- 


Martin & | 
Welch Hardware & Plumbing | 
John Welch, | 





ministration, the Home Owners’ | 


Loan Corp., and the Save the 
Surface and Clean Up-Paint Up 
Campaign. An entertainment pro- 
gram has been planned and re- 


| freshments will be served follow- 
| ing the program. 


Tickets are being mailed all 
dealers and contractors—admis- 
sion is free, but a ticket must be 
presented. The New York Paint, 
Varnish & Lacquer Association 
is considering holding other sim- 
ilar meetings in other sections of 
Metropolitan New York. 


LOS ANGELES GROUP 

INSTALLS OFFICERS 
Officers for 1935 were installed 
at a recent meeting of the Los 
Angeles Pot & Kettle Club, J. V. 
Guilfoyle, secretary, Southern 
California & Arizona Retail 


| Hardware Association, becoming 


president of the club. Other offi- 
cers installed were: Les L. Neb- 
lett, first vice-president; Judd H. 
Pohlson, second vice-president; 
Weldin R. Read, recording sec- 


| retary; Ted M. Moroney, corre- 


sponding secretary, and John H. 
Kuck, treasurer. George P. Wil- 
cox, retiring president; John H. 
Mignerey, and Jamie Robertson 
are directors. 

G. A. Hallenscheid, Hallen- 
scheid & McDonald, was chair- 
man of arrangements for the en- 
tertainment provided on the oc- 
casion of the installation. 


BARB WIRE MAKER HAS 
NEW WAREHOUSE, OFFICE 


Northwestern Barb Wire Co., 
Sterling, Ill., has opened branch 
offices and warehouse in Stock- 
ton, Calif., in charge of W. J. 
Hogan. D. H. Harper, Jr., is 
Pacific Coast manager for the 
company, which has other offices 
and warehouse stocks in Seattle, 
Portland, and Los Angeles. 











Live squirrels, ammunition, a log cabin and hunting and camping necessities 
were shown in this interesting window used by Moore-Handley Hardware Co., 
Tuscaloosa, Ala. 





EAGLE-PICHER MAKES 
PERSONNEL CHANGES 


R. M. Roosevelt, vice-presi- 
dent, The Eagle-Picher Lead 
Co., Cincinnati, Ohio, in charge 
of its New York City office, has 
resigned to devote his full time 
to duties as president of the 
American Zinc Institute. Wil- 
lard E. Maston, vice-president. 
has been placed in charge of the 
New York sales division of The 
Eagle-Picher Lead Co. F. W. 
Potts, vice-president, has been 
appointed general manager. 
John R. MacGregor, vice-presi- 
dent, Eagle-Picher Sales Co., is 
to have charge of sales research 
and product development. T. C 
Carter has been appointed direc. 
tor of sales. 

Mr. Maston has been with the 
company for more than twenty 
years. Prior to that time he wa- 
with National Lead Co., in pro 
duction, advertising and sales di- 


visions. He formerly directed 
the Philadelphia division of 
Eagle-Picher, later directed 


white lead sales in the west, and 
has been appointed vice-presi- 
dent. In 1932 he was president. 
National Paint, Oil & Varnish 
Association. Mr. Potts was for- 
merly with a consulting engineer 
firm, later going with Eagle- 


Picher, becoming assistant to 
President Bendelari, later be- 
coming vice-president of the 
company. 

Mr. MacGregor joined the 


company in 1909, having previ- 
ously been with Detroit White 


Lead Works. Until placed in 
charge of sales research and 
product development he was 


sales manager of the company’s 
Dry Products Division. Mr. Car- 
ter has been with the company 
for seventeen years, much of 
that time in charge of sales of 
metal products in the southwest, 
later being in charge of insu- 
lation sales, which position he 
held until his present appoint- 
ment. 


DUNCAN AGAIN MANAGES 
SALES FOR FRANK ROSE 


D. D. Duncan has succeeded 
Floyd T. Reuter as sales man- 
ager, The Frank Rose Mfg. Co.. 
Hastings, Neb., manufacturers of 
lawn sprinklers, grease guns, tire 
pumps, etc. Mr. Duncan first 
joined the company about twen- 
ty years ago and with the excep- 
tion of a year and a half has 
been with the company ever 
since. For fifteen years he man- 
aged the company’s sales. 





FIRE DAMAGES STORE 


Fire recently damaged the 
hardware store of the Marvin 
Hardware Co., Port Jefferson 


Station. Long Island, N. Y. 
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ling Tests. 


REVEAL SUPERIORITY OF 


RUELLING tests, conducted 
as by washing machine engi- 
neers themselves, reveal 
the outstanding superiority of the 
IRON HORSE — he latest devel- 
opment in small gasoline engines. 
Read the following excerpts from 
their reports. 


“We find the Iron Horse very suitable 
for our purpose, as it is the most adapt- 
able engine on the market. Its steady 
and smooth performance make it very 
desirable for household appliances, such 
as washing machines. Mechanically, it is 
far ahead of any other engine of its class.” 


“At the beginning of the run a tank of 
gasoline would last 3% hours, but at the 


present time this quantity operates the CYCLE oO 


engine from 4 to 4% hours. We have also 
found this unit to be economical in oil consumption, 
which we have changed every 16 hours during this run.” 


“At 9 o’clock A. M. the engine was shut down and test 
discontinued. Total running hours — 704.5. The oil 
had been checked every 8 hours and level maintained. 
The oil was changed every 48 hours. Gasoline con- 
sumed —.39 pounds per hour average. Engine seemed 
to have abundance of power and a minimum of vi- 
bration. If valves were ground and carbon cleaned, 
engine would be in condition to render many more 
hours of service.” 


* 

“We had a load in the machine equivalent to approxi- 
mately 400 to 500 watts, and we got 3% hours run from 
1 quart of gas, on the average. The engine burned 
about 1 oz. of oil to each quart of gas. In our tests in 
starting the machine at 4 degrees above zero, it took 
from 8 to 12 strokes to start the engine. In room tem- 
perature it took from 3 to 4 strokes.” 








“We have had one of your Iron Horse 4. cycle gas en- 
gines on test for some time and thus far it has proved 
to be just as you represented it. We are highly pleased 
with it from the standpoint that it is much lighter 
than the engine we were formerly using, as well as 
more attractive in appearance.” 


* 
DEALERS; DISTRIBUTORS 


The IRON HORSE is the industry’s latest develop- 
ment—in which modern design lends attractiveness 
and compactness to a unit of brilliant mechanical 
performance. It weighs only 34 pounds. It stands only 
9% inches high, 14 inches long and only 11% inches 
wide. It is a 4 CYCLE engine of % horsepower rating. 
It is the aristocrat of small gasoline engines — and 
looks the part! It has genuine sales appeal—in appear- 
ance, in operation, in dependability. Ask the manu- 
facturer of your line about it! 





A Product of JOHNSON MOTOR COMPANY, 1820 Pershing Road, Waukegan, III. 
Address IRON HORSE DIVISION 


Canadian Johnson Motor Co., Ltd. Peterboro, Canada 


THE ARISTOCRAT OF SMALL GASOLINE ENGINES © MADE BY THE BUILDER OF THE WORLD FAMOUS SEA-HORSE OUTBOARD MOTORS 
2 Or rrr ei a 
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The Forgotten Man—The Small Investor 


HE other day a young man 
called at my office. Here 
is his story. He said he 


used to caddy for me at the St. 
Louis Country Club. No, he 
didn’t remember the names of any 
of the men I used to play golf 
with. I was the only one he re- 
membered. Quite a compliment! 
He had just returned from Flor- 
ida, where he had also been 
caddying. He was on his way 
back to St. Louis. The attrac- 
tions of New York had proved 
too much for him, and he had 
overstayed his money limit. His 
clothes were now being held in 
New York by his rooming house 
keeper. All he needed was $20 
to go by bus to St. Louis. He 
had found me in the telephone 
book. 

“You are working a fine racket,” 
I told him. “In the first place 
you are not telling the truth about 
caddying in Florida because you 
are not even sunburned. Your com- 
plexion has not had the benefit of 
sunshine for many months. That 
is significant. In the next place, 
just three months ago another 
young fellow called on me with 
exactly the same story as yours.” 
“What was his name?” the young 
man asked quickly. “I don’t re- 
member. I didn’t enter it in my 
address book,” I answered, “but 
he did tell me all about his mother 
in St. Louis, that she owned her 
own home and all that. When I 
suggested I would telegraph his 
mother to send funds to him by 
wire, he lost interest in me and 
walked out. Now, young fellow, 
if you have any relatives in St. 
Louis, I will make you the same 
But my latest visi- 


and de- 


proposition.” 
tor also lost interest, 
parted. 

Another young man called. He 
also had overstayed his time in 


New York. I had known his 
father in St. Louis. He too would 
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By SAUNDERS NORVELL 


be glad to be staked to a trip back 
to that city, and he too was re- 
turning from Florida. 

It is fine to read in the papers 
about all the good times they are 
having in Florida, about the 
dances, the dinners, the yachting, 
and the swimming. Naturally we 
wonder how so many of our lead- 
ing business executives find it pos- 
sible to spend so much time in 
Florida. On the other hand, there 
is unemployment and_ probably 
while they are away somebody 
else is doing their work, which 
helps their employment situation 
a little. 


Ready-Made Edens 


When I hear of an old couple 
who, after having done their work, 
retire, buy a place in Florida and 
settle down for the rest of their 
lives, I always feel gratified. The 
picture of this old couple sitting 
on the porch of their bungalow, 
enjoying the sunshine and the sea 
breezes at the close of their lives, 
is an attractive one. However, 
ready made Edens are hard to 
find, and when you do find them 
they do not seem to last. An 
elderly friend of mine who sold 
out his factory several years ago 
and retired to Florida with his 
elderly wife, dropped in the other 
day. He did not wish his fare to 
St. Louis, but he did tell me an 
interesting story about how he 
took the cash he had received 
from his business and invested it 
in first-class stocks and bonds. 
He obtained the best possible ad- 
vice. He studied the reports of 
these businesses very carefully. 
He was not trying to speculate. 
He was just trying to invest his 
money safely. Now he tells me 
that just about 50 per cent of his 
capital at market prices has gone, 
and the income from these stocks 
and bonds is about 331/3 per 


cent of what it was when he went 


to Florida to enjoy the fresh air 
and sunshine in peace for the 
rest of his days. 

I went over some of his securi- 
ties with him, and this is what | 
found. I am now writing actual 
facts, not drawing on my imagi- 
nation. First, he had 240 shares 
of stock in the American Tele- 
graph and Telephone Company. 
He bought at 165. The market 
price today is 107. I didn’t 
criticise him for this purchase be- 
cause I happen to have in my tin 
box some of these shares that cost 
me 286 each. However, the 
dividend on this stock, which has 
been paid regularly, is still 9 per 
cent. How long this dividend will 
be paid no one knows. But when 
this stock was bought no better 
investment could be imagined. 
An absolute monopoly. An abso- 
lute necessity. They had such a 
large surplus that they were build- 
ing handsome telephone _build- 
ings on selected sites in every large 
city. One of their directors and 
officers told me at the time | 
bought this stock that it was just 
as good as government bonds. | 
think he believed it. I know he 
had put a lot of his own savings 
in the stock. Here are just a few 
facts taken from the last annual 
report of the Board of Directors 
of this company. 

There are 13,458,000 Bell tele- 
phones in service, 14 per cent be- 
low the maximum development 
reached in 1930. But compare 
this percentage with the decline 
in the value of the stock since 
1930. During the year the plant 
which cost $167,000,000 was re- 
tired from service and total plant 
added amounted to $174,500,000. 
Total assets of the System 
amounted to $4,.977,000,000 at 
the end of the year. System cash 
assets—including funds tempor- 
arily invested in Government obli- 
gations were $255.000,000. Total 
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REYNOLDS WIRE CO.. 
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THE EARLY DISPLAY 


GETS THE 
SALE, 4. 


You remember the old time store with the 
sign reading: ‘If You Don't See What You 
Want—Ask for It." That kind of merchan- 


dising won't work nowadays. The man 








who has something to sell displays it. 


People won't remind you to sell them 
screen cloth. You must remind them that 
they need it and that you have it. If they 
see Red Edge Sereen Cloth displayed in 
your store early in the season you get the 
sale. If you don't display it some other 
dealer gets your screen cloth profits. 


Knowing that “well displayed is half 
sold” we have prepared for your use 
an effective display which will help you 
sell a lot of Red EdgeScreen Cloth. It's a 
three-piece display . . . handsomely litho- 
graphed to give a seven-color effect. Fur- 
nished in size 46”’ x 36” or size 37” x 28”. 


This display isn’t too large to use alone 
as a counter piece and it's big enough to 
use in a floor display or as an effective part 
of your window trim. The picture shows a 
novel way of using it in connection with a 
roll of screen cloth. It may be used in 
countless other ways with screen cloth and 
other Spring items such as paints, brushes, 
tools and building supplies. Write your 
jobber at once for one of these free displays, 
sales helps and prices. If his stock isn’t 


complete, write us direct. 


DIXON, ILLINOIS 








operating revenues of the System 
were $884,500,000 and total ex- 
penses $705,000,000. These 
expenses included taxes of $89,- 
500,000, an average of $6.76 per 
telephone in service. The total 
net earnings of $182,900,000 were 
$14,000,000 greater than in 1933. 

The company has 18,662,275 
shares of stock outstanding for 
which it has received $268,749,- 
078 in excess of par or an average 
of $14.40 a share in excess of the 
par value of $100. In other 
words, the company has received 
$114.40 for this large amount of 
stock when the market price of 
the stock today is 107. 

Now here is the most interest- 
ing point of all. There were 
675,000 stockholders of the Amer- 
ican Telephone and Telegraph 
Company on Dec. 31, 1934. 
About 379,000 stockholders are 
women and more than 100,000 
are Bell System employees. The 
average holding per stockholder 
is 28 shares. 

If you are interested in the 
above figures write to the Ameri- 
can Telephone & Telegraph Com- 
pany, 195 Broadway, New York 
City, and ask for their annual re- 
port for the year 1934. The 
whole report is most interesting, 
and is written in such a simple 
way that any of us can under- 
stand it. Now why is a stock like 
this selling in the market today 
at 107, and paying a dividend of 
9 per cent? That is what my 
elderly friend from Florida wished 
to know, and that is just what I 
would like to know myself. Of 
course, | suppose the answer is 
because of the attacks on all pub- 
lic utilities which are being made 
by our friends in Washington. 
And please note that every one 
of the 675,000 stockholders has 
lost money because of these at- 
tacks, which have caused a de- 
cline in the market value of this 
stock. If the stock goes much 
lower, probably the wise thing 
for the directors of the company 
to do would be to use some of 
their surplus now in government 
bonds, in buying up their own 
common stock. However, the 
government might object to that. 
In these days they certainly want 
everybody who has money to buy 
government bonds. 
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Then my Florida friend bought 
another stock—Mack Truck, Inc., 
for which he paid 82 in October, 
1929, and which is selling today 
for about 2234 a share. He 
showed me their statement dated 
Dec. 31, 1934. Their assets 
amounted to $43,309,282.69. 
Their total current liabilities were 
$1,780,658.39. Please note that 
the ratio of assets to liabilities is 
more than 20 to one. Cash on 
hand, by the way, amounted to 
$3,016,110.03. | Marketable — se- 
curities and investments at mar- 
ket value of that date were 
$2,346,057.94. That made a total 
of almost five and a half million 
dollars in cash. The company 
has no bonds, no preferred stock, 
and does not owe a dollar for 
borrowed money. Their surplus 
stands at $38,386,878. Common 
stock issued and outstanding is 
676,145 shares. Common stock 
in treasury is 48,810 shares. 


Common Stock Looks 
Attractive 


A. J. Brosseau, the president of 
the company, speaking for the di- 
rectors in his annual report, states 
that during the year quarterly 
dividends of 25 cents a share were 
paid on the common stock. Dur- 
ing the year 40,000 shares of the 
company’s stock were purchased, 
and from Jan. 1, 1935, to the date 
of this report, there have been 
acquired 8300 additional shares. 
making an aggregate of 57,110 
shares now held in the treasury. 
A resolution to retire’ all of these 
shares by vote of the stockholders 
will be submitted at the annual 
meeting to be held March 27. 
1935. 

“Well,” I said to my friend, 
“judging by their statement one 
would imagine that it was the 
policy of the Mack Trucks, Inc., 
to buy up all of their common 
stock. (I figure it $70 per share.) 
Figuring out the book value of 
the common stock at the present 
time from the above figures, if 
they should go into liquidation 
and sell off everything they have, 
their common stock certainly looks 
attractive, if one is in no hurry 
financially, and able to wait. It 
would certainly take this company 
some time, even with the hardest 


of luck, to lose their thirty-eight 
million dollar surplus.” “But,” 
said my friend, “with the above 
figures staring us in the face, 
why is the stock so low. The 
government is not attacking the 
Mack Truck Company.” All | 
could reply was that this was one 
of the mysteries of today, and has 
happened in the cases of hundreds 
of other corporations. When 
corporation stocks have drifted 
down to the low levels that some 
of them are at today, it certainly 
would appear that a whole lot of 
them are good buys today. That 
is, of course, if you can wait, and 
don’t have to sell the stocks to 
pay all the various taxes that are 
now coming our way. I picked 
out the above stocks just as 
samples. 

I went over quite a list of stocks 
with this old friend of mine. One 
of the stocks he had where the 
price of the common stock has 
gone down to just a few dollars 
a share, I happen to know some- 
thing about. This company with 
the set-up that exists today, un- 
less we have a revolution, is cer- 
tain to make a lot of money in 
the next few years. It just can’t 
help it. There are only four or 
five concerns in the same _busi- 
ness in the country. But the stock 
has not only gone down, but it has 
stayed down. Most of the time 
there is not even a bid for it. 
“What is the trouble,” said my 
old friend. “Well,” I replied, 
“the trouble in this case probably 
is, but remember I am only guess- 
ing, that there is a very large out- 
side block of the common stock 
of this company on which the 
owners of the company have an 
option. Naturally they are not 
interested in having the price of 
the stock advanced, compelling 
them to pay a high price for it. 
Therefore, the poor devil who 
gave the option will just have to 
wait. The company will go on 
making money, their statements 
will show their profits, but I don’t 
think this stock will advance be- 
cause if the stock does advance in 
these days when the buying pub- 
lic has the jitters, all you have 
to do is to sell a few shares, and 
down goes the stock again. In 
the old days the stockholders 

(Continued on page 69) 
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SCREEN HARDWARE SALES 


ARE HOLDING THE LEAD 


HE seasonable interest shown in screen 

hardware is stimulated to such an ex- 
tent by the urgent necessity for providing 
adequate fly protection that a profitable 
business can always be relied upon. 


Also a oreat selling asset will be found in 
the unusually wide diversity of screen door 
and sash equipment which is offered in 


Natienal Hardware 


A high standard of quality permeates the entire line. 
This hardware is also distinguished by the modern- 
ness and simplicity of its mechanism. 


Beautiful protective finishes give an added touch of 
beauty to National Hardware, and the clean crispness 
of this merchandise is held intact by the neat, secure 
method used in packing. 


Join the nation-wide organization of National dealers. 
Supply your trade with a recognized product of merit. 


National hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 


WE ARE CO-OPERATING 


National Manufacturing 
Company 
STERLING - ILLINOIS” 








SCREEN AND STORM DOOR SETS 








No. 78 Screen and Storm 
Sash Hanger 





No. 79 Screen and Storm 
Sash Hanger 





No. 80 Screen and 
Storm Sash Hanger 





| Vial 





No. 81 Screen Hanger 
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*407 SALES DISPLAY 


FREE 


WITH THE SMALL PURCHASE 
OF ONLY ONE DOZEN 
OF THE FASTEST SELLING 


Master Padlocks 
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Milwaukee, Wis. 
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The Forgotten Man 


(Continued from page 66) 


would be protected by the forma- 
tion of pools which would take 
hold of stocks like this one and 
put them up somewhere near their 
actual value, but in these days 
under the new rules and regula- 
tions governing the Stock Ex- 
change, it is illegal to form a 
pool. Therefore stocks must just 
drift, and naturally the insiders 
who know all about the actual 
value of the stocks, who have 
good jobs and good salaries, can 
wait at the expense of their own 
stockholders. In 1929 insiders 
sold at high prices, now insiders 
are buying at low prices. 


Opportunity 


I write the above just to indi- 
cate what splendid opportunities 
there are, with the present de- 
pressed value of stocks, to make 
money. Of course it takes some 
capital, information, patience and 
the ability to wait. But it would 
appear that the situation today 
is exactly the reverse of the situa- 
tion in 1929. Then values, or 
rather prices for everything were 
unnatural. Before the slump was 
the time to sell everything. To- 
day, with prices as they stand, 
it would appear to be the time 
to buy everything. Of course a 
lot of people would buy today, 
but they are afraid of the political 
situation. It seems to me that 
the answer to that would be that 
if this country is going to “the 
demnition bow-wows,” then we 
are all going, and it does not 
make any difference what kind 
of stuff we have in our tin boxes. 
But if the country does happen to 
survive, then the investor of to- 
day will have his reward. 

So I cheered up my old friend, 
and he is going back home to pay 
his increasing taxes. However, 
he will have to give away less— 
hold out on his church and poor 
relations, to make both ends 
meet, trying to wait and beat the 
game along with the heads of 
some of these corporations. 


* * * 


Kiplinger in Washington, by 
his deductions from the facts has 


probably made a record as a 
prophet on what is going to hap- 
pen in the future to this country 
in politics and business second to 
none. He has just written a book 
on the subject of inflation. The 
idea in this book is to tell you, if 
inflation comes, how to make the 
In other words, what 
to do about it. This book is well 
worth reading. You can get it by 
writing to The Kiplinger Wash- 
ington Agency, National Press 


Bldg., Washington, D. C. 


most of it. 


Gradual Improvement 


Kiplinger states his best guess 
is that 1935 will not be so hot. 
just a gradual steady improve- 
ment. Business is better in most 
lines this year than last. Busi- 
ness getting better as the year 
goes on. But the interesting fact 
is that he predicts that from 1936 
to 1940 this country is in for a 
big business boom. I imagine 
he means a price boom. Please 
note that I differentiate between 
prices and values. Sometimes the 
value of a thing does not in- 
crease, but the price does. On 
the other hand, sometimes the 
value will increase while the price 
does not. In my judgment, along 
with Kiplinger, the only way out 
for this country in the situation 
in which we now find ourselves, 
is by regimented inflation. Of 
course that is going on 
Check up your family bills and 
see how all prices are increasing. 

After all, however, while there 
is much more that might be said 
on this interesting subject, the 
main question is whether the de- 
pression has “gotten” you intellect- 
ually as well as materially. Just 
because a citizen of the United 
States can’t have ice cream and 
cake for dinner every night is no 
reason why, with increased leisure 
and healthful moderation in food 
and enjoyments, he should not be 
above par intellectually. By the 
way, what has happened to that 
song we heard so frequently two 
years ago? I think the name of 
it was: “Happy Days Are Here 
Again.” 


now. 
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The Egyptian Alphabet 


Number 14 of a Series on Show Card Writing 








HIS lesson concludes the 
series of the Gothic alpha- 
* bet, showing letters U. V, 
W, X, Y, and Z. They are, with 
the exception of the letter “U,” 
called “angle letters,” being com- 
posed chiefly of right and left 
angle strokes. 

Attention is directed to the 
second line of semi-constructed 
letters on page 72, which give a 
much plainer or more compre- 
hensible idea of how each stroke 
should be made, where they 
should start and terminate. V, 
W, and Y are also known as 
“open letters” on account of the 
large amount of space they oc- 
cupy at the top and small space 
at the bottom. For this reason 
they should be spaced closer to- 
gether than the other round or 
square letters. Observe that the 
letter “W” is composed of two 
“V's,” and that the top of the 
“X” and “Y” have the same for- 
mation. 
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It will not be disputed that 
this gothic type stands at the top 
of the class for attractiveness and 
legibility, and looks particularly 
well when used in contrast with 
the lowercase show’ card roman 
letters. 


Handling the Brush 


About the most difficult thing 
the beginner experiences after his 
first attempt at lettering is to keep 
all perpendicular strokes _ per- 
fectly straight. His letters will 
either lean to the right or to the 
left. The proper way to over- 
come this fault is to hold the 
brush handle almost upright and 
directly in front of you, always 
keeping the fingers well down on 
the handle, just touching the fer- 
rule. 

Never attempt any kind of let- 
tering without first drawing the 
horizontal marginal lines the 
width you wish the lettering to 


Ju ©& 


be. The capital letter “U,” at the 
top of plate, shows plainly just 
how near the top guide line the 
main stroke should start and how 
near the bottom line the stroke 
should stop. The spurs at top 
and bottom of letter finish it off 
like the letter “W” at the end of 
first row. 

The most artistic and by far 
the popular kind of show card is 
a white background with black 
lettering. Red should be used 
with discretion, and only for very 
special sales, where great em- 
phasis is required; too much red 
ink on a show card positively 
cheapens its appearance and nul- 
lifies its value. 

By studying the alphabet plate 
the reader will see that the oval 
letter “O” is practically the key 
letter to all circular letters. 

It is very often a puzzle as to 
just what is the best size to cut 
window price tickets, so for those 
who do not know what are the 
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not Pick Up 
This Moneyp 


HOME owners in many communities 
are taking advantage of the low 
cost of sanding and finishing their own 
floors with our modern Sanding Machines 
which require no experience to operate. 
You «an realize a substantial monthly 
income by 










Renting Out 


SPEED (Z)LITE 


Sanding 
Machines 


Hundreds of 
Dealers are 
Profitably Renting 
These Machines 


to customers who are pleased with the 
work they do and are continually recom- 
mending them to their friends and neigh- 
bors which results in additional rentals 
and profits. We are conservative when 
we tell you that such 


Rentals Will Earn You 
In Excess of $60.00 per Month 


Many dealers average even more and one store reports 
an average of $9.22 per rental for 47 days in a period 
of 3 months or a gross income of $433.34 with their 
SPEED-O-LITE Floor Sander. 10 to 20 rentals per 
month are frequent. 


Note These Special Features: 


1 EFFICIENT. Puts a ball- 

room finish on floors no 
matter how badly they are worn, 
warped or marred. 


2 LIGHT WEIGHT. 
carried by one man—may 

be operated successfully by any 

inexperienced person. 


3 SURFACE—right up to the 

quarter-round, a feature not 
found in other machines, mini- 
mizing hand work. 


4 MOTOR. Constant speed, 
high torque, ball-bearing. 
Guaranteed against burn-outs. 


5 BUILT—with ball-bearings 
throughout, eliminating in- 

ternal friction and wear, adding 

years of life to the machine. 


The entire machine including motor 
is built to withstand the hard ser- 
vice to which rental equipment is 
subjected—yet it operates from any 
light socket and is as simple to 
operate and as dustless as a vacuum 
cleaner. When desired we will make 
it easy for you to secure a SPEED- 
O-LITE Sander on time payments 
as low as $10.45 per month. 


Sales Helps FREE 


We also furnish attractive two color 
Window Display Cards, Folders 
for mailing to prospective custom- 
ers and other sales helps. We co- 
operate with you in every way. 
Our machine costs less than many 
dealers suppose. The coupon will 
bring full details. 


Easily 


Lincoln-Schlueter Floor Mach. Co., 212 W. Grand Ave., Chicago, Ill. 


Please send us full information covering the new SPEED-O- 





LITE SANDER. [_] Interested in time payment plan. 
Name 

Address 

Gly ...... State 
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andHOW 


The NEW 
GIBSON 










ISCLICKING/ 








$79.50 5. 5954-50 
with only five models GIBSON 
covers the VOLUME FIELD 





GIBSON 


FEATURES 


From coast to coast the enthusiasm 
of the Gibson Dealer Organization 
is up to a fever pitch. The excite- 
ment runs high, and dealer accept- 
ance for the 1935 models is such 
| that orders are pouring in with 
every mail and new distributing 
| outlets being made every day. 


The GIBSON 1935 models are an 
unqualified success. GIBSON Style, 
Features and Prices have impressed 
the public so favorably that Dis- 
tributors and Dealers in the Refrig- 
eration Industry have been quick to 
realize the brilliant opportunities 
for profit which GIBSON offers No other refrigerate 
them this year. <i 
ONLY GIBSON HAS THE MAGIC 
FREEZ’R SHELF, the new, faster 
| freezing, and more efficient type of 
“evaporator.” Write today for in- 
formation. 


GIBSON 


GIBSON ELECTRIC REFRIGERATOR CORPORATION 


General Sales Office: 


201 North Wells Bldg. 
Chicago, Illinois. 





| Eastern Division Office: 


| 33 W. 42nd Street, 
New York, N. Y. 


Home Office & Factory: 
Greenville, Michigan. 


7E 





standard size price tickets the fol- 
lowing table of different size price 
tickets is given. 

It is always best to remember 
that a full size sheet of cardboard 
comes 22 x 28 in., and it may be 
cut up into the following eight 
convenient sizes without leaving 
waste: 

Four large size tickets 11 x 14 
in. (eight tickets 7 x 11 in.), six- 
teen tickets 542 x 7 in.; thirty- 
two tickets 3144 x 514; sixty-four 
tickets 234 x 314%. The smaller 
price tickets are 3 x 4 and 1% in. 
The above sizes leave a wide 
variety of choice, so it is not nec- 
essary to waste cardboard by cut- 
ting out odd shaped sizes. 

For variety of display these 
tickets may be lettered either “up- 
right” or “landscape,” depending 
upon the space allotment in the 
show window. 

A problem which confronts the 
average beginner is the right 
amount of pressure required to 
apply to the brush in order to 
keep each stroke of even thick- 
ness. One way to overcome this 
problem is to select the proper 
size brush and not try and make 
a small size brush do all sizes 
of lettering. As these are single 
stroke letters naturally each stroke 
taken should be the exact thick- 
ness of the brush after it has been 


dipped in ink and drawn along. 
Each single stroke is started with 
the tip end of brush, the pressure 
being very gentle and gradual and 
at no time should more than one- 
half the length of hairs be ap- 
plied to the surface (this applies 
to the Egyptian style of letters 
only). Each single stroke, ac- 
cording to the diagram shown 
here, has a starting and stopping 
point, according to the direction 
the “spear” point and it is a mis- 
take to hesitate or stop in the 
middle of a single stroke because 
single strokes cannot be kept of 
uniform width by so doing. 

In practicing it is not the idea 
of how much space one covers 
that brings the best results. A 
systematic plan such as writing 
out words instead of just ABC, 
etc., over and over, is the best 
plan to follow. 

The writer suggests that the be- 
ginner study and practice on the 
twelve primary single strokes 
which are the basic strokes of the 
entire alphabet. These will be 
found on the accompanying plate. 
It is a very easy matter to see how 
these twelve strokes may be con- 
nected so as to form any letter 
of the alphabet, for instance: The 
first two right and left angle 
strokes are the basic strokes used 
in constructing the letters A, M. 











VAY AM 
WX 











IW 


i) es 


WIT 


Me ZL 





WAX XS i Nz=IZ 


NODI0OO 
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N, V, W, X, Y, Z, K. As most 
of these are the letters for this 
issue’s instalment we will treat 
on them first. The letters of the 
Egyptian alphabet are divided into 
three different groups, known as 
the angle, square and round let- 
ters. The angle letters are the 
above mentioned. The square 
letters are I, H, E, F, L, T. The 
round letters are O, Q, P, R, S, 
U, G, C, B, J, D. The next loop 
stroke, No. 3, is used in construct- 
ing the circular strokes in letters 
B, P, R. The next semi-circle 
stroke, No. 4, is used in making 
letters C, G, and is one-half of 
letters O and Q. Stroke No. 5 is a 
short horizontal stroke used in 
constructing letters T, E, F, L, A, 
H and Z. The upright stroke, 
No. 6, is used more than any other 
single stroke and is the basic 
stroke in letters B, D, E, F, H, I, 
J, K, L, M, N, P, R, T, U and Y. 
Stroke No. 7 is used in finishing 
off the top of letters S, G and C. 
Stroke No. 8 is used only in form- 
ing the center of the letter S. 
Stroke No. 9 is the finishing stroke 
used in letter S. Stroke No. 10 is 
just the opposite to Stroke No. 4. 
and completes the letters O, Q and 
D. Stroke No. 11 is the bottom 
stroke used in completing the 
letters U and J. Stroke No. 12 is 
used only in completing the 
letter K. 

The beginner should understand 
that in order to properly execute 
single stroke Egyptian letters and 
numerals his lettering brushes 
should be of the best quality Red 
Sable, commonly called riggers. 
They have round ferrules, but the 
hair can be worked to a flat chisel 
edge in the color or on a palette 
of cardboard before beginning ac- 
tual operation. This flat chisel 
edge permits of drawing either 
broad, bold strokes on the ver- 
ticals and horizontals like in these 
Egyptian letters or fine thin 
strokes as in making the Roman 
letters. 

Brushes in round ferrules will 
not retain their flat chisel edge 
shape unless they are thoroughly 
cleaned in clear water each time 
after using and the water squeezed 
out between the fingers and the 
brush left to dry in a flat shape, 
allowing nothing to touch or dis- 
arrange the hairs. 
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EL-WEL-TRA 


TRACE CHAINS 








EL-WEL-TRA... 


The trace Chain that cam take as * « 


The trace Chain that repeats... 





The trace Chain that has been stand- 


ard of quality for over 25 years 
&s 
A PRODUCT OF 
AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 








IN BUSINESS FOR YOUR SAFETY 
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Government Interference in Business 
Criticized at New England Meet 


HAROLD MOORE 
Retiring President 


HE New England Hardware 
Dealers’ Association held a 
very successful and well at- 
tended convention and exhibit at 
the Statler Hotel, Boston, Mass., 
March 6 to 8, 1935. The conven- 
tion went on record as opposed: 
to governmental interference with 
private business; the sales tax; 
taxation excesses and the govern- 
ment’s lack of economy in opera- 
tion. It also condemned the un- 
fair competition of governmental 
farm agents acting as salesmen for 
farmers’ cooperatives and _ en- 
dorsed the N.R.H.A. policies on 
price competition and also its 
merchandising policy statement. 
President Harold Moore, New- 
ton, Mass., opened the Wednesday 
morning session with his official 
annual address, saying in part: 
“We have been through a most 
trying period which some have 
labeled ‘Old Man _ Depression.’ 
However, the storm clouds seem to 
be disappearing and the sun of a 
new and better business condition 
is already manifesting _ itself 
through the break in the clouds. 
We live differently, we act differ- 
ently and we work differently. 
Who knows but what the whole 
ordeal was a blessing in disguise! 
We still have faith, our country 
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H. S. CHADBOURNE 
President 





GUY C. SMALL 


Secretary 


is still the most glorious of all. 
The people with whom we con- 
tact day after day are still human. 
Our God is the God of our fathers, 
the same as in the beginning. We 
are here for a purpose. It is for 
you and I to decide which course 
we shall take. Let us each there- 
fore strive to do his or her best. 
Opportunities were never greater. 
No, I make no insinuation that I 
am.a preacher but as I said before, 
I still have faith first in myself, 
next in my occupation, lastly in 
my fellow beings from whom I 
expect my livelihood. 

“Your officers and directors 
have painstakingly accepted the 
challenge this year and if honesty 
of purpose and effort bring re- 
sults, then the program for this 
convention will be of value to 
all.” 

N.R.H.A. Director Horace P. 
Aikman, Cazenovia, N. Y., spoke 
on the price competition studies of 
the National organization and told 
of a meeting it had held with 
wholesalers which led to whole- 
salers buying cooperatively. He 
expressed doubt that mail order 
and chain store orders are as 
large as claimed and believed that 
competitive shells (offered a year 
ago) should be continued. He 


said the N.R.H.A. was seeking 
wholesalers’ prices on competing 
lines to be distributed through 
state organizations for the infor- 
mation of members. 

A. Flynn of the Federal Housing 
Administration spoke on the work 
of that Federal body and of its 
vital importance to the hardware 
trade, if successful. He said that 
the heavy goods industries had to 
be speeded up and that the build- 
ing trades must have less unem- 
ployment or there can be no per- 
manent prosperity in this coun- 
try. 

Pinch-hitting for past president 
Robert Russell, Holyoke, Mass., 
absent due to the death of his 
father, Charles J. Heale, editor, 
HarpwareE Ace, New York City, 
conducted the question box forum 
which brought the morning ses- 
sion to a close. The questions dis- 
cussed included cooperative ad- 
vertising on which Mr. Heale 
outlined such activities in other 
parts of the country, stating that 
the Eagle idea (Cleveland, Ohio) 
was primarily for’ metropolitan 
areas surrounding a major city. 
There were also questions on 
training clerks, farm cooperative 
competition and the benefits to be 
obtained from convention partici- 
pation. 

At the afternoon session, past 
N.R.H.A. president George M. 
Gray, secretary of the Ohio Hard- 
ware Mutual Insurance Co., Co- 
shocton, Ohio, spoke on the need 


for helping the smaller dealer 


through such efforts as leading 
wholesalers are now offering. Mr. 
Gray cited several instances where 
wholesalers were putting the trade 
in competition on important tool 
lines and urged a further spread 
of this practice. He also stressed 
the need of dealers, so helped, 
bearing their end of the burden 
and bargain. 

Following this, Mr. Heale re- 

(Continued on page 78) 
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(above) the new “Sandy Smooth” win- 
dow display card (right) used in a“‘Pre- 
pare The Surface” display window. 


/TO HELP YOU 
SELL MORE 






PREPARE THE [ieee 
SURFACE 





i 


. eal 


Courtesy Elogren Paint Supply Co., Saint Paul 


To sell more sandpaper and related items, we suggest a “Prepare the Surface” 
window like the one above. Use the new, attractive “Sandy Smooth” window display 
card, which we furnish free, for the center piece. In prominent 


positions, place any of the Minnesota Quality Brands of Sand- 
paper, Emery Cloth and Production Floor Sanding Sheets. 
Complete the window with other products used in refinishing. 

Then distribute to your customers the other selling aids 
listed in the coupon below—furnished free with your imprint. 


This plan is bound to bring increased sales. Start it today— 


send the coupon below. 


THE MINNESOTA QUALITY BRANDS OF SANDPAPER AND EMERY CLOTH 


Quality 
Products 
with FREE 
Selling Aid 


Service 











Since 1828 


Since 1906 


| Since 1907 





B-A BRAND FLINT PAPER (9x11) 
STARBRAND FLINT PAPER(8{x102) 
B-A EMERY CLOTH (9x11) 





3-M BRAND FLINT PAPER (9x11) 
IMPERIAL BRAND FLINT PAPER (83x103) 
CRYSTAL BAY EMERY CLOTH (9x11) 


PIONEER BRAND FLINT PAPER (8!x103) 
WAUSAU EMERY CLOTH (9x11) 











AND “SANDY SMOOTH” HOUSEHOLD PACKAGES 





mabe In u.s.A.BY MINNESOTA MINING & MANUFACTURING COMPANY saintraut, Minn. 


BAEDER ADAMSON CO. 


WAUSAU ABRASIVES CO. 


osistenemepeltiiineninanmnananmapette SE Gk ANN DT nin se 


Minnesota Mininc & Merc. Co., Saint Paut, MINNESOTA 
Please send FREE the items checked below: 


Quantity 
0 “Sandy Smooth” Window Display Cards - - - - ONE 
O Refinishing Furniture Circulars . ° © ° 
O) Refinishing Woodwork Circulars 
O Refinishing Floors Circulars 
0 Refinishing Walls Circulars : 
0 What Everyone Should Know Circulars’ - - ° 
0 “Sandy Smooth” Cards (with real sandpaper overhauls) 





Name E a oe 





a a Sa ee ae re 





City . cae = 
State aa 


Jobber’s Name a ee 
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Virginia Attendance Best In Years 


TTENDANCE at 16th an- 
A nual convention of the 
Virginia Retail Hardware 
Association was the best in many 
years, and real interest was shown 
in each of the four business ses- 
sions. The two-day meeting was 
held at the Monticello Hotel, 
Charlottesville, Va., on Feb. 19 
and 20. In opening the conven- 
tion, president B. F. Tillar, Em- 
poria, said in part— 

“We come here this year with a 
better feeling in our hearts, a new 
hope and a renewed optimism for 
the future before us. Our records 
show from a 15 per cent to 20 per 
cent increase in our business, and 
this increase has meant, in most 
instances, the difference in red and 
black ink on our ledgers. For all 
this we should and do feel truly 
grateful. We cannot see clearly 
the road ahead very far; the prob- 
lems confronting ou: country are 
momentous, but we do know we 
are better off than we were, and 
we can only go on doing the best 
we can, operate and serve as 
economically as we can and do a 
good daily job. 

“As we emerge from this low 
of 1932 and 1933, we find that 
the promises made to us under 
the NRA have not been fulfilled 
and that, instead of competitive 
conditions becoming better, we 
find them today, from the cata- 
logue and chain viewpoint, menac- 
ing and distinctly worse. We were 
told in Chicago, in 1932, that our 
competition from these sources 
was over as soon as all the goods 
they had bought ahead were ex- 
hausted, and that the new catalogs 
would show this condition rem- 
edied. We find ourselves con- 
fronted with 1935 catalogs and 
the situation is still very bad and 
getting worse. We find that ‘All’s 
well on the Potomac,’ and that 
apparently Washington is interest- 
ed primarily in keeping the con- 
sumer’s purchasing power high 
regardless of any profit to us, and 


76 





THOMAS B. HOWELL 


Secretary-Treasurer 


are allowing the chains to set the 
retail prices for the country to 
attain this end. These big syn- 
dicates say boldly that they will 
undersell us regardless and the 
worst part of it is that some manu- 
facturers who make the goods we 
sell are helping them do so by 
giving them concessions and prices 
which enable them to do so. 
“The question then arises, what 
are we going to do about it? Are 
we still going to talk about it and 
do nothing? I am glad to report 
that our association and the na- 
tional association are taking a 
definite stand on this matter, and 
are coming out with a request for 
a statement of ‘a merchandising 
policy’ that has teeth in it. Read 
carefully this new policy and then 
let us 25,000 hardware dealers 
who handle 80 per cent of the 
hardware say to this manufacturer, 
and have our jobbers say to him, 
that it is now time for him to 
choose whose business is most 
desirable. I am calling on you to 
find out which manufacturer is 
doing this, and there are ways 
open of doing so, and then you 
stand and say, ‘no, I won’t buy 
any more of your wares, but will 
buy from those who are loyal to 
us.’ Can’t you visualize what a 


te 


A. D. STARLING 


President 


B. F. TILLAR 
Retiring President 


weapon this is? I say the time 
has now come to use it. 

“The year has been hard, the 
problems many and perplexing, 
but we have come through.” 

V. W. Wells, Electric Hose & 
Rubber Co., Wilmington, Del., 
made a constructive talk on dis- 
plays and advertising methods. 

C. H. Morrissett, Virginia State 
tax commissioner, outlined “The 
How and Why of Taxes” and their 
distribution. He touched upon 
many angles of the tax problem 
that the average merchant was not 
familiar with. In regards to a 
retail sales tax, he stated that this 
would only be used as a last re- 
sort to raise revenues. The con- 
vention, as a whole, voiced strong 
opposition to a general sales tax. 
An overflow audience heard Mr. 
Morrissett. 

W. N. Neff, Abingdon and A. 
D. Starling, Danville, discussed, 
generally, “The Profit and Loss 
of NIRA, and should NRA be 
Continued.” Dealers present 
evinced much interest in this dis- 
cussion. 

C. R. Watkins, Watkins-Cottrell 
Co., Richmond, and Thomas B. 
Howell, Howell Brothers, Rich- 
mond, discussed “Team Work Be- 
tween Wholesaler and Retailer.” 
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This, perhaps, was one of the most 
important subjects discussed. The 
view of Mr. Watkins, as a whole- 
saler, proved most welcome, a 
consensus showed. 

T. E. Damm, Federal housing 
representative of the National 
Paint & Lacquer Assn., Washing- 
ton, D. C., outlined how the deal- 
ers could secure more paint 
business through the home build- 
ing and repairing plan. 

Rivers Peterson, editor, Hard- 
ware Retailer and chairman, Na- 
tional Retail Code Authority, told 
the assembled dealers what the 
association had been doing in 
helping to make and break codes; 
also the many hours that were 
necessary to finally get these codes 
formed, and how it was necessary 
to “give and take,” in making 
them. 

E. J. Murray, Belknap Hard- 
ware Mfg. Co., Louisville, Ky., 
gave a talk, with the proof, that 
the dealers could compete with 
chain stores on tools. Tools of 
comparable quality and price are 
available, and it is not necessary 
to buy in real large quantities to 
get them, he said. His display 
and talk were voted outstanding 
features of the convention. 

A. A. Uhalt, manager, dealer 
division, General Electric Com- 
pany, Cleveland, Ohio, gave an 
optimistic talk on the “Sales Out- 
look for 1935.” In a forceful ad- 
dress he stressed the fact that 


people buy the things they want 
rather than the things they need, 
and suggested methods for taking 
advantage of the 1935 opportu- 
nity. 

Secretary Thomas B. Howell, 
Richmond, presented an excellent 
annual report of the Association. 
He stated that, after all outstand- 
ing obligations had been paid, 
there was still a cash balance on 
hand. 

Officers elected for the coming 
year were: A. D. Starling, Dan- 
ville, president; J. W. Yowell, 
Culpepper, vice-president; Thomas 
B. Howell, of Richmond, secre- 
tary and treasurer, and R. A. 
Frayser, Richmond, assistant sec- 
retary. 

Executive committee members 
were named as follows: W. L. 
Penick, South Boston; E. L. Gee, 
Victoria; W. K. Smith, Clifton 
Forge; Kenneth Saum, Edinburg; 
C. C. Boyce, Portsmouth, and L. 
M. Jones, Blackstone. 

Advisory board members were 
chosen as follows: B. F. Tillar, 
Emporia; J. H. Luster, Blacks- 
burg, and H. A. Pleasants, Rich- 
mond. 

The convention on its opening 
day held a banquet at the Monti- 
cello Hotel and was addressed by 
Jay W. Jogns, newly-elected presi- 
dent of the Virginia State chamber 
of commerce. 

The meeting place for next year 
will be selected later. 





Display Stand For 
Dazey Can Opener 

This display stand for Dazey Can Open- 
ers show each of the three models and 


is offered with each purchase of two or 
more of each model. The stand is avail- 





able for a limited time only. Dazey Churn 
& Mfg. Co., St. Louis, Mo., recently ac- 
quired this opener which was formerly 
known as the Speedo, and was sold from 
house to house. Renamed the Dazey can 
opener it is offered exclusively through 
wholesaler-retailer distribution channels, 
and is now available in three models in- 
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stead of but one. The De Luxe model 
lists at $1.69; the other models will list 
at 69c and $1.39 (slightly higher west of 
the Rockies). The other models are 
known as the Senior and Junior numbers. 
These openers fasten to the wall and by 
turning the handle cut the top off cleanly 
and evenly. These devices hold the can 
before, after and during the opening pro- 
cess. Dazey Churn & Mfg. Co., 4301 
Warne Ave., St. Louis, Mo. 


Chas. Weiland, Inc. 
Issues Spring Catalog 


The Weiland 1935 spring catalog con- 
tains more than two hundred pages of 
illustrated descriptions of hardware, house- 
furnishings, cutlery, automobile and radio 
accessories and radio accessories and fish- 
ing tackle. Large illustrations show many 
of the lines offered. Included are pictures 
of dealer displays. Prices are included. 
An alphabetical index is included. Chas. 
Weiland, Inc., 147-149 Chambers St., New 
York City. 














/ NEW 
Fast Selling 
Fastener 

For Many Uses 


fee perfect fastener for making 
and strengthening wood joints. 
Will not cut or split the wood. 
Draws the sides of the joint to- 
gether securely. 





Ideal for making or repairing 
screens, cabinets, frames, furniture 
or for any general wood working 
purpose where a permanent, tight 
fitting joint is required. 





Stay Fasteners 


are coated with a preparation which, 
together with their design, gives 
them remarkable strength and hold- 
ing power. 

Easy to drive—special formation 
of the points prevents splitting. 
They drive in flush with surface of 
wood—can be entirely covered by 
any finish applied to the wood. 


25c and 10c boxes 
Packed in Unusually Attractive 
- Display Cartons 


17—25¢ boxes and 1 wood joint model 
34—10¢ boxes and 1 wood joint model 
16—10¢ boxes and 1 wood joint model 








Also combination unit: 


22—10¢ boxes and 6—25¢ boxes 
with 1 wood joint model. 

Larger than the usual trade 
discounts. Stock them now. 


Send for 
Folder and 
Trade 
Prices 








Wright Products Manufacturing Co. 
2101 Kennedy Street, N. E., Minneapolis, Minn. 

















New England Convention 


(Continued from page 74) 


sumed the question box discussion 
which continued until adjourn- 
ment. That night the Associates 
Dinner was held at the Bradford 
Hotel, a lively party with music 
and entertainment which attracted 
more than 500 hardware men. 

Thursday morning, H. D. Hud- 
son, president, H. D. Hudson Mfg. 
Co., Chicago, IIl., talked on the 
manufacturers’ obligation to the 
wholesaler and retailer. He re- 
viewed his own sales policy ex- 
periences, saying he believed in 
selling through the wholesaler and 
dealer but helping each to get his 
resale business. He was in favor 
of manufacturers selling direct to 
dealers but not to steal their trade 
—instead for the purpose of get- 
ting the jobber the business on the 
lines involved. 

John J. McDonough, State NRA 
Compliance Officer outlined the 
work and progress of his office 
under NRA rules. He said labor 
complaints were on the increase 
but that trade practice complaints 
were decreasing very rapidly. 

V. W. Wells, advertising man- 
ager, The Electric Hose & Rub- 
ber Co., Wilmington, Del., gave a 


| very instructive talk on modern 


| merchandising methods. 


He said 


| dealer advertising should “1—+tell 


people what you have to sell; 2— 
tell them why they need it or want 
it and the advantages of making 


| the purchase and, 3—why they 


| should buy it from you.” 


He said 
there are two reasons for buying, 
i.e., wants and needs and that 50 
per cent of all sales are for wants 
and not needs and therefore that 
is the field for advertising. 
Thursday night was “Retail 
Salesmen’s Night,” the best at- 
tended session of the convention. 
This meeting was addressed by 


_ Charles J. Heale, editor, Harp- 
| WARE AcE, F. S. Osgood, Hard- 


ware Retailer and H. P. Aikman, 
N.R.H.A. director. Mr. Heale 


| talked on the procedure for get- 


ting a raise in the retail selling 
field, stressing the need for mak- 


ing extra and second and larger 
| sales, saying that it was his ob- 


servation that hardware clerks the 
country over were held down by a 


traditional thorough knowledge of 
lines carried but too often lacked 
the merchandising or selling in- 
stinct. He said income was based 
on profits from sales which re- 
quired in these current, competi- 
tive days a greater knowledge of 
display, presentation, handling 
people and generally thinking in 
terms of making sales. He cited 
many instances of men growing 
old with a profound technical 
knowledge of hardware items yet 
making little salary whereas 
others perhaps less informed on 
the technical side were sales 
minded and were making greater 
incomes. He cited the examples 
of chains store and mail order 
selling activities where mere girls 
handled million of dollars worth 
of business in lines common to the 
hardware field. 

Mr. Osgood talked about the 
Hardware Retailer Sales Manual 
and urged clerks to use it and 
enroll in the selling course as- 
sociated with the manual. He 
asked for those interested to sign 
cards enrolling which four or five 
did. 

Mr. Aikman talked of making 
extra sales to the customer who 
shows even a casual interest in 
hunting or fishing equipment and 
gave several recent examples of 
this thought as experienced in his 
own store. 

Friday morning A. A. Uhalt, 
manager dealer division, General 
Electric Co., Nela Park, Cleve- 
land, Ohio, gave a_ practical 
demonstration of building up an 
electrical appliance department in 
the hardware store. He used fig- 
ures obtained from an Ohio dealer 
and a Massachusetts dealer to 
prove that his method of planning 
a sales and costs budget would 
work in actual practice. He also 
had charts to show the greatly 
improved status of the farmer’s 
buying power and urged dealers 
to budget for turnover and not for 
margin. He closed his talk with 
a reference to the well-known 
golden key sales story of Saunders 
Norvell, first told in HARDWARE 
AGE many years ago. He offered 
this story to show that sales- 
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minded people with selling plans 
have no limit in their progress. 

Mr. Aikman summed up the 
convention and outlined plans of 
the National organization not pre- 
viously covered in his remarks. 

Vice-president H. S. Chad- 
bourne, Milford, Mass., was ele- 
vated to the presidency succeeding 
Mr. Moore. Vice-presidents 
chosen are: Frank Peterson, 
Worcester, Mass., and Arthur Mc- 
Farland, Wollaston, Mass. Direc- 
tors elected are: Herman Carlisle, 
Springfield, Mass.; Frank E. Loud, 
Weymouth, Mass.; H. B. Bligh, 
Woburn, Mass., and Frank Toole, 
Pawtucket, R. I. Guy C. Small 
was chosen as secretary and Miss 
Calvina Nichols, daughter of the 
late treasurer Calvin Nichols was 
elected as treasurer. 

Four veteran members who 
joined in 1893, the year the organ- 
ization was founded, were pre- 
sented and given a hearty ap- 
plause. These men are: James P. 
Mackey, Brookline, Mass.; D. 
Fletcher Barber, Boston; Waldo 
Thompson, Woburn, and John H. 
Sayward, Haverhill, Mass. 




















Once More You Can 








profits. 


your jobber’s salesman. 


525 N. Ada Street 


Copyrights, not duplicated by any other scale. 
$1.10. There’s money for you in this deal. 


HANSON SCALE COMPANY 


Make Profits on 
Kitchen Scales 


by featuring this 


HANSON 


CookK-QO.METER 


Nationally advertised in 
Good Housekeeping to 
retail for $3.25 


Slightly higher in 
Far West and South 


Our New A-B-C Deal 


provides you with competitive scales with which you can attract trade 
at a price, and Cook-O-Meters with which you can trade up for real 
Cook-O-Meter has features protected by U. S. Patents and 


Your profit per scale, 
Write for details, or ask 


(EST. 1888) 
Chicago, Ill. 














Contributory Old Age Pensions Most Suited 


age pension of $22.08 was being 
paid to 12,520 aged persons at a 
total cost of $3,057,000. Of every 
100 persons in the state 16 years 
or older, 3.4 were getting a pen- 
sion, yet through its pension law 
the state saves yearly $23 per 


(Continued from page 42) 
month per person from its former 
almshouse cost of caring for the 
aged. New York State’s savings 
over almshouse cost under its pen- 
sion law averaged $15.81 per 
month per person. 

The Townsend pension plan— 


providing $200 a month for life 
for every person over 60 years 
of age—is considered by the com- 
mittee as “the most fantastic old 
age pension plan ever proposed.” 
Application of it would result in 
“compound multiple pyramiding.” 


Number of Pensioners—Dec. 31,1932, 1933—State-wide Mandatory Systems 


























Number of Number Population Number of Number of Pensioners 
Counties Paying of Pension Pensioners Pensioners per 1,000 
State in State Pensions Counties Dec. 31, 1932 Dec. 31, 1933. Population 
Arizona Ltteeeeee ees 14 14 ee oe 1,629 3.74 
Catena. ..«....... 58 58 5,677,000 12,520 14,604 2.57 
OM 6.052 <nersine 63 53 904,000  ..... 8,139 9.01 
Delawate ......... 3 3 238,000 1,565 1,586 6.65 
RN ere 4 32 347,000 1,078 1,288 3.71 
Massachusetts ...... 14 14 4,250,000 17,051 18,516 4.36 
New Hampshire.... 10 10 465,000 884 1,131 2.43 
New Jersey.....--.. 21 19 3,280,000 7,000 9,015 2.75 
New York........:. 62 62 12,588,000 54,185 51,106 3.32 
re 23 20 211,000 573 501 2.37 
County Optional Systems 

Maryland .......... 24 1 805,000 143 141 0.18 
Minnesota ......... 87 6 1,076,000 2,090 2,566 2.39 
ee 56 41 360,000 1,036 1,034 2.87 
ae 29 9 338,000 1,147 944 2.79 
Wisconsin ......... 71 7 1,029,000 1,678 1,756 1.71 

MNEs 6 5/0 aie 6:4 ntiag did dle ied ses ae eaennen 32,004,000 100,950 113,956 3.57 
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for Retail 
Hardware Stores 


What's ies 


Ehl Stay Fasteners 
For Wood Joints 


Ehl Stay Fasteners for making and 
strengthening wood joints are designed 
to draw the sides of the joint together. 
They are coated with a _ preparation 
said to give them great holding power, 
eliminating all chances of joint loosening 
by vibration or strain. They are easily 
driven with points formed at such an angle 
that they do not enter the same grain of 
wood, preventing chances of splitting. 
May be driven flush with surface of wood 


so that they will be entirely covered by 
any finish that is applied to wood. Where 
it is not desirable to use them on front of 
joint use of glue is recommended with an 
Ehl Stay driven in under side of joint for 
rigidity and strength. Suggested retail 
selling price 20 fasteners for 10c and 75 
fasteners for 25c. Seventeen boxes of the 
25c size are packed together or 34 boxes 
of the 10c size. Combination unit contains 
22 small and 6 large boxes in an attractive 
counter display carton. Dealer discount 
35 per cent. Wright Products Mfg. Co., 
2101 Kennedy St., N. E., Minneapolis, 
Minn. 


Arcade Home 


Work Shop No. 22 

The Arcade Home Work Shop, No. 22, 
listing at $35 less motor, comprises lathe, 
jig saw, drill press, sander and grinder. 
Plugs into electric socket all ready for 
work. Five power tools mounted on one 
cast iron base supported by heavy steel 
legs. Same V belt operates each unit, the 
motor being turned into position and the 
belt changed quickly from one machine to 
another. When operator is using any one 
tool, none of the others interferes with 
the work. May be operated by a %4, 1/6, 


or % h.p. motor, although % h.p. is rece- 
ommended. 


Motor mounting plate with 

















New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


PR Les Ce oe ene aae a 

















wide variety of motor holes furnished with 
each machine. Equipped with % in. wide 
V belt for transmitting power to all units. 
Four step motor pulley provided. Hand 
screw on top of base is loosened or tight- 
ened to change motor position from one 
tool to another. Lathe has 8 in. swing 
turning 15 in. between centers. Lathe 
shaft is % in. diameter, bronze bushed. 
Lathe spindle threaded for face or screw 
plates. 15 in. lathe bed extension, face 
plates, and screw plates, are supplied as 
extra equipment. Lathe tool rest adjusted 
by hand wheel. Jig saw uses standard 
plain end saw blades. Saws to center of 
a 19 in. panel. Drill press will drill metal 
as well as wood. Disc sander is 8% in. 
in diameter. Sander table adjustable and 
can be tilted to any angle. Supplied with 
\% by 4 in. grinder mounted on end of 
lathe spindle. The % in. shaft threaded 
for scratch, buffing, or polishing wheels. 
Accessories available are: 15 in. lathe bed 
extension, face plates, screw plates, lathe 
chuck mountings, an extra wide lathe tool 
rest, a grinder guard and rest, etc. Arcade 
Mfg. Co., Freeport, Ill. 





‘“‘Bethanized Wire” Has 
Improved Zine Coating 


Bethlehem Steel Co. offers “Bethanized 
Wire” which has an improved zinc coat- 
ing. By the “Bethanizing Process” for 





zinc coating wire, zinc can be applied to 
steel wire, says the maker, “with two or 
three times heavier thickness than by any 
previously known process. The coating 
thus produced is zinc of high purity, 
claimed to be so ductile and so tightly 
adherent to the steel base that it will not 
crack, flake or chip off under severe dis- 
tortion. Moreover the wire protected by 
these coatings of zinc retains a brighter 
metallic luster than has heretofore been 
possible in zinc coated wire.” At present 
the company has standardized upon three 
grades with minimum coating thicknesses 
of 0.8, 1.6 and 2.4 ounces of zinc per 
square foot, respectively for base sizes. 
Maximum coating ordinarily specified on 
galvanized wire is .4 ounce per square foot. 
“*Bethanized’ coatings are so tightly ad- 
herent to the steel wire that starting points 
for corrosive action are practically elimi- 
nated,” says the maker. Essentially the 
new process is electrolytic in action, the 
zinc being transferred from a zinc solution 
to the wire as it passes through the solu- 
tion. Zinc solution is carefully prepared, 
painstaking steps being employed in its 
purification. The result is an exception- 
ally pure coating of zinc applied to the 
wire. Bethlehem Steel Co., Bethlehem, Pa. 





Silver Sentry 


Silver Sentry is offered to prevent silver 
from tarnishing. It is not applied to the 
silver in any way but comprises a crystal 
compound designed to absorb the tarnish- 
causing gases from the air. Bottle is 
opened and placed in silver drawer, cab- 
inet or showcase and will, according to 
the maker, keep silver once it is polished, 
bright for months. 

Attractive bottle packed in modern style 
box. Suggested retail selling price. 50c a 
jar. Columbia Refining Co., Long Island 
City, N. Y. 
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Now— Red Bakelite Trim 























Satin-Ray Aluminum 


The new line of West Bend Matched Aluminum is 
available in two finishes, each with different trim. 
Particularly beautiful is the Satin-Ray finish with rich 
cherry-red bakelite trimmings. Matched in every detail 
—knobs, handles, beads, covers, finish, and design— 
the new line radiates in appeal. And the beautv 
is more than "skin deep'"—because this new West Bend 





Aluminum is packed full of new and different features. | 
The complete set is also available in the Silver-Sheen Perco ator 
finish (highly polished) with black bakelite trimmings. New cover eliminates boiling over. The no- 


Here is a profitable line for 1935 because it is so drip spout is easy to clean. Matched design 
—even the glass top matches the bakelite 


practical and entirely new that every housewife will J : 
a : : ° knobs of other utensils. The Percolator in 
become dissatisfied with her old cooking utensils. the Satin thew Gott hes 2 ved Nahin handle 


which provides a warm color contrast with 
the Satin-Ray metal. A new six-rivet process 
holds handle securely in the aluminum sockets. 


Be ahead in 1935 with 
—_— this new line —foremost in 
SS style, features and profits! 


‘{_— WEST BEND 


Aluminum Co. 
Dept. W303, West Bend, Wisconsin 
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Send for our new booklet 
and new price list 
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Spread Bottom General 
Fruit Purpose 4 


W. W. BABCOCK CO. - - BATH,N.Y. 














Victor 
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Stoeger Issues 
Gun Stock Pamphlet 


The A. F. Stoeger Gun Stock Pamphlet, 
which is offered by that company for 10 
cents in stamps, gives complete informa- 
tion and actual costs of restocking and 
remodeling all makes of guns. Included 
in this illustrated pamphlet are American, 
French, Circassian walnut gun blanks for 
rifles and shotguns. Blank, rough inletted 
and finished gun stocks for all guns are 
listed, etc. A. F. Stoeger, Inc., 507 5th 
Ave., New York City. 





Carborundum Brand 
Hook Stone No. 44L 


The Carborundum Brand Hook Stone No. 
4AL is of Carborundum-brand silicon car- 
bide and is for sharpening all sorts and 
sizes of hooks and gaffs. It is of handy 
size, 2% in. long. One side beveled and 
the other is rounded. Beveled side is for 
getting around and under barb and for 
pointing up small hooks. Curved side for 





finishing up points and for sharpening 
large hooks and gaffs. On flat side of 
stone are two grooves to be used in bring- 
ing badly dulled and blunted hook points 
back to shape. A free display carrying 
one dozen stones is offered to dealers. 
Complete with case this stone lists at 50c. 
The Carborundum Co., Niagara Falls, N. Y. 





Universal Hospitality 
Tray Set No. E8620 


The Universal Hospitality Tray Set il- 
lustrated comprises No. E6722 oven toaster, 
black enameled and chromium plated, two- 
slice capacity; No. 8620 walnut-finish tray 
with black handles, size 2144 by 16 in. 
Has five-compartment crystal-clear glass 
dish 6% x 14% in., walnut-trimmed maple- 
cutting block 5 by 14% in., and cutting 
knife with 7-in. stainless-steel blade and 
ivory-grained handle. Tray, glass dish, cut- 





ting block and knife in one carton, toaster 
in separate carton. Set No. E8720 has No. 
E69770 sandwich toaster instead of oven 
toaster with other equipment the same. 
No. E69770 sandwich toaster and griddle 
is black enameled and chromium plated 
with aluminum cooking plates 10% in. x 
55% in. Landers, Frary & Clark, New 
Britain, Conn. 
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“Bunyan” Garage Door 
Holder and Braces 


Easily and quickly installed the “Bun- 
yan” garage door holder has locking bar 
31 in. long and trip is 28 in. long. Has 
two positions of holding doors open, 
straight out and clear back. Bar and 
trip finished in jade green with Chinese 
red brackets. Bolts and rivets cadmium 
plated. Uses 1% in. No. 12 round head 
blue wood screws. One pair in carton, 
weight 7 lbs. “Bunyan” garage door brace 
is 60 in. long, built in three parts of 
% by % steel, jointed with heavy rust 
proof rivets. End brackets arranged for 
easy installation. Adjustment by taking 
up on % x 2% in. bolt. Supplied with 
1% in. No. 12 round head blue wood 
screws. Finish, green with red brackets. 
Weight packed 4 lbs. per pair. Bunyan 
Products Co., 10516 Western Ave., Cleve- 
land, Ohio. 


Modern Package For 
Stanley “Pull-Push” Rules 


This attractive royal blue package with 
white letters and Cellophane window com- 
prises heavy cardboard outer shell with 
window fitting over a partitioned cardboard 
tray. Rules are plainly visible yet pro- 
tected from theft as tray must be pulled 





out before a rule can be removed. Strong 
easel holds counter display in position. 
Display is furnished with Stanley “Pull- 
Push” Rule Assortment No. 91, which in- 
cludes the twelve rules most in demand. 
Stanley Tools, New Britain, Conn. 


Issue “Fence Manual 
and Fence Facts” 
This manual is a 48-page booklet with 


more than 85 illustrations and diagrams. 
Step by step it covers the principles of 


proper fence erection. There are also 
pointers on post setting and the hanging 
of gates as well as advice on the selection 
of proper fence styles to fit particular 
needs. Interest in the book indicate that 
farmers realize the importance of careful 
fence building methods which assure the 
greatest possible service from fences they 
erect. Copies of the manual are available 
from American Steel & Wire Co., 208 S. 
LaSalle St., Chicago, Il. 





Niagarette By Burks 
Water System Series 8780 


Of simple design this pump has high 
quality materials. Total head (including 
suction lift and friction loss), 50 lb. per 
sq. in. or 115 ft. Powered by Emerson 
induction-repulsion motor built for heavy 
duty. It has no moving parts. May be 
used as a “feeder” for large storage tanks 





already in place or to be installed. Has 
automatic air volume control which main- 
tains proper air-water ratio in storage tank 
without any attention. The maker states 
that whenever trouble of any kind results 
in an over-heated motor the motor is au- 
tomatically disconnected. Imepeller and 
raceway are of cast bronze, base and 
pump case are of galvanized cast iron. 
Bulletin No. 102-B illustrates the water 
system. Decatur Pump Co., Decatur, Il. 





Whale Brand No. F33 
Keyhole Hack Saw 

This keyhole hack saw has pistol grip 
and thumb rest to give firm hold. In- 


terchangeable 714-in. blade, flexible back. 
Hardened cutting edge for cutting all 





PAT APPLIED FOR 





metals, woods, plaster, wall board, con- 
duit, etc. One on a display card, twelve 
cards in a box. List price, $3.15 per 
dozen. The Forsberg Mfg. Co., Bridge- 
port, Conn. 


HARDWARE AGE 
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THE LIVEST LINE 
OF KNIVES 
ON THE MARKET 


* THEY LOOK DIFFERENT 


* THEY FEEL DIFFERENT 
that’s why they sell on sight! 


[. STORES where all brands of knives 
are displayed with equal prominence 
and effectiveness, REMINGTON DU PONT 
household cutlery always “walks away 
with the show.” There are three good rea- 
sons for this: The design of Remington 
DuPont cutlery is unusual, but highly 
practical. Handles are molded to the 
housewife’s hand . . . blades are built of 
brilliant, stainless, sturdy steel . . . and 
the name Remington Du Pont etched on the 
blade is the housewife’s guarantee of good 
service and long life. 

Write Remington Arms Co., Inc., Cut- 
lery Division, Bridgeport, Conn., and get 
the complete story of America’s most pop- 
ular line of cutlery. 


Remington, 


866.u.5.9at,078 


FAMOUS FOR THEIR RAZOR SHARP EDGE 
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RIM DEAD LOCK 


Drawn Steel Case 


(Drawn Steel Is STRONGER Than Cast Iron) 


Bolt Made of LAMINATED 
Hardened Steel With Full 
ONE INCH Throw 





Wy, y) 
€ VE put a lot of value into this 
new Rim Dead Lock... No. 3535... that 
your customers will appreciate. 
Case and Strike are of DRAWN STEEL, 
black japanned.* Size, 332” x 234”. Back 
set 234”. Bolt throws FULL INCH and 
is made of LAMINATED Hardened Steel, 
brass plated. 
Cylinder is of accurately machined Solid 
Brass, Pin Tumbler construction. 

*Can also be furnished with Cadmium Plated 

Finish in quantity lots on specia! order. 


The Eagle Quality Line 


Night Latches Store Door Sets | Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


mace fox co 


26 Warren Street-- New York. 
Branch Offices: 


521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Works at Terryville, Conn. 
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Yale Featherweight 
Skid Platforms 


Designed to fit many needs of industry 
they are easily handled and are of light 
weight. A 36 in. by 48 in. platform 
weighs less than 40 lbs. and can be 
stacked high. Legs welded to the deck 
angles—assuring rigidity. Eight bolts in 
every foot of platform length provide tie 
in between lumber and deck angles. This 
also reduces objectionable warping of deck 
boards. Has no sharp angle corners. 
Deck lumber, of high-grade oak, is uni- 
form in length, quality and_ thickness. 
Legs and deck angles spaced to guide 
truck. Platforms built in sizes from 24 
to 36 in. widths and 24 to 60 in. lengths. 
Underclearances 64%, 7% and 9% inches. 
The Yale & Towne Mfg. Co., Philadelphia 
Division, Philadelphia, Pa. 


Corona Wool Fat 
Compound 

Corona Wool Fat Compound for farm 
animals is for corns, quarter cracks, 
barbed wire cuts, split hoofs, injured cow 
udders, etc. May also be used for reliev- 
ing corn husker’s hands. Packed in two 


OtVtCilisr 


FOUNDER 


OMPOUND 





Pinar 
FoR GUDPED. CAKED UDDERS CUTS. 
VISES. WOUNDS INJURED HOOFS. 





size tins, 8 oz., list 60c, and 20 oz., list 
$1.20. The various uses of this product 
are described in a 20 page illustrated 
booklet. Corona Mfg. Co., Kenton, Ohio. 


Disston Keystone Hand 
Saw Display Stock 


This attractive display with five Disston 
Keystone hand saws is for use in the show 
window, on the counter, etc. Display com- 
prises wooden stand, legs of which are 
slotted to carry five 26 in. saws on one side 
and five on the other. An attractive sign 
card, 22 by 7% in. lithographed on both 
sides fits in top piece of display. One 
side features Keystone Hand Saws in yel- 
low and black; the other features Disston 
hand saws in orange and black. In using 
this display the dealer takes Keystone 
saws supplied in the display stock package 
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and the Disston saws from his stock. Each 
saw in the Keystone stock carries Key- 
stone shape price tag giving price and 
brief sales talk. On back of card con- 
sumer is offered an opportunity to secure 
a copy of the Disston Saw, Tool and File 
Manual. In addition to the display ma- 
terial a retail price card for Disston and 
Keystone saws and an instruction sheet 
telling how the display may be used for 
increasing hand saw sales is included in 


en get} 


TAME Saws 





the material supplied with the twelve Key- 
stone saws in the display stock. Stock 
comprises: one K-1 Leader 26 in., 8 point, 
list 85c; one K-2 Speedster, 26 in., 8 point, 
list $1.00; four K-3 Pacemaker, 26 in., 8 
point, list $1.25 each; two K-3 Pacemaker, 
20 in., 9 point, list $1.00 each; one K-4 
Air Master, 26 in., 8 point, list $1.50; one 
K-5, Defender, 26 in., 8 point, list $1.75; 
and two K-6 Challenger, 26 in., one 8 and 
one 9 point, listing at $2.00 each. Total 
retail value of saws is $16.10. Dealer cost 
is $10.65. Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


Two Lionel Boats 


Lionel’s No. 43 boat is an improvement 
over last year’s model made more interest- 
ing by the addition of two figures in the 
cockpit. Figures have béen sculptured out 
of plastic wood and are hand painted. No. 
44 is a long trim speedster with deck 
enamelled to represent mahogany plank- 
ings. Has giant twin motor casting with 
realistic raised exhaust pipes. Both boats 
are 17% inches long, of heavy steel, 
equipped with trick rudder mechanism. 
Rudder can be set for boat to travel out 














100 feet, turn around automatically and 
return to starting point; or travel contin- 
uously in circles. Or it may be made to 
shoot out in a straight line for 200 or 300 
feet. Spring motor gives more than four 
minutes of fast operation at a single wind- 
ing. Cradle packed with each model on 
which boat may be placed when not in 
use. The Lionel Corp., 15 E. 26th St., 
New York City. 





G.E. Hotpoint Iron 
Counter Display 


This compact counter display, printed in 
four colors, is furnished free with each 
initial purchase of six of the light-weight 
streamlined Hotpoint irons, known es the 
Moderne model. Display provides space 
for showing two irons. Arrows point to 
features of irons and call attention to their 
streamlined design. The Hotpoint Redman 
is shown. General Electric Co., Merchan- 
dise Dept., Bridgeport, Conn. 








Winchester Booklet On 
.22 Rim Fire Sporting Rifle 


Winchester’s booklet “Supreme Leader- 
ship” is devoted to the Winchester model 
52 rim fire sporting rifle. It contains 16 
pages, including five illustrations of the 
rifle. This attractive booklet describes the 
rifle in minute detail in the language every 
rifle lover understands. A page is devoted 
to sight adjustments, and a table enables 
the shooter, once he has zeroed his rear 
sight, to make the proper alterations for 
various ranges, without the need of firing 
sighting shots. Sample copy or supply of 
booklet No. 1321 for customers available 
from Winchester Repeating Arms Co., 
New Haven, Conn. 
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from which Spring Profits 


Get ready now to cash in on the sales opportunity 
offered in Screen Door Closers. Get your stock in 
shape, plan your displays of these three Ilco items. 
Slamming doors make an annoying racket and bang 
themselves to pieces. Every customer can be easily 
sold one or more of these three devices which add 
comfort to the home and save wear and tear on 
doors. Just mention them and they’ll keep your cash 
register ringing up profits for the next few months. 


The New No. 650 Ilco Screen Door Closer 


No. 650 is a lighter liquid type unit with heavy duty 
power, for screen doors and light inside doors. It is 
the same construction as the larger Ilco Closer, has 
a strong helical spring, and a three point bearing. 


The No. 650 Ilco can be mounted in any normal ap- 
plication without the use of special arms or brack- 
ets—no reversing of springs necessary—and it gives 
complete adjustable control of closing speeds. It’s 
the Door Closer your customers will want — one 
which assures lasting satisfaction. 








The Ilco Senior, for heavier screen doors with its heavy, 
bright finish, brass barrel, and adjustable checking speed, 
assures excellent service. 





And Ilco Junior, for lighter screen doors, also has the 
bright finish brass barrel and is of the same fine material 
and workmanship. 

Display and push these items now for spring profit and 
customer satisfaction. 
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INDEPENDENT LOCK COMPANY 


FITCHBURG MASSACHUSETTS 


THE SYMBOL OF SUPREME LOCK PROTECTION 
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‘MAKE MORE PROFITS 
| from the 
Better Housing Campaign..... Sell 


MCKINNEY 
GARAGE HARDWARE 





This “Under-the-Header” Set 
Will Modernize Old Garage Entrances 


You can cash-in strong on the Better Housing Move- 
ment by “pushing” MCKINNEY “Under-the-Header” 
Sliding-Folding Garage Equipment—the PRACTICAL 
and ECONOMICAL unit to recommend for modernizing 
the inconvenient, sagging, swinging hinged doors. The 
old doors may be hinged together and operated on a 
trolley track, making a modern installation without 
having to pay for new doors. 


THE HARDWARE IS INSIDE—OUT OF THE 
WEATHER. THE ARM OF THE HANGER IS 
HEAVY MALLEABLE IRON—IT CAN’T SAG. The 
set is easy to install (no headroom required)—easy to 
operate, EASY FOR YOU TO HANDLE—it’s PACKED 
IN ONE CASE, TROLLEY TRACK AND ALL! 


Contractors—Architects and Home Owners are your 
prospects. If they’re remodelling—sell them and make 
yourself more money—more satisfied customers! If your 
jobber can’t give you details write us today about the 
“Under-the-Header” Sliding-Folding Trolley Track Set 
No. 8024-2. 


MCKINNEY MANUFACTURING CO. 
Main Office & Factory . . . . PITTSBURGH, PA. 


District Offices 
NEW YORK, CHICAGO, SAN FRANCISCO 


HARDWARE BY 


McKINNEY 
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WOMEN BUY! 


this modern convenience 


because it offers— 


LABOR SAVING « LOW 
PRICE « AND BEAUTY 





Self - Heating Iron without 
cords or attachments! Priced 








below any iron of comparable 
quality—yet carrying an attrac- 
tive profit. Home-makers ap- 


preciate the Radiant Self-Heat- 
ing Iron’s lower ironing cost, 
easier, tireless use and fine ap- 
pearance. Its economy and con- 
venience beat electricity or gas! 


MANY SALES FEATURES 


Cuts average ironing cost to Ic. 
Base pointed at both ends, with 
button-bevel edges. Brass fount, 
handle straps and top plate 
nickel - plated, base chrome- 
plated. Ever-cool handle fin- 
ished in black and silver. Brass 
coil generator match - lighted, 
ready to iron in 40 seconds. 
Even, point-to-point heat distri- 
bution, easily regulated. Right 
weight for pressing and iron- 
ing. Comes complete, with sim- 
ple directions, ready to use. 


THE RADIANT PROFIT-LINE ! 


Includes de luxe and _ utility 
models of graceful, high-pow- 
ered, instant-light lamps and 
300 candlepower lanterns, as 
well as_ self - heating irons. 
Smart, new items that seli fast 
at a good profit margin for you! 
Right now the 





Automatic volume sales 

Oll-Fired season for irons 
Water Heater and lanterns is 
For summer | at hand — get 
sales! Lowcost | complete details 
and exceptional and discounts. 
economy. Pilot | A Radiant de- 


flame keeps 
water hot! Un- 
usual profit 
opportunity / 


partment is a 
profit-maker for 
you the year 
around. 











RADIANT PRODUCTS, INC. 
103 Radiant Bldg. Akron, Ohio 
Prices slightly higher West of Mississippi 


RADIANT. 





PRODUCTS 











Binks Mfg. Co. Issues 
Spray Equipment Book 


The new edition of Binks bulletin AD- 
114 is a two-color, 32-page booklet, giving 
prices and descriptions of new additions 
to the line of Spray Equipment. New 
developments include the Thor model 5 
Touch-up Gun with adjustable spray head 
and overhead trigger and Thor model 6 
Touch-up and General Utility Gun. Also 
included is the No. 5 complete Touch-up 


| outfit with 6 extra cups, necessary hose 


and connections and handy metal tray. 
The bulletin briefly outlines the entire 
Binks line including: descriptions, prices 
and illustrations of spray guns for various 
purposes, cup-type containers, pressure 


containers, oil and water extractors, hose, | 


air regulators, nozzles, compressors, port- 
able spray outfits, spray booths and exhaust 
units. Suggestions and technical informa- 
tion on the proper equipment for various 
uses are suggested. Binks Mfg. Co., 3114 
Carroll Ave., Chicago, Ill. 





Russia Cement Co. 
Issues Catalog No. 33 


Catalog No. 33 of Russia Cement Co. 
shows Le Page’s glue, paste, mucilage, ad- 
hesive specialties and signet inks. [Illus- 
trations show containers for various prod- 
ucts as well as counter displays. List 
prices and recommended consumers’ prices 
are given. Among the items described 
are: LePage’s waterproof cement, liquid 
solder stamping ink, white paste, Big Boy 
paste, Gripspreader mucilage, waterproof 
glue, paperhanger’s paste, hot water size. 





cold water wall size, and tin paste. Russia 
Cement Co., Gloucester, Mass. 
Cudahy Anchor Glue 
For Household Use 
Cudahy Anchor Glue for the home 


craftsman, etc., may be used for: wall 
sizing; washing woodwork; leather repair- 
ing; woodworking and gluing paper, etc. 
It is quickly and easily prepared and has 
no objectionable odor, says the maker. In 





the dry form it will not spoil nor lose its 
strength. When washing woodwork it is 
applied like a washing compound, the 
glue size putting a glossy protective finish 
on the woodwork. Chairs, tables, cabinets, 
etc., of soft and medium hard wood can 
be repaired with Anchor Glue. The Cud- 
ahy Glue Works, Chicago, I]. 


















™ Nout 
Bassick 


DIAMOND-DART 












Casters f 
Wood Fur : 
or Metal E 











The easiest swiveling caster ever 
made to retail at less than $1.00 
per set. Two sizes, with all- 
purpose “Universal” composition 
- wheels. 


Caster Sockets for Metal Beds 








These sockets with the above casters are 
all you need to stock fo take care of 
over 80% of all requirements for metal 
bed casters. You increase your turnover, 
decrease your investment and give your 
customers the very finest caster for a 
metal bed. 









THE BASSICK COMPANY 


Connecticut 






Bridgeport, 





tan SS. 





CORP 


ONTARIO — 


STEWART-WARNER-ALEM 
OF CANADA, LTD., BELLEVILLE, 
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No. 1730 
THE GRIFFIN WROUGHT STEEL 


PERFECTION SCREEN and STORM 
DOOR SET 















No. 730 Loose Pin 
Hinge with Button 
Tip is full surface. 
Length of joint 

3 inches. 





Various Means of Application 
of No. 730 Hinge 


Improved design 
No. 830 Handle 
Flush and Escutcheon 
with positive lock- 
ing device. This 


When D : SA - h ts revers- 








No. 3 Coil Wire Spring and Hooks 






















Home owners readily ap- 
preciate the advantages 
of GRIFFIN Wrought 
Steel Perfection Screen 
and Storm Door Sets No. 
1730. The loose pin, but- 
ton tip, full surface hinge 
can be applied various ways to 
the advantage of position per- 
mitting quick and easy re- 
moval of the door. The 
GRIFFIN latch is reversible, “‘patented’’—a 
positive locking device applied to the surface of 
the door, no mortising. The graceful design, 
=_——- in attractive finishes, offers pleasing appear- 
A ance and lasting surface. : 


Descriptive Folder Sent on Request 


sRIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 



















Branch Offices and Warehouses:- 


NEW YORK: 45 Warren St. BOSTON: 113 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. | 
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Could you swing 
THIS BABY 


all day long? 


This is a Machete, made by 
Collins especially for the na- 
tives of Mexico and is used in 
clearing tropical vegetation. 


The natives here, as elsewhere 
throughout Central and 
South America, demand 
Collins tools. Théy have 
confidence in this one 
brand because Collins 
has given them the 
shape, size, weight, 
balance and handle 
they require — plus 
enduring quality in 
steel and temper. 



















| You can swing a 
AXE BUSINESS 
| withaGOOD AXE! 
| 


Cut out the questions, the doubts 
and fears, by carrying Collins 
axes. You'll be delighted to see how easily 
this famous brand sells—and stays sold. 
| And you'll like doing business with Collins 
| —we stand back of our tools today, as we 
have for 109 years. 


| Start now to sell a complete line in one 
well-known brand—Collins. 
If your jobber cannot sup- 

ply you, write us. 


Our wide range of 
styles and prices 
means that you 
can satisfy every 
customer with the 
Collins line alone. 





Collins Michigan 
Single Bit 





LEGITIMUS 


tHe COLLINS o. 


| 


COLLINSVILLE, CONN. 








AXES HATCHETS 
BUSH HOOKS HOES 
PICKS MATTOCKS 
Collins Official Boy Scout 
Axe 
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EVERY MAN 


WITH A 


LAWN ~ GARDEN 


wants the type of spray, sprin- 
kler or hose nozzle best suited 


for his particular needs — the | 


W. D. Allen Mfg. Co. make 


nearly 60 types and kinds. | 


Among the most popular items 
for 1935 are: 


The Justrite 

Garden Hose 

Nozzle is made 

of heavy cast 

brass and is 

easily adjusted 
to throw a fine or heavy spray and 
a long or heavy stream. Can be shut 
off without back spray or leakage. 
A sturdy all purpose nozzle which will 
last a lifetime. 


The Allen Flat 

Spray which 

throws a fine 

fan-shaped 

spray—ideal 
for young grass, tender plants and 
delicate flowers. It is made of solid, 
highly polished cast brass. 


The ''Globe"' 
Lawn Sprinkler 


is a novelty but | 


at the same 
time an effec- 
tive and prac- 
tical sprinkler. 
A revolving 
ring head caus- 
es a large at- 
tractive globe or ball of fine saturat- 
ing spray. Sturdily made—upper 
part is brass, the base green enamel. 


FREE These and many other 
Sprinklers, Sprays and Nozzles 
are fully described in our col- 
ored 1935 catalog. Send for 
your free copy 


today. It will 
help you in- 
crease your 
sales, 


W.D. ALLEN MFG. CO. 
566 WEST LAKE ST., CHICAGO, ILLINOIS 


69 WARREN ST., NEW YORK, NEW YORK 








_ Bicycle Replacement Plan 


A plan of bicycle replacement is offered 
| by Harkins, Son & Co., St. Louis, Mo., 
and backed by an insurance company. For 
| Sse a year the bicycle owner is issued 
a certificate which provides for a substan- 


tial credit toward the purchase of a new 
machine from the issuing dealer, in the 
| event of theft or destruction of the ma- 


chine by fire. The certificate is issued as 


part of an open policy issued to the dealer. | 


Terms provide that theft shall be promptly 
reported to local police authorities and a 
thirty-day waiting period is provided for 
to enable efforts to recover stolen ma- 
chines. 


Arrangements have been made to sell deal- 


| ers books of ten, twenty-five and fifty cer- 


tificates at $1.50 each, or $15.00, $37.50 
and $75, respectively, to dealers in the 
south and far west, in addition to the mid- 
dle west. The master policy will be 
issued guaranteeing all certificates and the 
insurance company will agree to refund in 
full, all monies for unsold certificates. 
Harkins, Son & Co., Fullerton Bldg., 122 
N. Seventh St., St. Louis, Mo. 


Eveready Offers 
Sign Writing Kit 

Eveready dealers may obtain the Wrico 
Show Card Lettering Set No. 1, illustrated 
as part of two deals. It may be used by 
following simple instructions and it is 
not necessary to learn how to letter in 
order to effectively use this set. As part 
of Deal A the dealer places an order for 
$10.00 (at dealer prices) for Eveready 
flashlights and flashlight batteries, in addi- 
tion paying $3.75 to the company for the 
sign kit. Deal B requires a check for 
$3.75 for the kit in addition to an order 


totaling $20.00 (at dealer prices) which 
may include Eveready radio batteries, dry 
cells or flashlight material. Although the 
kit is not manufactured by National Car- 
bon that company was instrumental in its 
development. Kit includes: 1 metal draw- 
ing board; 1 Wrico brush pen; 1 Wrico 
letter guide; 1 Wrico number guide; 50 
assorted color cards 7 in. x 11 in. (18 of 
these printed with designs), 6 bottles show 
card color (assorted colors); 1 glass stir- 
ring rod; 1 cleaning brush, and 1 illus- 
trated direction book. Instructions for 
using this kit are easily followed. Na- 
tional Carbon Co., Inc., 30 E. 42nd St., New 
York City. 








Under the plan there is a 2 per | 
| cent per month depreciation from the orig- | 
| inal cost, both on new and used bicycles. | 

















Hara Facts 


forthe HARDWARE 
TRADE.... 


The squealing ox-cart is only 
a very distant relative of the aeroplane. 

And the cloudy, off-color, 
variable wood turpentine of the early 
days of steam-distilling is equally as ob- 
solete when compared with Newport 
Steam Distilled Wood Turpentine as pro- 
duced by our modern methods under 
laboratory control. 

Your paint trade will be 
quick to recognize the advantages of 
this Newport product...a turpentine that 
is always absolutely pure and uniform, 
is crystal-clear, water-white. 

This uniformity lasts right through 
the job, for Newport Steam Distilled Wood Turp- 
entine is put intosealed steel drumsand lithographed 
cans right at the distillery...and there is no chance 
for oxidation or deterioration in any way. Paint 
users will appreciate the constant uniformity of this 
product. Stock it in drums and lithographed cans 

. for satisfaction, convenience and profit. 


WATER WHITE 
CRYSTAL 
PURE 


RPENTINE 








GENERAL NAVAL SfORES COMPANY. 1. 
‘ fA 
ADDRESS MAIN OFFICE: 230 Park Avenue, New York City 
PLANTS: De Quincy, La; Pensacola, Fla; Bay Minnette, Ala. 
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INDIA 
-WASHITA 
HARD ARKANSAS 





Oe eixcup dime 
SELL scrapers! 








1 RS : : " names > a 
- Fix up—paint up—modernize! It’s r that mean 

p—paint up , 

in the air this year . . . Even Uncle Ask An 
RE a a a QUALI 

Sam is pushing the fix-up idea wit OILSTONES 
ons his F. H. A. to your trade MECHANIC 

NORTON 
t is only Good work demands a scraper. ae CARPENTER 
oplane. Here are three Goodell-Pratt models = HOME ARTISAN 
¥-color, that sell on sight:— 
2 early Vv 
1 as ob- No. 55—New Utility Scraper—a tool with / , 
lewport hundreds of uses—three separate reversi- acm * 7 ° They ll tell you that 
as pro- ble blades—gets into the hard-to-do places NORTON PIKE has stood for 
under —fits every need from restoring antiques f= | | 
to cleaning kitchen utensils. Belongs in ie, £8 Sneees Matinee QUALITY for 112 years. 
. — anty ‘ape 

will be every home—every tool kit. Each scraper List 35¢ ‘i v 
ges of mounted on attractive unit display card for 
ine thet fast open-counter turnover. I Ag D IA ses 


iniform, os. 34. and 35— New Reversible-Blade | 
° Nos. 34 135—New R ble-Blad J | NORTON’S ALUNDUM ABRASIVE 


Scraper. One blade with four keen scrap- 


oa Torr i nl ee Rg ay | oil-filled at the factory 
at No. —N vor § —reversible , | 4 
oy. Pain pra rsbeeorte aaa eon, vat tl | a longer lasting stone 
ab yee et joint—instantly adjustable to different | available in three grits and all 
ofit. angles and pitches. Reversible-Blade 

It will pay you to go after this easy wae pg a standard shapes and sizes. 
ITE business. When you sell a paint or a 


brush, sell a Goodell-Pratt scraper | The choice of experis 


too. For other models, see the Book 
of the Year—our first consolidated 


catalog of best sellers. If you | BEHR-MANNING 


h ' ived 
avent received a TROY, N. Y. 


copy .. . write for =— _ a 


it now. alae BEHR-MANNING « Troy. N. Y. 


cdennael Please send complete OILSTONE CATALOG. 


MILLERS FALLS COMPANY 


GREENFIELD, MASS. HA328 


AGE MARCH 28, 1935 


SALES REPRESENTATIVES IN U.S.A. FOR NORTON PIKE 
































| No. 5609 Plymouth Clock 


This eight day clock—an 8-day model— 
is offered in ivory, mahogany, black. De- 
; signed for use in home or office each has 
silvered mat and gold colored sash and 


TURNER 
Camp STOVES. 


The new Turner Gasoline Camp 
Stoves are made in three models | 
—each model designed for a par- | 
ticular type of recreation cooking. 





First, there is the “De Luxe 
Traveler” for camp, cottage or 


feet. The 2-inch metal dial is in gold- 
plate with cream-colored center and has 
black numerals. Diameter, 3% in.; thick- 
ness of case, 14% in. The Plymouth Clock, 
Thomaston, Conn. 


Pittsburgh Steel “Ready 
Reference Fence Guide” 





The purpose of Pittsburgh Steel’s | 
“Ready Reference Fence Guide” is to pro- 
vide in convenient ready reference form a 
practical guide for the selection of suit- | 
able styles of fence for many varying en- | 
home use—a sturdy, rugged, two- | closure requirements. Part one has to do 


burner stove with permanently with the manufacture of iron, steel, and 
attached folding legs and a de- wire fence and is profusely illustrated, 


showing some of the processes of manu- 


mountable side shelf. It is useful, : 
facture. Part two has fence selecting 


a ps picnics and shorter, eamp- guide charts, including: farm _ fence; 
Pe d gry poultry fence; lawn fence; barbed wire | 

gang to teed. designation table and table of actual wire 
sizes. Two fence charts show the amount | 
Then comes the “Traveler,” | of fence required for specific enclosures | 
also with two burners—ideal for | of varying sizes and shapes. Standard 


vacation, fishing and hunting trips. | fence specifications are outlined. Part 
It’s a twin of the “De Luxe” ex- |- four tells “how to erect fence,” and illus- 
cept for low bracket legs and it | trates procedures in bracing line posts, 


has no shelf. stretching the fence, post alignment, fin- 
ishing the fence, etc. Part five is given 


And then the “Picnicker,” a | over to modern poultry management cover- NY job requiring skill can 
one-burner model made for week- re such gry ge sanitation, wire he handled more easily 
. . . 7 | g , 
end outings, beach parties, picnics, | ‘27S 95 47 aid im poultry management, “of . 
: wire floors and poultry batteries. Miscel- more satisfactorily and 

Compact, sturdy and weighs but pd : . . 
eight pounds laneous uses for welded fence fabrics are more quickly when the pliers 
given in part six, including home, farm, are Kleins. “Since 1857,” 
, fur farm, uses for the merchant, manufac- Klein Pli h b h 
6 E & E’ S “ On nom. ome burner L- turers, etc. Miscellaneous information and em lers have poem t e 

— r - : . : 

sally epevened ond. contested records in part seven include: a radio log, standard for quality with 
A FACT, _ vemmitting furious boiling and | populations of cities over 33,000, farm master workmen and public 


slow simmering at the same 


time. In fact, it operates ex- | Population in the United States, weights utilities everywhere. It will 

actly like kitchen range. | ¢ ‘ > a ° e 
“a ad masa, pon rte dt, egal Bl: | pay you to carry Klein pliers 
The burners on all models light instantly—no aay ‘ ’ ’ 2S- r 

generating—develop an intensely hot, wide-spread- | tions for shipping livestock, interest tables, in stock. Make a note on your 


ing, cl 1 fl nae / ish ote es 8 : 
wa yy Ag pay Ft “a building data, first aid information, vege- want book and order from 


Turner features are a sturdy construction | table planting tables, and spaces for keep- your jobber’s salesman the 
throughout; a heavy non-warping welded steel ; *e ° d 5 aril . ‘ i 
grate; easily removable fuel tank with built-in ing Insurance, auto tire and miscellane- eext time he is in. 
safety pump and a detachable generator tube. ous records. A four year calendar is in- 


Every stove is individually fire tested before | cluded as well as illustrations of some 
it leaves our factory. Pittsburgh Steel Co. products. The book Buy From Your Jobber 


Ask your jobber or send us his name and we | is available to fence buyers, fence dealers 


will see that you get full information and prices. and others interested in better fencing and Mathias & Sons 
better farming practice. Contains 120 


bie TURNER pages of tables and other material. Pitts- 
§ Sycamore, Ill. U.S.A. 2 Seca Steel Co., Pittsburgh, Pa. 3200 BELMONT AVE., CHICAGO 
, ‘ BELG LAR AS 
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LET US HELP YOU SELL 
THE NEW PREMAX 
FLOATING HEAD SPRINKLER 


Undoubtedly, you've placed your order for the new 
Premax Floating Head Sprinklers—but we're not 
content with that. We want to help you display 
and sell them. The seven exclusive features are your 
best selling points and once you get a customer 
to look at the Premax, the sale is as good as made. 


But we are more interested in getting the 
customer into your store. That's why we 
have prepared the action display, the inside 
display, the inserts and the newspaper mats 
that you can have for the asking. 


They set forth in an appealing way the merits of 
the new Premax. Create customer interest. And 
because we imprint the inserts and because you 
are using the window display, the customer will 
seek you out. We are not worrying about the 
sprinkler sale . . . for if we can get the customer 
into your store to look at sprinklers, the Premax 
almost sells itself. 


HOW TO ORDER DISPLAY 


If you haven't made arrangements for the 
displays and the dealer helps, get in 
touch with your jobber at once. 


If you haven't seen the Premax, 
write us at once. 


PREMAX SALES DIVISION 
3800 Highland Avenue 


a SD Chisholm-Ryder Cc 
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RUSTY SAGGING FENCE 
* e@ Wy) | 





Every rusted-out fence 





oS Lee % 





...a Sales opportunity! 


Offer him fence doubly protected from rust 


Two Types of 
Steel Posts 


both nationally 
known brands— 

















RED TOP 
POST 


+= Reinforced 


~ Studded Tee 
type, with 
handy fas- 
tener, identi- 
fied by the 
well known 
“red top.” 


KEYSTONE 
Aluminum 
Stripe 
POST 


TeeRailtype 
with positive 
fastener 
identified by 
a handsome 
“aluminum 
stripe.”’ 


It’s poor business to sell fence with a thin, 
skimpy coating, and without copper in the 
steel. Such fence can’t stand up in this 
climate. Rusting, pitting and pockmarking 
will soon destroy it. That means disappointed 
customers. Play safe! Sell Red Brand—the 
fence that fights rust years longer——in two 
important ways. 
A thicker coating of zinc 

Red Brand fights rust, first, with a special 
Galvannealed zinc coating MUCH THICK- 
ER than on ordinary galvanized fence wire. 

Galvannealing is a heat treating method, 
which makes possible this thicker coating, 
and fuses it right into the steel, so it doesn’t 
crack or flake off. Galvannealing is protected 
by 12 U.S. patents, controlled by Keystone. 


Enough copper in the steel 
Red Brand fights rust, second, with a rea/ 
copper bearing steel that lasts, say experts, 
at least TWICE as long as steel without 
copper. No more brittle, flaky rust—the 
kind that causes pitting, pockmarking and 
premature wire failure. Red Brand stub- 
bornly resists rust clear to the core. 

Red Brand costs your customers only a 
little more than poor fence. But they get a 
fence that’s there to stay. They are dollars 
ahead in the end. 

Dealer prices—Agency details 
New catalog describes Red Brand hog, field 
and poultry fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fencing 
products. This catalog, dealer prices, and all 
agency details, are gladly sent on request. 
Write today. 

KEYSTONE STEEL & WIRE COMPANY 
869 Industrial St., Peoria, Illinois 


RED BRAND FENCE 


“Fights rut 2 Ways! 


GALVAN NEALED 
Copper Bearing 
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“We Don't Sell Him Either” 
BUT--- 


MR. HARDWARE RETAILER:- 
What good does that do you? 





































Wholesale Hardware distributors stra- 
tegically situated thruout the land, intelli- 
gently interested in your needs, have our 
correctly priced Tools, in the selling sizes 
and items only, all set up for conveniently 
offering to your public as values people 
are willing to pay... and are buying... 
offering a margin that brings you a profit 


because you can sell these Tools. 


ASK YOUR JOBBER 


See our price-tags 
Note their helpful wording 


— our second century — 


The PECK, STOW & WILCOX CO. 


Southington, Connecticut 








No man-made article 
duplicates the qualities 
Nature gave to... 


ood 


Housekeep’ 
%, © Institute 
ward 


; ‘Oo a 
Po NOUS EKEEPING 





i A dip and it’s wet—a squeeze and it’s 
dry. No wonder Anna Sponge is considered 
the speediest household helper. And this 
new peppy display brings Anna Sponge 
forcefully to the front. A quick chance to 
catch your lady customer’s eye . . . and 
Anna Sponge rings up another sale. Retails 
at 15c, 25c, 35c. Order through your jobber. 


AMERICAN SPONGE & CHAMOIS CO., INC. 
47 ANN STREET, NEW YORK 
809 Montgomery Street, San Francisco 


EE 
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Remington's New Display Room 








HE recently opened New 
[ver City display room of 

the Remington Arms Co., 
Inc., Bridgeport, Conn., pictured 
above, is located on the ninth floor 
of the Empire 
State Bldg., 34th 
Street and Fifth 
Avenue. The ex- 
hibit embraces the 
complete line of 
Remington _ prod- 
ucts including 
rifles, shotguns, 
loaded shot shells, 
metallic  car- 
tridges, for both 
rifles and pistols, 
cutlery, Chamber- 
lain traps, and 
Blue Rock tragets. 
The gun display also includes a 
fine line of Parker double and 
single-barrel guns in trap, skeet, 
and field models, as well as both 





standard - grade and high - grade 
guns of Remington and Parker 
manufacture. Within the next 
few weeks it is hoped that a dis- 
play showing the complete line 





of Peters ammunition will be 
added to the exhibit. 

While the display room is open 
to the public, a special invitation 
is extended to the 
trade. The room 
is furnished quite 
handsomely, and 
every effort is 
made to make 
visitors _ entirely 
comfortable. 
Thomas A. Davis, 
who enjoys a wide 
acquaintance in 
the Metropolitan 
District and _ the 
trade all over the 
country, is in 
charge. 
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Hardware FOLEY FOOD MILL 
Wholesalers Family Size $1.25 


report that our new 


REVOLVING 
DISPLAY CABINET 


containing the popular assort- 


ment of 72 Packets of 


Moore 
Push-Pins 


Aluminum or Glass Heads and 


















Vegetable 
Moore and Fruit strain- 
er, ricer, steamer, 
sieve, masher and 
colander combined. A 
volume __ year-around 
seller. Housewives buy 
it on sight. Ideal for pre- 
| paring meals— 
“from soup 
| to nuts, 
| also for 
canning. 





Good Housekeeping 
So, ° Institute ay 
10 















Push-less Hangers 


makes quick sales for dealers 
everywhere for these world-fa- 
mous devices to hang up things in 
homes, schools, clubs, stores, with- 
le out marring walls or woodwork. 





NEW FOLEY FOOD MILL JUNIOR 
with pan to match $qoo 















Designed _ espe- 
cially for the 
use of small fam- 














er ilies. Endorsed by 
xt Hardware retailers who also distrib- doctors and _ hospitals 
. ute our Booklet, “The Home Beau- for preparing foods for 
- tiful,” have found many new infants and_ invalids. 
ne customers. Write direct for Stock both models— 


Family Size and Junior 


supply, imprinted with your ‘ 
Size—for best volume. 


name and address. 


MOORE PUSH-PIN CO. 
113-125 Berkley Street 
PHILADELPHIA, PA. 


Write today asking about 


capacity special introductory deal. 


FOLEY MANUFACTURING Co. 
1 MAIN ST. N.E. MINNEAPOLIS, MINN. 
























| PAINTERS’ JUMBO 
Follow up your Schools, 20< TUBES OF PURE 


Churches, Y.M.C.A.’s, Lodges— || OIL COLORS 


Made by Sheffield. Best quality. Biggest value 
ever offered. {6 colors. Stunning, self-selling dis- 
play. Large profit. 


No Glue xem | For Loose Also Complete Range of Col- 10c 
OLDEM ors in tubes retailing at only 


No Nails TRADE MARK Chair Rungs Dealer’s Complete Assortment includes Jade Green 





There are many Loose Chair Rungs to be fixed 


REGUS PAT OFF Lacquered Metal Stock-Display Cabinet. Big profits. 


Order from Your Jobber Now. 
Jobbers — write for discounts. 


Advertised in “School Management” for April 





In addition to the regular 25 cent retail package of 30 
Holdems, assorted sizes—12 to a Carton, $3 less 334%%— 























; Send f Sheffield’ slete talog of fast- 
be HOLDEMS are available in individual sizes, in units of 100 pon Aggy Me mar a peng Craaations ~ Ready 
at 75 cents (dealer discount 33%%). Introduce HOLDEMS Mixed Bronze, Kleen-A-Brush, Iron Enamel, CHROME 
with the Retail Carton, and order individual sizes as needed. ene oan. Saeee Star Floor Cleaner, Crack Filler, 
en and Stencils. 
toe A. & F. Products, Mfrs.. 1 West 37th St., New York, N. Y. SHEFFIELD BRONZE POWDER & STENCIL CO. 
h 3000 Woodhill Road, Cleveland, Ohio til 
the 





i ‘| HYDE PAINTERS’ and 


‘ite aig 
a CAREERS Te a PERHANGERS' TOOLS 


is | ‘ ; 

The most complete line of quality tools guaranteed 
ke to give complete customer satisfaction and better 
ely service. 
le. BE PREPARED to supply your customers with good 


‘is x 7 | tools—indications show signs of a busy season for 
’ t id the painter and decorator. 

. / 

ide (Téa 7 confi ence NEW CATALOG includes a most complete line 

in of putty knives, scrapers, casing and paperhangers' 


ram Ask your jobber | knives, trimmers, new stainless steel and wood 


straightedges, seam and graining rollers, artists’ 


= W. W. re RO Ss 4 & co. INC. | tools and al! other items for the decorator. 
in EAST JAFFREY N. H * | HYDE MFG. CO., SOUTHBRIDGE, MASS. 


| NEW YORK—I6 Warren St. CHICAGO—440 So. Dearborn St. 
| Industrial Cutlery of all kinds since 1875 
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ARMSTRONG 


Drop Forged 





Clamps 


Design, finish, features and _ the 
“Arm-and-Hammer” Mark sell these 
clamps. Wherever quality clamps are 
used ARMSTRONG Drop Forged 
CLAMPS are known for strength, de- 
poacaleety and all around ery. 

rop forged from selected steel in 
improved designs, accuratel ma- 
chined and carefully finished, with 
special steel screws, ARMSTRONG 
CLAMPS give lifetime service—will 
not spring, spread or loosen. 

















































3S Types... 
All Sizes 


mrs Medium, 
Light and deep 
throated designs —a 
line that meets every 
need, requires no 
“fill-ins’’; a name 
and trade mark that 
bring business; and 
ow quality that holds 








Write 
for 
Catalog 





ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U. S. A. 
New York Sales Office: 109 Lafayette Street 


IRE Oa 


HOLTS CLEANER 
CARPET BEATERS 


are made from Premier 
Spring Steel Wire in 3 sizes, 
No. 10, No. 11, No. 12. They | 








are strong and durable and 
will not tear finest fabrics. 


Write for samples “Cleaner” 


The HOLT-LYON Co., Inc. 
Saugerties, N. Y. 








The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent M ets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 





596 Atlantic Ave., Bosten, Mass. 


NO SOLDERING 
TROUBLES 


For your customers, who 

buy NOKORODE. They 

come back to buy again. 

NOKORODE will help to 

make your store supply 

headquarters for all who 
der. 














U. S&S. and For. Reg. 


Ask your jobber for the 1 
dozen display carton. 


THE M.W. DUNTON CO. Al 
Providence, R. 1., U. S. A. x 


INOKORODES 4 
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Modernize Main Street 


(Continued from page 33) 


mendous advances have been 
made by lighting engineers, and 
city stores take full advantage of 
the march of science—frequently 
saving money on the transaction. 
Looking at the cost figures alone 
and failing to see the added ad- 
vantages is a dangerous thing in 
the competition for attention. 

The same law that attracts peo- 
ple to a store brings them to 
town. An example of a well- 
lighted community is the village 
of Bath, N. Y., which has won the 
distinction of being the best 
lighted village in America. Ade- 
quate street lighting goes hand in 
hand with good store illumina- 
tion, and the modernization of 
Main Street should embrace a 
drive for better lighted streets, so 
that people will be attracted. 

When entire business streets 
have been brought up to 1935 
standards, properly lighted and 
backed up by intelligent and con- 
sistent merchandising, business 
will be better for everyone, in- 
cluding the consumer. 

Like all worthwhile things, it is 
necessary to go in for light and 
attractiveness with a determina- 
tion to keep it up. A bright store 








The old premises are hardly recog- 
nizable, but customers are proud to 
patronize the new Bismark Grill 


for a few weeks or months will 
not make a lasting impression 
upon which to rest easily. It 
takes time to build up the habit 
of coming to a given location. Do 
the thing adequately, consistently, 
and you will find profitable busi- 
ness on Modernized Main Street. 





Wholesaler-Retailer Distribution 


(Continued from page 45) 


ever, that down through the years 
when business is good the hard- 
ware jobber and the hardware re- 
tailer both make money and that 
the industry continues to expand. 

Personally, I cannot become 
excited nor do I believe my job- 
ber friends nor you, my dealer 
friends, should become excited 
toward these various threats to the 
hardware wholesaling and hard- 


ware retailing industry. Water 
will always seek its level. If the 
method of hardware distribution 
which we firmly believe in “From 
the Manufacturer to the Jobber to 
the Dealer” is an unsound method, 
then we cannot survive—but for 
every reason you give me that the 
other systems are sound, I’ll give 
you two why our system is the 


best. 





Murta, Appleton’s Homeworkshop Activities 
(Continued from page 49) 


are avoided. At times, the store 
has found it difficult to keep suf- 
ficient merchandise in stock to in- 
stall a scheduled display featuring 
the line. In fact, an instance of this 
kind occurred last November, as 
the store was selling power tools 
faster than they could be delivered 
by the manufacturer, whose plant 


was then working three shifts a 
day, and was very badly behind 
on deliveries. As this maker, as 
well as most other manufacturers, 
has since greatly increased pro- 
duction, it is believed that such 
shortages will be avoided in the 
future. 
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What? 


Hardware ee ¥ 


Selling 
NK? 


Stores — 





Yes, it’s true! Le Page’s Grab-Bag introduced six ten 
cent numbers in the basket display. The new cube ink 
was one of them. Wholesalers are buying inks because 
the retailer wants these new cube inks for refilling the 


Le Page’s Grab-Bag. Russia Cement Co 


It just proves that Mr. Consumer is willing to buy any Laboratories and Factory 
kind of merchandise where it is handy or displayed 
within reach. If you aren’t stocking these cubes you may 
be missing some sales. All regular colors—blue-black, 
black, blue, carmine red, green, violet and washable blue. 
You can get them assorted, too. 


Gloucester, Mass. 


Ask for the “rainbow assortment.” 














GET ACQUAINTED 


NEW METHOD 


CUTS POULTRY DELOUSING COSTS 
TELL YOUR CUSTOMERS ABOUT IT — 


frees 60 SHOTIVD 9 taney 








The “cap-brush” is an extra bottle cap with 
a tiny hole of correct size for factory sealed 
“Black Leaf 40” bottles. Spreads thinner than 
a “paint-brush”; absorbs no liquid, so enables ¥4 NOSIOd 
your customers to use full strength M¥5 BwthODed 
“Black Leaf 40” with little waste. With 
it, the 35¢ size normally treats about 90 
fowls on smooth roosts for body lice. To 
use, tap out liquid every inch or two on 
top of roosts. Spread liquid with “cap; 
brush” into thin continuous film on roost. 
For Single Bird Delousing using the 35¢ 
size, a ‘‘dash” in feathers two inches be- 
low vent and on back of neck kills body 
lice and head lice. = 


PACKED IN NEW CARTONS 


This month, factory shipments of the three “Black Leaf 
40” bottle sizes, to jobber and dealer, will be packed in 
attractive new cartons each conta'ning 9 .ree “‘cap- 
brush.” With every 24-bottle carton of ihe 35¢ size an 
attractive counter display will be inciuaed. Get these 
sales helps by ordering a 24-bottle carton from your 
jobber. Meanwhile. if “Black Leaf 40’ bottles on your 
shelves or in your customers’ hands do not have ‘‘cap- 
brush,”’ one wiil be sent free upon request. Be sure to 
state size desired. 



















With the Sales-making Appeals of 
Deming Pumps and Water-Systems 


Get the facts about Deming Pumps and 
Water Systems. From this complete line 
you can select just the right equipment 
for the requirements in your territory. 

















Line up with Deming for a big pump 
year in 1935. Write today for big 
FREE catalog, prices and discounts, 


THE DEMING COMPANY 


305 BROADWAY e¢ e¢ SALEM, OHIO 


PUMP MANUFACTURERS SINCE 1880 






FREE DISPLAY KIT 


contains counter displays, posters, 
leaflets and other sales helps. Write 
for it. 


Tobacco By-Prodacts & Chemical Corp., 
Incorporated .. . Louisville, Ky. 
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Ping Pong 
Offers 
Selling 
Opportunity 


HERE are more than a mil- 
lion ping pong tables in use 
today in the United States. 
By no means a new game, nor yet 
a fad, ping pong is growing in 
popularity. Its fundamental sim- 
ilarity to the game of tennis prob- 
ably accounts for some of its ac- 
ceptance. For some years of late 
it has enjoyed the dignity of city 
and state tournament play and 
this is increasing public interest 
in private home ping pong equip- 
ment. Complete outfits are well 
within the average man’s means 
and are therefore desirable mer- 
chandise for the hardware stock. 
Many families who entertain in 
their own homes can use two or 
more complete ping pong outfits, 
and in addition there are repeat 
sales of paddles, nets, balls and 
lighting equipment. 
A favorite method of promoting 


A home installation of ping pong outfit and correct lighting. 


or introducing the game in a 
community is to arrange either a 
tournament of exhibition, prefer- 
ably in or near your store, adver- 
tise it and tie in with store and 
window displays. Demonstration 
of the skill and energy necessary 
for this game will dispel any 
doubt as to its worthiness as a 
pastime. When this is accom- 
plished, your sales will reflect the 
new attitude of your customers. 

A department that will benefit 
from the promotion of ping pong 


ya 


“ft 





is the electric lamp department. 
In your demonstrations and exhi- 
bitions, proper lighting should be 
stressed as an essential to efficient 
play. Ping pong is an extremely 





Above: A 


ping pong tournament in progress. 
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fast game requiring speed of 
vision and there is a direct cor- 
relation between speed of vision 
and the degree of illumination. 
Under poor lighting a player re- 
quires a longer time to see the 
ball than he does under good il- 
lumination. But glare must be 
reduced to a minimum at the same 
time and the light source shaded 
from the players’ eyes. 

In response to innumerable re- 
quests from ping pong players, 
lighting engineers have developed 


ma | bad 
bat 44, Bad Bo 


a4 ¢ 





Photos Courtesy General Electric Co. 


a satisfactory system that provides 
plenty of light for fast play and 
produces practically no glare. It 
makes use of two specially de- 
signed parchment shades, each 
utilizing a 150-watt lamp. The 
brightness of the shades is kept 
at a minimum by tinting the out- 
side surfaces with a light green 
spray. A unit is suspended, from 
the ceiling, over each half of the 
table. Together they provide an 
illumination of about 35 foot- 
candles. The shades are shaped 
so that they direct the light on the 
playing area where it is most 
needed and they are deep enough 
that the players’ eyes are protected 
from the glare. 

With a table or two set up in 
the store and illuminated by one 
of these lighting systems, cus- 
tomers invited to pick up a paddle 
and try a few shots will be read- 
ily interested in the game, and if 
they have been playing under in- 
adequate or ordinary conditions, 
they will quickly satisfy them- 
selves that the lighting is neces- 
sary. 
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@ Paste Wax e@ Rubber Kote 
@ Liquid Wax @ Mastic Kote 
@ Mirror Kote @ HotWax Process 


Medford, Mass. 














A COMPETITIVELY PRICED TOOL 


THE occasional user can- 
not find a better torch for 
his purposes than this 
model which has a full 
length burner. Although 
it has all the sturdy, well-built 
features of C & L manufacture, 
it is priced to reach the widest 
market. C & L 600A and C & L 
158A are other torches in our 
popular-priced line. 


Write for descriptive folder to the 


CLAYTON & 
LAMBERT “ic: 
Detroit, Michigan 


Makers of World’s Largest 
Selling Firepots 





DEALERS WANTED 


You can easily sell Corona—a wool fat com- 
pound made of the superior oil extracted from 
sheep’s wool. Nothing like it for wounds, 
injuries to farm animals. Hastens healing of 
COWS’ cracked, chapped teats, caked, 
bruised udders, HORSES’? galled shoulders, 
barbed wire cuts, packing for cracked hoofs, 
corns, thrush. The reliable standby for years 
on thousands of farms. Demand now rapidly 
increasing with increased interest in animal 


‘ breeding and care. Big 8 ce tin 
Splendid Profits Being Made sells for 60c-20 ounce can, $1.20. 










n Widely Advertised . i 
CORONA Wool Fai—A Big * **?PlY sttrective display mate- 
Seller For 26 Years — Every profits for AF nn 
Farm, Dairy, Ranch, A Pros- stores. Write for 
pect. Every User A Life- prices. 


Time Customer. 





The Corona Mfg. Co. 
373 Corona Bldg., 
Kenton, Ohio 


CORONA 


Wool FAT 











‘“SURE-GRIP”’ 


GALVANIZED STEEL 


HOSE CLAMPS 


GARDEN ) 
HYDRANT 

BEER 

SPRAY HOSE 
AIR | 

STEAM ] 


FOR 


SUCTION 


Send for Complete Price List 
Sold by Leadirig Distributors 


J. R. CLANCY, Inc. 
N. Y. 





Syracuse 











Dependable Poultry Netting 


4°VERY roll of our Hexagon Poultry Net- 
ting is made from Open Hearth Copper 
Bearing Steel which resists rust much longer 
than Bessemer. Our method and quality of 
Galvanizing insure added protection, as 
well as a good finish. 


Widths—12”, 18”, 24”. 30”. 36”, 42”, 48”, 60” 
and 72”. Meshes range from %” to 2”. Wire 
gauges for all requirements. Furnished in Bales 


of 150 lineal ft. 
STEEL PRODUCTS 
NATURAL GAS now used in our furnaces produces very low 
sulphur steel which, together with a copper alloy, reduces 
corrosion. 


Ask your Jobber for Prices 











BRUSHES 


mean more profit from your brush counter. 
Ask your jobber. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
s Sales Offices: New York-Detroit-Chicage-San Francisco | 





















Rapid Turnover! 


Dealers find STAR Heel 
Plates the quickest mov- 
ing, best selling heel 
plates they ever stocked. 
One stock doesn’t last 
long—they’re noted for 
“Rapid turnover.’’ None 
better made or better 
known. You'll find 


STAR Heel Plates SELL Fastest 


right now when Winter weather wears heels down 
quickly. 9 sizes to fit smallest to largest shoes. 4 gross 
pairs in box. Also 3 pairs assorted on cards. Sold by 
Leading Jobbers. Send for Samples and Prices. 


STAR HEEL PLATE CO., Newark, N. J. 
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The Improved Triple Motion 


ig WHITE MOUNTAIN 
FREEZER 


The highest quality Ice 


Cream Freezer ever made 


The WHITE MOUNTAIN FREEZER CO., INC. 


Nashua, New Hampshire 
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BRIEF ITEMS OF INTEREST TO THE HARDWARE TRADE 





ARKANSAS 


J. C. Woodson has had his 
Danville, Ark., store remodeled 
in order to take care of a com- 
plete line of hardware in addi- 
tion to his dry goods, groceries 
and shoes. 

Wooten Epes Hardware Co., 
Helena, Ark., was recently badly 
burned in the fire which also 
swept through adjoining build- 
ings. 





Frank Williams, for 18 years 
with the Jonesboro Hardware 
Co., Jonesboro, Ark., has opened 
business at 242 S. Main St., in 
that town. The building has 
been remodeled. 





CALIFORNIA 


Philipson’s gun store, 25 E. 
Main St., Stockton, Calif., has 
been sold to Blaney & Speckons, 
27 S. El Dorado St., hardware 
firm in the same town. The gun 
store was founded in 1870 and 
was operated from 1903 to 1917 
by the late John Philipson, Mrs. 
Philipson having since owned the 
business which was under the 
active direction of Creed Hans- 
ford, gun expert, who passed 
away in January. 





MISSOURI 
The Kincaid & Maynes Hard- 


ware store in Braymer, Mo., is 
being remodeled. 





A. T. Mutti, operating as the 
Mutti Hardware Co., Hopkins, 
Mo., has taken over the business 
of the former firm of Mutti & 
Brown. 





W. H. Gregg was reelected 
president of the Independence 
Hardware Co., Independence, 
Mo., at the recent annual meet- 
ing. Allen Qurello is vice-presi- 
dent and general manager, 
Bernard Zick is treasurer. 





Robert Cole and Bruce Gear- 
hart are in charge of the Cutler 
Hardware store in Lathrop, Mo., 
which was recently closed upon 
the passing of Mr. Cutler. 





John F. Goode has purchased 
the interest of H. E. Kraft in the 
business of Goode-Kraft Hard- 
ware Co. 


MONTANA 


The Duval-Wallace Hardware 
Co., Great Falls, Mont., moved 
recently from 510 Central Ave. 
to 517-519 Central Ave., where 
larger quarters are occupied. 





NEW YORK 


Lawrence and D. Herbert 
Levison are now operating the 
store in Lynbrook, Long Island, 
N. Y., founded by the late M. L. 
Levison, who recently passed 
away. 





Mac. Hardware Co., Fort Plain, 
N. Y., has discontinued its 
branch store The McGuire-Tyme- 
son Co., Inc., Johnstown, N. Y. 





NORTH CAROLINA 


The Farmers & Merchants Sup- 
ply Co., has opened a hardware 
store at 224 E. Trade St., Char- 
lotte, N. C. C. C. Fesperman is 
manager of the new store. 





Daniel Hardware, Inc., Hender- 
son, N. C., has moved to new 
quarters extending clear through 
the block with entrances on both 
Garnett and Wyche Sts. 





OHIO 


F. C. Koehler has opened a 
hardware store at 1666 State 
Road, Cuyahoga Falls, Ohio. 





OKLAHOMA 


L. D. Dalquist, Vinita, Okla., 
is remodeling the interior of his 
hardware store. 





OREGON 


Louis Bittman Hardware Co., 
has leased the store at 931-935 
S. W. Front St., Portland, Ore. 
Mr. Bittman had operated a store 
in the same quarters for about 15 
years prior to 1930. 





SOUTH CAROLINA 


“The Cash Hardware Store” 
has been opened at 153 N. Dar- 
gan St., Florence, S. C., by R. 
H. McIntyre. Mr. McIntyre was 
for several years a part owner of 
the McCowan Hardware Co. 





TENNESSEE 


Atkins Hardware Co. opened 
recently at Market and Commer- 
cial Sts., Kingsport, Tenn., under 
management of A. A. Atkins. 





TEXAS 
The John McReynolds Hard- 


ware store recently moved from 
the Watts-Cage Bldg., Mineola, 
Tex., to new quarters giving the 
store larger space. 





The Arrow Hardware Co., La 
Porte, Tex., opened recently in 
the former quarters of Hooper’s 
Hardware, Main St. Oscar Erwin 
is the proprietor of the business 
and is assisted by W. E. Hooper. 





WASHINGTON 


The Lentz Hardware Co., 
Yakima, Wash., has remodeled 
its store and rearranged the loca- 
tion of its various departments. 





WISCONSIN 


Landaal Brothers hardware 
store in Waupun, Wis., was re- 
cently damaged by fire. 





WYOMING 


Wyoming Hardware Co., con- 
ducted for 40 years by the late 
John A. Martin, in Cheyenne, 
Wyo., is being continued by his 
son, John A. Martin, Jr. 





GEORGIA 


George L. Riles Hardware, 
Cordelle, Ga., recently moved to 
the corner of Seventh and Wall 
Sts. 


W. H. Borkins & Sons has re- 
cently opened a hardware store 
at Washington, Ga., and will 
carry a stock of hardware suited 
to the country trade. Mr. Bor- 
kins was, for eight years, man- 
ager of the Parks Hardware Co., 
at Albany, Ga. 





INDIANA 


Workmen have started to en- 
large the branch of Vonnegut 
Hardware Co., Indianapolis, Ind., 
located at 4221 College Ave. The 
branch was opened in 1933. The 
rear wall of the store is being 
removed and extended back to 
provide additional space. 





Charles Schleman will conduct 
a hardware store in the old 
Makeever Bank Bldg., Rens- 
selaer, Ind. 


IOWA 


Madrid Hardware Co., Madrid, 
Iowa, has purchased the equip- 
ment and stock of the Tesdale 
Electric Co. Tucker Tesdale will 
be associated with the ‘Madrid 
Hardware store, taking charge of 
repair work. 





The F. L. Carlisle Hardware 
stock has been moved from the 
Odd Fellows Bldg., Gladbrook, 
Iowa, to the Bendixen Bldg., in 
the same town. 

Jack and Paul Rogley, Mel- 
cher, Ia., who operated the hard- 
ware store here which was re- 
cently destroyed by fire, have 
purchased a hardware stock at 
Guthrie Center, Ia., for immedi- 
ate possession. 


| 





KANSAS 


C. V. Brokenicky is remodel- 
ing his store in Blue Rapids, 
Kan., adding hardware stock to 
his business. 





Bonnell Hardware, Frankfort, 
Kan., is remodeling its store. 





KENTUCKY 


The Henry Durham Hardware 
Store, Greensburg, Ky., was re- 
cently destroyed by fire, when 
a block was burned in that city 
last month. 


LOUISIANA 


Atkins Hardware & Furniture 
store has moved to the quarters 
formerly occupied by the Farm- 
ers Supply Co., Arcadia, La. J. 
R. Bell, who had been with the 
Monroe Hardware Co. for the 
past few months, has joined the 
Arcadia store as manager. 





MARYLAND 


La Plata Paint & Hardware 
Co., La Plata, Md., has been 
purchased by Harry Wood, from 
Beverly H. Barnes and Louis 
Norris. Mr. Wood will deal 
chiefly in plumbing supplies. 





MICHIGAN 


Ernest H. Fay, Pontiac, Mich., 
who operated Fay’s Hardware, 
Inc., in that city, has disposed of 
that business and has consolidat- 
ed with his son, Lloyd L. Fay. 
Messrs. Fay are now operating 
their store under the name 
Barker Hardware. 





The Delta Hardware Co., Es- 
canaba, Mich., has purchased the 
stock and fixtures of the Escana- 
ba Hardware Co., in the same 
town, taking over the retail store 
at Ludington and 11th Sts., and 
conducting it instead of its 
former branch store at 1111] 
Ludington St. Delta Hardware’s 
main store is being continued at 
400-414 Ludington St. 





The hardware store of George 
Hoban, St. Ignace, Mich., was 
recently damaged by fire, smoke 
and water when the store next 
door to it was burned to the 
ground. 


FLORIDA 


Ralph Lopez has ‘opened a 
hardware store at 114 S. Mag- 
nolia St., Ocala, Fla., under the 
name Ralph’s Hardware. Mr. 
Lopez previously spent 17 years 
with other hardware stores or de- 
partments. 


HARDWARE AGE 
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Antique Bronze 
Brass -— - - Copper 


HANOVER 


SUPER-APEX 


paactye -ZINC - plated 

















Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CO. 


Hanover Pennsylvania 











IT PAYS TO HANDLE 
SESAMEE 
KEYLESS PADLOCKS 





Here is the counter easel —sent free with initial 
orders. It safely and effectively displays these mod- 
ern keyless padlocks, which open instantly at Opening 
Number of purchaser’s own selection. 


Small advertisements will appear in the Saturday 
Evening Post, April 20th and May 18th. 


Three sizes of base, with long or short shackles; 
retail from 85 cts. to $1.65. Your jobber—or write 
direct for information. 


THE SESAMEE COMPANY, HARTFORD, CONN. 














SELL ROBERTSON FENCING 


For Increased Profits! 


The uniformly high quality of ROBERTSON Chain Link 
Fencing insures better service, customer satisfaction and 
repeat sales and profits. 

Write for new catalog and let us send you our interesting proposition. 


W. F. ROBERTSON STEEL & IRON CO. 
73 Elm St. Cincinnati, Ohio 


OBERTSON 


CINCINNATI 





CHAIN LINK 


FENCING 
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Kids Kan’t Klimb 
NORWOOD 


Style No. 300 Fence 





Here’s a substantial fence with 914 gauge 
pickets, only 1%” apart. Manufactured 
from the best grade of material. Heights, 
3 feet to 6 feet. 


If your Jobber doesn’t stock NORWOOD 
Fence Products, write to 


H. L. BROWN FENCE & MFG. CO., INC. 


Owned and Operated by W.F.Robertson Steel & IronCo., Cincinnati 
Oakley, Cincinnati, Ohio 














Miami Convention Program 
Announced 


(Continued from page 58) 


SKAT 


Metal Polish 





Send for sample 
oat F Cal condes mate” Becks, Gre depart- 
ments, boat lines, institutions, etc., are large users. 
SKAT CO., Hartford, Conn. 


35 years in business 
“Sales Representatives Wanted’”’ 











HORSE 
AND 
MULE 
SHOES 


BURDEN IRON COMPANY 
TROY, N. Y. 











/KRUSTOFF 


Cleans and prevents 
rust on polished top 
enameled stoves . ° 

ovens... furnaces... 
stove-pipes . . tools 
- - machinery. 


Made and yy the 
makers of Stovink. 
JONSON'S LABORATORY, 


Woreester, Mass. 








AT YOUR SERVICE f 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 

If your current Direc- 


tory does not give you 
the information you seek, 


write the “Who Makes 
It” Editor. He’s at your 
service! 


1 9:0:30)''2:0:0 50 Cena 

















100 


inc., Philadelphia, Pa., axe manufac- 
turers will represent the manufacturers 
in the discussion. These formal pres- 
entations will be followed by general 
discussion from the floor. 

Following adjournment of the morn- 
ing session, which is expected to last 
about an hour and a half, there will 
be an executive session of the members 
of the Southern Jobbers. This plan 
has been made instead of the custom- 
ary Tuesday afternoon session of the 
jobbers, to leave the afternoon open 
for individual contacts and recreation. 
In this supplementary meeting, Alex- 
ander Wall, Lansdowne, Pa., secretary, 
Robert Morris Associates, will speak 
on “What Your Financial Statement 
Should Show.” Herbert P. Sheets, In- 
dianapolis, Ind., managing director, Na- 
tional Retail Hardware Association, 
will follow with an address “Looking 
Through.” The session will be conclud- 
ed with a general discussion of trade 
problems. 

Perry G. Wall, chairman of the board, 
Knight & Wall Co., Tampa, Fla., whole- 
sale hardware distributors and retailers, 
will address the Wednesday morning 
joint session on “The Hardware Busi- 
ness Yesterday and Today.” John E. 
Edgerton, president, Southern States In- 
dustrial Council, and former president, 
National Association of Manufacturers, 
will make the principal address on “The 
Price of Folly.” He is well known as 
one of the most able and forceful public 
speakers in the South. A. J. Gaehr, 
president, The Geo. Worthington Co., 
Cleveland, Ohio, wholesale hardware 
distributors, and chairman of the Code 
Authority of the Wholesale Hardware 
Trade, will speak briefly on the work 
of the Authority. Informal talks by 
wholesalers and manufacturers will con- 
clude the meeting. There will be no 
session of either association on Wed- 
nesday afternoon. 

Thursday morning will be devoted to 
business sessions of both associations. 
In the jobbers meeting P. H. Noland, 
B. F. Avery & Sons Co., Louisville, Ky., 
will speak on “The Solution of Some 
of Your Implement Problems,” to be 
followed by the usual reports of officers 
and committees and the election of 
officers for the ensuing year. At the 
business session of the Manufacturers, 
President Van Schaick will deliver his 
semi-annual address, to be followed by 
the report of the secretary. 

The entertainment program starts with 
informal dancing following adjourn- 
ment of the opening session on Mon- 
day evening. Tuesday afternoon, April 
9, there is a motor drive -for ladies of 
the convention, visiting the principal 
points of interest in and about Miami, 
with tea at the Roney-Plaza Cabana 
Sun Club, with opportunity for bathing 
either in the pool or on the beach. That 
evening there will be an aquatic car- 


nival in the Miami-Biltmore Pool, in- 
cluding an elaborate pool show, featur- 
ing swimmers, divers, comedians and 
novelty exhibitions. A moonlight dance 
on the terrace will follow the carnival. 
Wednesday afternoon there will be a 
bridge luncheon for the ladies at the 
Miami-Biltmore. and a golf tournament 
for the men. That evening there will 
be a formal reception and bail at the ' 
Country Club ballroom. 

Further particulars as to the conven- 
tion may be obtained from T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
secretary, Southern Hardware Jobbers’ 
Association and from Charles F. Rock- 
well, secretary, American Hardware 
Manufacturers Association, 342 Madison 
Ave., New York City. 

When a delegate registers at the 
Miami-Biltmore he automatically be- 
comes a member of the Florida Year- 
Round Clubs, an organization composed 
of three units. The Miami-Biltmore 
Country Club, with its golf course and 
fresh water pools, skirts the Everglade 
section. The Roney-Plaza Cabana Sun- 
Club, with its cool decks, tennis courts 
and palm gardens, faces the ocean and 
the Key Largo Anglers Club, is a ren- 
dezvous for fishermen, 48 miles south 
of Miami in the tropical Florida keys. 
The Year-Round Clubs have a regular 
schedule of deluxe aerocars, providing 
complimentary transportation about the 
south Florida district from the moment 
delegates arrive at the railroad terminal, 
steamship pier, or airplane hangar. The 
aerocars run on schedule between the 
club units. 

In half hour intervals throughout the 
season the club’s autogiro goes from 
the Miami-Biltmore golf course to the 
Venetian airport at Miami Beach, 
serving the Roney-Plaza. Special par- 
ties are arranged to make the trip to 
Key Largo by ‘Giro or for those who 
prefer there’s an express sea-sled that 
takes the water way to the club via 
Biscayne Bay and Card Sound. 








“The Story of Sunshine 
French Process Chamois” 


The booklet “The Story of Sunshine 
French Process Chamois” tells of the or- 
ganization of the producer and outlines 
features of the product. The booklet 
traces the history of the art of tanning of 
Chamois, tells how the chamois is tanned, 
where the skins come from, and tells 
about the company’s preparation and fin- 
ishing of the product. This booklet also 
illustrates and describes patterns of Sun- 
shine French Process Chamois, indicates 
the approximate sizes in which it is offered, 
and shows the Sunshine Chamois display 
as well as five cartoons which are avail- 
able as counter cards. Hoyt & Worthen 
Tanning Corp., Haverhill, Mass. 
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¢THE SWEDISH “PRIMUS” - 


Is the Indispensable Companion of Explorers 
and 
Invaluable to Campers 

GW 

Burns kerosene 

or gasoline with 

equal efficiency. 

Smokeless — Reliable — Safe 


Send for complete catalog 
of more than 60 patterns 


e SANDVIK SAW & TOOL CORPORATION 


740 Washington Ave., North 
Minneapolis, Minn. 


109 Lafayette St. 
New York, N. Y. 














Business must be regu- 
lated as well as traffic. We stopped 
you just long enough to tell you that 
copy for your Classified Opportuni- 
ties advertisement together with 
your remittance must reach us at 
least 13 days before publication date 
to insure insertion. 


Go to it! 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.+ New York, N. Y. 








DIRECT MAIL 


Addressing 
and Mailing Service 


Our Names and Addresses of Hardware Retailers Are 
Up-to-Date. 
Do Not Contain Dead Names—Have No Duplications. 
Include All New Names. 
Bring Maximum Success to Your Direct Mail Campaigns. 
—_——_e———__ 
Our Mailing Operations Are 
EFFECTIVE -ECONOMICAL*PROMPTLY EXECUTED 
Prices Reasonable. Write for Details. 


HARDWARE AGE ADDRESSING DEPT. 
239 W. 39TH ST., NEW YORK, N. Y. 
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D-S COCOA MATS 


Look the Part! 


Darragh, Smail Cocoa Mats look the 
part. They have a pedigree—a repu- 
tation—75 years of it. Priced right, 
styled right, made right—they sell. 
WALTER C. PLUNDEKE 
Selling Agent 
DARRAGH, SMAIL & CO., Ltd. 
Balfour, Guthrie & Co., Ltd. 
295 Fifth Ave. New York City 
















Stock and Profit with 


“G &B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 


GALVANIZED HARDWARE CLOTH 
& | SCREEN WIRE CLOTH: 
: “ACME” ELECTRO GALVANIZED 
oo, PAINTED, BLACK 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Established 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. San Francisco 


The BOSTON LINE of Garden Hose 


EETS every garden hose need. 7 .stand- 
ard nationally known brands of plied 
| and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 


Y WIRE ™ 
ae C7010) 0) 































Cambridge, Mass. 


Silver Lake Sash Cord 


JARANTEED FOR 20 YEARS 


TUBEHANKS 


1 1 
Silver | ike Co. 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 
All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 
Each additional word ..........++ .06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word ..... eoccce 06 


Allow Seven Words for Keyed Address. 
Boxed Display Rates 
B MM cccccsccccvccecsccececcese $5.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobber’s Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 

ments 


—e— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


a= @ «= 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

Adtiresn yous eemmenpentiamenentcugiies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


FOR SALE: FLOOR TYPE NATIONAL 
cash registers. Two nine drawer and one eight 
drawer, good condition. Prices on application. 
Address The Frank B. Peck Co., 113 Main St., 
Hornell, N. Y. 








OPPORTUNITY TO REDUCE YOUR IN- 
VENTORY. We are in the market for Job Lots, 
Seconds, Discontinued Items, Close-outs, etc., 
Hardware, Mechanics’ Tools, Electric Appliances, 
Housefurnishings and Cutlery. Send samples and 
quote your prices for the lot. Address Charles 
Weiland, Inc., 149 Chambers St., New York City. 





LIVE MERCHANT WANTED IN THE 
hardware, housefurnishing, beach chairs, lawn im- 
plements, auto accessories, etc., in a large food 
market with very good outfit. Best thoroughfare 
on Long Island. ent on percentage basis. - 
dress 137-20 Cross Bay Blvd., Ozone Park, New 
York. Tel. Michigan 2-9738. 





WESTERN PENNSYLVANIA — GOOD 
CLEAN STOCK of hardware and plumbing with 
modern fixtures. Well established in city with 
trading area of over 25,000. Has shown profit 
during depression. Inventory about $19,000. Not 
interested in bargain hunters or auctioneers. 
Address Box B-659, care of Harpware AGE, 
239 W. 39th St., New York City. 


SALES REPRESENTATIVES WANTED 





SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 





SALESMEN CALLING ON HARDWARE 
JOBBERS and large retailers in New York and 
Pennsylvania to add complete line of barn and 
garage door hardware. Old established and well- 
known manufacturer. Straight commission on 
sales and mail orders. State sales experience and 
lines now carried. Address Box _B-660, care of 
Harpware AGE, 239 W. 39th St., New York City. 


SALESMEN WANTED. LARGE NEW 
YORK wholesale hardware, housefurnishing, elec- 
trical house. Must be thoroughly experienced 
with lines mentioned and have following in 
Westchester County, Connecticut, Middlesex, 
Union, Monmouth Counties, Jersey. Give details, 
last ten years’ employment. Commission basis. 
Confidential. Address Box  B-661,_ care _ of 
Harpware Ace, 239 W. 39th St., New York City. 








SALESMEN WANTED, BY HIGHLY 
RATED manufacturer in business over 30 years, 
to sell a high-grade line of moderately priced 
aluminum ware direct to the retail trade. Have 
territory open in Indiana, Iowa, Minnesota, 
Virginia, Kentucky, Missouri and Texas. Will 
consider only experienced salesmen who know the 
retail hardware trade in their territory. Full 
commissions paid weekly. Exclusive territory. 
Have unusual proposition for the right men. 
Sales increasing rapidly. Salesmen can con- 
veniently handle one other line in connection 
with ours. Address Box B-639, care of Harp- 
warE AGE, 239 W. 39th St., New York City. 





MANUFACTURER WANTS A FEW MORE 
salesmen or distributors calling on hardware and 
plumbing trade, wholesale and retail. Few ter- 
ritories open. Good side line. Going big. Every 
woman wants one. Address Dept. 2—890 St. 
James Ave., Springfield, Mass. 





ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware, mill, 
and contractor supply trade and can add several 
good items to your line, commission basis, our 
proposition will interest you. Address Box 377, 
Toledo, Ohio. 





SALESMEN NOW CALLING ON HARD. 
WARE jobbers and larger retail hardware trade 
throughout the country to handle good side line 
paying liberal commission. Write stating experi- 
ence and territory now covered. Address Box 
B-647, care of Harpware Acz, 239 W. 39th St., 
New York City. 





NEW YEAR ’ROUND BUILDERS’ HARD- 
WARE specialty. Developed article needed in 
nine out of ten homes. ood seller—high class. 
Excellent proposition to dealer jobber and repre- 
sentatives. Want established representatives. 
Address Duplex Sash Spring Co., 1407 Knox- 
ville Ave., Peoria, Ill. 





WE HAVE TWO OPENINGS ON our sales 
force for men to sell our complete line of mops, 
brushes, etc. New York City and New Jersey. 
Applicants must be acquainted with retail hard- 
ware trade and travel by automobile. All details 
in first letter. Address Shane & Heys (Shan- 
day), 5300—21st Ave., Brooklyn, N. Y. 





SALES ACCOUNTS WANTED 





ul 

TO MANUFACTURERS INTERESTED IN 
THE Cuban Market—I am desirous of represent- 
ing reliable manufacturers of hardware, glass- 
ware, crockery and fast-selling housefurnishings 
on a commission basis. I am well acquainted 
with all responsible importers throughout this 
country. Address—Daniel Gonzalez, Maximo 
Gomez 224, Havana, Cuba. 





HELP WANTED 








Hardware Personnel 
FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em- 
ployees in the hardware industries. 


NO CHARGE TO EMPLOYERS 
FOR THIS SERVICE 


If we oan be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 











EIGHTEEN YEARS’ EXPERIENCE IN 
RETAIL hardware and paint business, will take 
inside or outside work. Married—have family— 
have car. Address Edward J. Svehla, 3201 
South Keeler Ave., Chicago, II. 





SALESMAN—SIXTEEN YEARS’ EXPERI. 
ENCE IN the Metropolitan district and on the 
road. Open for proposition in the Metropolitan 
district. Can furnish Al credentials as to 
character and ability. Address Box B-637, care 
, HaArpware Ace, 239 W. 39th St., New York 

ity. 





SALESMAN 25 YEARS OF AGE having 5 
years of selling experience in the city is desirous 
of gen position with manufacturer as New 
York and Brooklyn salesman. Owns a car and 
calls mainly on the larger hardware and janitor 
supply stores. Address Box B-649, care of Harp- 
wArRE AGE, 239 W. 39th St., New York City. 





YOUNG MAN, CHRISTIAN, HIGH 
SCHOOL education, honest, intelligent and in- 
dustrious, desires position retail or wholesale hard- 
ware. Have two years’ wholesale hardware ex- 
perience. Willing to start on nominal salary. 
References. Address Box B-657, care of Harp- 
WARE AGE, 239 W. 39th St., New York City. 





SALESMAN WITH ESTABLISHED FOL- 
LOWING AMONGST hardware, housefurnishing 
and variety jobbers also contact department and 
chain stores in Metropolitan New York area, de- 
sires connection with reputable manufacturer. 
Address Box B-658, care of HARpwarRE AGE, 239 
W. 39th St., New York City. 





ATTENTION! MANUFACTURER: SALES- 
MAN NOW AND for the past ten years actually 
selling the leading hardware and housefurnishing 
jobbers, chains, department stores and syndicates 
in Metropolitan New York. Can offer conscien- 
tious and aggressive representation together with 
highest credentials. Either salary or_ drawing 
account. Address Box B-648, care of HARDWARE 
AcE, 239 W. 39th St., New York City. 





PAINT SALESMAN: YOUNG MAN, AGE 
29, college educated, with eight years’ selling ex- 
perience, desires position as salesman; good health 
and personality; experienced in paint and varnish, 
road sales and retail management. Can produce 
results; proposition must be good and company 
behind it financially sound. Address Box B-656. 
care of Harpware Ace, 239 W. 39th St., New 
York City. 








SALESMAN AND MANAGER OR ASSIST- 
ANT to those retail merchants who are interested 
in getting a man who knows the business in 
hardware, tools, paints, housefurnishings, plumb- 
ing, and electrical supplies, with 20 years’ experi- 
ence, desires position with an up-to-date estab- 
lishment. Willing and ready to go anywhere. 
Address Box B-643, care of Harpware Acez, 239 
W. 39th St., New York City. 


THOROUGHLY RELIABLE RETAIL AND 
WHOLESALE hardware man, experienced in all 
departments including mill and factory supplies. 
Open for connection with either retailer, whole- 
saler or manufacturer. Productive inside and_out- 
side salesman, buyer and store manager. Mer- 
chandiser of ability, and progressive sales execu- 
tive. Address Box B-655, care of HARDWARE 
Acre, 239 W. 39th St., New York City. 
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POSITIONS WANTED 


CLASSIFIED OPPORTUNITIES -° 


POSITIONS WANTED 





POSITIONS WANTED 





SALESMAN WITH 17 YEARS’ EXPERI- 
ENCE calling on jobbing and retail hardware 
trade in Metropolitan New York territory desires 
to represent manufacturer as New York salesman. 
Best of references. Address Box B-650, care of 
rae, Ace, 239 W. 39th St., New York 

ity. 


STOVE AND HARDWARE SPECIALTY 
SALESMAN with fifteen years’ successful experi- 
ence New York State. Acquainted with the better 
class of buyers of hardware, furniture, on. 
ment, pues and general stores. Capable of 
good volume. Also experienced in retail buying 
and selling. Available —— Ist. Address P. O. 
Box 27, Utica, New Y: 


SALESMAN—TEN YEARS’ EXPERIENCE 
COVERING the hardware, building, fishing tackle, 
and sporting goods trades in Southern New York 
State. Also six years calling on the bicycle and 
motorcycle trade of the Southwestern states. Am 
single and have A-1 references. Address Box 
B-642, care of Harpware Ace, 239 W. 39th St., 
New York City. 


ATTORNEY SEEKS POSITION WITH 
COMMERCIAL firm, have been in active prac- 
tice past seven years representing manufacturers’ 
jobbers in housefurnishing, hardware and allied 
lines. Well grounded in commercial matters. 
Capable managing collection department. Ad- 
dress Box B-653, care of HArpwAre Ace, 239 
W. 39th St., New York City. 














ABILITY, Fry greg grees INITIA- 
TIVE, THE DESIRE to succeed, temperance and 
neatness pod with a sterling character, backed 
by a successful record, the prime requisite of a 
producer. To the manufacturer in need of a 
salesman of this type, 42 years of age, a gentile 
and married, selling to the hardware department 
store, drug and manufacturing trade in California, 
I offer my services. Address Box B-654, care of 
Harpware Ace, 239 W. 39th St., New York City. 





SALESMAN, 33 YEARS OLD, 10 years’ ex- 
perience contacting retail hardware stores, exclu- 
sively, in Metropolitan New York, and surround- 
ing towns. Open for a representative _ Position. 
Must be a quality product. Am aggressive, good 
personality and a producer of business. Drive 
my own car. Either salary and percentage of 
sales, or on a strictly commission basis. Can 
furnish Al references. Address P. O. Box 114, 
Long Beach, New York. 


YOUNG MARRIED MAN WITH FAMILY 
desires a position as manager of a hardware 
store jin a small town anywhere. Has had twelve 
years’ experience selling in store—seven years in 
the hardware line including sporting goods and 
automotive supplies. At present employed as 
manager in hardware store in New York. Must 
move on account family health. Excellent refer- 
ence obtainable. Address Box B-635, care of 
Harpware AGE, 239 W. 39th St., New York 


City. 








YOUNG MAN, 18 YEARS’ EXPERIENCE 
in hardware, tools, paints, housefurnishings, 
plumbing and electrical supplies, handy with tools, 
all ’round mechanically inclined, wishes position 
with an up-to-date retail establishment as_sales- 
man, buyer or assistant in managing. Capable 
of taking full charge in above mentioned lines. 
Excellent references. Compensation secondary 
consideration. Willing and ready to go anywhere. 
Address Box B-651, care of Harpware AGE, 
239 W. 39th St., New York City. 





SALES EXECUTIVE AVAILABLE. THIS 
WELL trained sales executive will be available 
May Ist to assume a position as sales manager or 
district branch manager for some responsible con- 
cern who is looking for an active, ambitious, clean 
cut, trustworthy and experienced man. He is the 
type of sales executive who can secure distribu- 
tion personally for a small concern that needs 
a start or can handle a sales force that will secure 
distribution for a large concern. He is_ well 
grounded in the fundamental principles of ad- 
vertising. He has been connected with one large 
company for 15 years. He has had 8 years’ ex- 
perience selling personally in the Metropolitan 
New York territory. ‘onditions beyond his 
control makes this change necessary. Address 
Box B-652, care of HarpwAre Ace, 239 W. 
39th St., New York City. 








hardware trade. 
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981 Replies to Keyed Classified Ads 
in 6 Issues of HARDWARE AGE 


Taar’s the record for the Classified Advertising Section of the first six 
issues of this year. 981 replies were received and forwarded by us to the advertisers. 
Five manufacturers who advertised for sales representatives received 115, 111, 

104, 79 and 54 applications from alert manufacturers’ representa- 


tives who watch this section for the opportunities it offers them to 
add to their accounts. 


Three men who advertised for positions in the trade obtained 8, 6 and 4 
offers of jobs. 


Two sales representatives who advertised for additional lines found that 22 
and 12 manufacturers were interested in their qualifications. 


Two merchants who decided to sell their stores made this known and received 

8 and 5 replies from prospective purchasers. 

The liveness of a publication’s classified advertising section is one of the best 

proofs of reader interest it can have. Each advertiser in using this section gives evi- 
dence that he knows the publication he advertises in is the leader in its field. 


Year after year HARDWARE AGE has led its field in the volume of classified 
as well as display advertising published. HARDWARE AGE is constantly proving to 
its advertisers that it enjoys the confidence and following of the members of the 


Use the Classified Section of HARDWARE AGE to make your busi- 


ness wants known to alert hardware men everywhere. 


HARDWARE AGE 


Classified Opportunities Department 


239 West 39th St., New York, N. Y. 
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® INDEX TO ADVERTISERS e 





The Dash (—) Indicates that the Advertisement Does Not Appear in This Issue 





A 
A. & F. Products 
Abrasive Products, Inc........ 
Acme Metal Goods Mfg. Co... 
Allen & Co., Inc., S. L....... 
Allen Mfg. Co., 
Allied Mercantile Co. 
Allith-Prouty Co. ............ 
Aluminum Co. of America.... 
Aluminum Goods Mfg. Co..... 
American Brass Co. ......... 
American Chain Co. 
American Fork & Hoe Co..... - 
American Fork & Hoe Co. (Sport- 

Sat Goede TR) oc cicccccs: 
American Gas Machine Co. y 4 
American Handle Co. ........ _- 
American Safety Razor Co. . _- 
American Sheet & Tin Plate Co. 
American Sponge & Chamois Co. 
American Steel & Wire Co... 
American Thermos Bottle Co... —- 
American Weekly, The ....... 
American Wire Fabrics Co. ... 
Ames Baldwin Wyoming Co... — 
Animal Trap Co. of America.. 
Arcade Mfg. Co. 
Armstrong Bros. 
Atkins & Co., 
Atlas Tack Co. 
Auditorium Hotel 


B 

Babcock, W. W., Co. ........ 81 
Baker Brush Co. ....... 
Balfour, Guthrie & Co., 
Barrett Co., The 
ft ere 
Behr-Manning Corp. 
Bemis & Call Co. ............ 
Bethlehem Steel Co. .......... 
Bishop & Babcock Mfg. Co..... 
Bissell Carpet Sweeper Co. 
Blaisdell Pencil Co. .......... — 
Bommer Spring Hinge Co. 
Bond Electric Corp. 
Boston Varnish Co. ... 
Boston Woven Hose & ‘Rubber 

eae ae aot oe 101 
Boyle Co., _— 
MI a 6 ani we a'nwicain s Xue 
Bristol-Myers Co. 

Brush Div.) 


Brown Co., 


- 101 


86 


¢ 
Caldwell Mfg. Co. ........... 
Capewell Horse Nail Co., 
Carborundum Co. ............ 
Chain Products Co. 
Champion Hdwe. Co. .......... 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Chisholm-Ryder, Inc. 
Clancy, Inc., J. R. 
Clark Bros. Bolt Co. 
Clayton & Lambert Mfg. 
Clemson Bros., Inc. 
Cleveland Cleaner & Paste 
Cleveland Tack Works Div. 
Cleveland Wire Spring Co.. 
Clopay Corp. — 
Clover Mfg. Co. ........ ue 
Coburn Trolley Track Co. .... - 
Coleman Lamp & Stove Co..... 
Collins Co., The 
Columbian Rope Co. 
Conco Engineering Works 
Continental Screen Co. 
Continental Screw Co. - 
Continental Steel Corp. ...... -- 
Corbin Cabinet Lock Co....... 
Corbin Screw Corp. 
Corona Mfg. Co., The 
Cotte Mfg. Co. 
Crescent Brass & Pin Co. .... - 
Crescent-Davis Arms Corp. .... — 
Cross & Co., Inc., W. W.... 
Cyclone Fence Co. 


peh eee. x : 


' oo | 
“NS 


| ithe & Bennett Mfg. 


| Gray & Dudley Co. 


D 

Darragh, Smail & Co., Ltd..... 
Dazey Churn & Mfg. Co....... 
De Laval Separator Co., The. . 
DeWitt Operated Hotels 
Deming Co., The 
Devlin Mfg. Co., Thomas 
Dickson Weatherproof Nail Co.. 
i go | aaron 
Disston & Sons, Inc., Henry.. - 
Dixon Crucible Co., Joseph.... — 
Domes of Silence 
Dunton Co., M. W. 
Du one de Nemours & Co., 


nc., 


Eagle Lock Co. 
Eagle Mfg. Co. 
Eagle Steel Wool Co. 
Edison Lamp Works 
Edlund Co. 
Elastic Tip Co. 
Enterprise Aluminum Co. .... — 
Evansville Tool Works, Inc... — 
PE MK > no taide censcecinas -- 


Federal Enameling & Stamping 

De ceccccesecees:sesceseee = 
Fisher Brass Co. 
Fitler Co., Edwin H. ........ - 
Fitzgerald Mfg. Co. .......... -— 
Flexible Steel Lacing ; 
Florence Stove Co. .......... “12- 13 
a ek eae e 93 
Fowler & Union Horsenail Co. — 
Frantz Mfg. Co. 
ee ee _— 


Gardex, Inc. - 
Gardiner Metal Co. .......... —- 


| Gem Safety Razor Corp. ...... —- 
| General Electric Co., 


Bridgeport, 


Nela Park 26 
Schenec- 


Conn. 
General Electric Co., 
General Electric Co., 

DE Aeeeudtaneeanetacahancs 
General Naval Stores Co., 
7 Electric Refrigerator 


hii. 
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Glidden Co., The 
Goodyear Tire & Rubber Co... — 


Greenfield Tap & Die Corp... - 
Griffin Mfg. Co. 
Getewel@ Tie. Ge ...ccccccs — 


H 


Hamilton Beach Mfg. Co. 
Hanover Wire Cloth Co. 
se > eee eee 
Hazard Insulated Wire Works, 
Div. of The Okonite Co. .... 
Health Guard, Inc. .......... - 
ee a Seer rere - 
Hercules Powder Co. - 
Hill Clothes Dryer Co......... - 
Hillerich & Bradsby Co. ...... - 
SS BS > eee ee - 
Holt-Lyon Co., Inc., 
Hoppe, Inc., Frank A. ...... -- 
Hoyt & Worthen Tanning Corp. 
TS SL eee eee -- 
Hyde Mfg. Co. 


Independent Lock Co. 
Bee Bee GM nc vcisscccswcs - 
Indiana Steel & Wire Co. 
Ingersoll Steel & Dise Co. ‘ 
International Harvester Co. of 
p= eee ae — 


Johnson’s Laboratories, Inc. 
Johnson Motor Co. 











| 


| 
| 


| Pittsburgh 


K 
Keystone Brass & Rubber Co... -- 
Keystone Steel & Wire Co..... 91 
Kingston Products Corp. 
Klein & Sons, M. 


L 
Landers, Frary & Clark 
Libbey-Owens-Ford Glass Co... — 
Limestone Products Corp. of 
America, Inc. 
— -Schlueter Floor Machine 


Lindsay Light & Chemical Co. — | 


Wife. Ca..... 


Lockwood Hdwe. 
Lufkin Rule Co. 


M 
McKinney Mfg. Co. 
Malleable Iron Range Co. 
Mansfield Tire & Rubber Co.. -- 
Martin-Senour Co. 
Master Leck Ce. ..<.ccccccses 68. 69 
Master Products Co. ........ _- 
Metal Sponge Sales Corp. .... 28 
Micklin Mfg. Co 
Mid-States Steel & Wire Co... 
Midway Chemical Co. 
Miller, Inc., Robert E......... 
Millers-Falls Co. 
Minnesota Mining & Mfg. Co... 
Miracul Wax Co. 
Moore Push Pin Co. 
— Twist Drill & Machine 
Moulton Ladder Mfg. Seats . 
Murphy’s Sons Co., Robert.... — 
Myers & Bros. Co., F. E..... 15 


106 
89 
75 


N 

Nashua Package Sealing Co. .. 
— Enameling & Stamping 

National eS errs — 
National Mfg. Co. 
National Pressure Cooker Co... 
National Screen Co. ......---- —_— 
New Haven Clock Co. 
New Jersey Zinc Co. 
Nicholson File Co. 
Norge Corp. 
Northwestern Barb Wire Co.. -- 
Norton Door Closer Co........ 
Norton-Pike Co. 


The 
Co. 


Okonite Co.. 
Osborn Mfg. 


Patent Cereals Co. 
Peck, Stow & Wilcox Co...... 
Penn Hotel, William ........ -- 
Perfection Stove Co. 
Peters Cartridge Co. ........ — 
Plate Glass 
es | 3 ere — 
Pittsburgh Plate Glass 
(Paint & Varnish Div.) 
Pittsburgh Steel Co. 
Plumb, Inc., Fayette R. 
Plymouth Cordage Co. 
Plymouth Rubber Co., 
SS a a errr eer -— 
Premax Sales Division 
Premier Chemical Co. 
Progressive Mfg. Co. ........ — 


R 
Radiant Products, Inc. 
Radio Steel & Mfg. Co. 
Raybestos-Manhattan, Inc. (Ray- 
bestos Div.) 
Remington Arms Co., 
Republic Steel Co. 
Re ble Steel Co. (Upson Nut 
_ QPS RRR enters a 
Reynolds Wire Co. 
Robertson, Arthur R. 
Robertson Steel & 


1 | Schaible 





| Van Cleef Bros. 


| Stevens Arms Co., J 


Rochester Sash Balance Co., Inc. 


Ruby Chemical Co. 
Rugg Co., E. T. 
Russell Electric Co. 
Russia Cement Co. 


Ss 
Safe Padlock & Hdwe. Co..... 
Samson Cordage Works 
Sandvik Saw & Tool Corp..... 
Savage Arms Corp. 
Foundry 
Works Co. 
Schalk Chemical 
Schatz Mfg. Co. 
Sesamee Co., The 
Shapleigh Hardware Co. 
Sheffield Bronze-Powder & Sten- 
cil Co. 
Shepard & Moore, Inc. 
Sherman Mfg. Co., 
Sherwin-Williams Co. 
Signal Electric Mfg. 
Silver Lake Co. 
Simmons Hardware Co. 
Simonds Saw & Steel Co. a 
Simplex Heater Control Co.... 
Skat Co. 
Smith, Inc., Landon P. 
Smith & Son, Seymour 
Solicide Laboratories 
Stanco a Inc. 
Standard Tool C 
Stanley Rule & "hee Plant. . 
Stanley Works 
Staples & Co., 
Star Brush Mfg. 
Star Heel Plate Co. 
Stay-Tite Products Co. 
Steel Builder Co., Inc. 


Stewart Iron Works, Inc. 

Stewart-Warner Corp ea 
Stover Mfg. & Engine Co. .... 
Swan Rubber Co. 
Swift & Co. (Vigoro) 


pa 

Taylor Instrument Co......... 
Three-in-One Oil Co. 
Tobacco By-Products & Chemical 
Corp., Inc. 
Tower Mfg. 
Trow & Holden Co. 
Tucker Duck & Rubber Co.... 
Turner Brass Works 


UV 


| U. S. Steel Corp. Subsidiaries 


} 10-11, 25 
Union Fork and Hoe Co....... 


Union Hardware Co. 


ee > 


| Vaughan Novelty Mfg. Co., Inc. 


| Walker-Turner Co., 
| West Bend Aluminum Co. 


Wagner Mfg. Co. ......--eeee 
Western Cartridge Co. 
Westfield Mfg. Co. 
ae -areenniens Electric & Mfg. 


White Mountain Freezer Co.. 
Wickwire Bros. 
Wickwire Spencer Steel Co. 
Williams Co., The 
Winchester Repeating Arms Co. 
Wonder Weeder Co. 
Wood Shovel & Tool Co. 
Wooster Brush Co. 
Worthington Co., Geo. 
Wright Products Mfg. Co. 
Wright Steel & Wire Co., G. F. 


¥ 
Yale & Towne Mfg. Co. 


w 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care 
No allowance will be made for errors or failure to insert 
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will be taken to index Correctly. 
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BE SURE YOUR STORE IS 
TIED UP TO OUR GREAT 
ADVERTISING CAMPAIGN ON 





One-doy 


WITH PITTSBU 


APRIL—the month of the great thaw in the paint 
business, releasing a flood of sales to paint-thirsty 
homes! We know the business is there, for we’ve 
seen the great popular response to the first shots 
of our advertising campaign on “‘One-Day Paint- 
ing with Pittsburgh Paint Products.” 

That campaign has struck a rich vein. People 
are painting who might not have painted if they 
hadn’t seen and believed the promise ‘of lower 
cost and minimum muss which one-day painting 
brings. Sales of the Famous 4 for One-Day Paint- 
ing—Wallhide, Florhide Enamel, Waterspar En- 
amel and Waterspar Varnishes—are skyrocketing. 

This whole campaign is designed with your 
store in mind as the vital link in the chain. The 
national magazine advertising, the newspaper 


e THE FAMOUS 4 FOR 


FLORHIDE 


—_*& 





Preyer ie WALLHIDE | “a ENAMEL - 
os —_ oa aie §=for woodwork 
rs | 11 DIXIE GRAY | and furniture 
. TSPURGH PLATE Gis 





WATERSPAR | _& 


The way to bigger sales 
and bigger profits 


(1) If you do not have your copy of “‘Dealer 
Sales Plans, Spring of 1935,”’ write us at 
once. That book gives detailed sugges- 
tions for April tie-up. 

(2) Clip the national magazine advertise- 
ments appearing in April (May issues). 
Paste them in your windows as they 
appear. 

(3) Use the attractive window displays pro- 
vided. Put in a big one on the great new 
Waterspar One-Coat Enamel, featured 
this month. 

(4) Paste in your window the streamer an- 
nouncing that you redeem 25c coupons 
on Pittsburgh Paint Products. 

(5) Distribute in your neighborhood the at- 
tractive handbills furnished at no cost 
to you. 

(6) Spread the word about the Pittsburgh 
radio program; give each customer one 
of the folders asking them to tune in. 

(7) If you sent in list of property owners to 
receive direct mail, follow up these pros- 
pects by telephone or letter. 

(8) Use your own co-operative newspaper ad- 
vertising, over your own signature, and 
feature the attractive souvenirs provided. 















RGH PAINT pp “* 


advertising, the radio advertising, all lead to your 
door. The final forging of the link, the final tie-up, 
is up to you. 

Don’t be a missing link! Tie up and grab the 
momentum of this campaign as it swings into 
high gear. The panel above tells you how to play 
your part in the 1935 cash-register symphony com- 
posed for your benefit by the makers of Pittsburgh 
Paint Products. 


PITTSBURGH 
PLATE GLASS COMPANY 


Paint and Varnish Division, Milwaukee, Wisconsin 


ONE-DAY PAINTING e 





y WATERSPAR — oo “ 
WATERSPAR VARNISHES a nape rs gooad 
2 economica ual- 
. Ls nano ity paint i nt aw met 


+3 raence ca 








MARCH 28, 1935 
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NICHOLSON FILES are 
giving hundreds of file users consistently good 
work in industrial and home workshops. Add the 
word ‘‘consistent” to the words you use to give sell- 
ing punch to your sales talks on Nicholson Files. 


Hardware wholesalers stock Nicholson Files. 





Nichol File Company, Providence, R. I.,U.S.A. 
ene NI ICHO LSON FILES 
FILS FOR EV RY Pn RPOS' 
























SET SCREWS 


Screws—Wood, Drive, 
Knob, Machine, 
Thumb, Lock Cap. 

Bolts—Stove, Tire, Sink. 

ee — Semi- finished, as 

crew, Acorn Cap 

Chain — Sash, peg Safety, 
Ladder, Furnace, Register. 

Escutcheon Pins. 


THE CORBIN SCREW 
CORPORATION 


THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


New Britain, Conn. 


Warehouses: 
New York Chicago 











TOOLS & SUPPLIES 






Fully Illustrated Catalogue 
Gladly Sent Upon Request 


TROW & HOLDEN CO. 


Barre, Vermont 
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___ MAKE MICHIGAN AVENUE 
Sy = Your Home When You Visit 
 . CHICAGO 





ROOMS WITHOUT 
PRIVATE BATH 


Every comfort, every fine hotel luxury 
awaits you at the newly modern 
ized Auditorium Hotel. Unusually 
food at modest prices. 







rea ATH 









EMCO 
FELT FEET 
COMBINATION KEROSENE LANTERN 


STOVE and HEATER 


THUMB TACKS trincevtion 





LRNES KEROSENE OR GASOLENE 
CAMPINGO NPI 
NUMERAL . HEAD ONE > 





Pons 





REMCO PRODUCTS ‘onorows 


DOMES of SILENCE 





CUSHION 
GUDES 





Toul’ + 


UPHOLSTERY S=_ 


KEY CAPS 








METAL BED TYPE 











Robert E. Miller, Inc. 















| TE NOAA ASSN AGNGAS 


ol Domes of Silence, Inc. REMcO CO REAL poiy-sf-~Apigcerhenio pont New York 
KEROSENE STOVE Swedish Optimus Co., Inc. °* %" msetaer- If he le not sappliod—write N. Y. 


35 Pearl Street ' 
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STRIKING BEAUTY 


ae meg cn KITCHENWARE Ll 


i 4 6 


hos om wit 




















fot d 
4 TEA ete 






TN 


CUARANTEED 4 aig 


SPECIAL VALUE , 
aa luminum 













SALES 
LEADERS 
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Matched Viko is not merely a new 


INTRODUCTORY PACKAGE levis line, but a new idea— translated by 


CONSISTS OF : , . 
THAT WINS craftsman and designer into alumi- 


12 CUSTOMERS num ware in which new beauty is 


combined with new utility, conven- 


NEW STYLED ITEMS 


TRATED ABOVE ° ‘ 
— ; ience and economy. Completely 


© revolutionizes all existing designs. 
12 CL By setting up new standards of 


1-OT. WINDSOR SAUCE PANS THAT BUILD quality, style, finish and trim, the 


TO SELL AT A SPECIAL PRICE VOLUME new Matched Viko creates not only 





. new sales appeal, but new profit 

possibilities. 

Unique Counter and Window Display 
included in every package 


ALUMUMUM GOODS 
. THAT PAY 


PROFITS 
MANITOWOC, WISCONSIN 





NEW STYLES IN COMET, THE POPULAR ALUMINUM, TOO 


MARCH 28, 1935 








1545-Swpp.esch’s MeTY- Two Years oF HovoraB_e SERVICE-193.5 


eeecocterete nes 
No. 4S519S 
POCKET KNIFE 


Made - j SX 

OF I HPLEIGH, In The 
Highest j EES Old Style 
Grade / ~ » Full 
Forged Quality 


Steel 
Exp ertly 




















Sharpened \ wn pe | Workmen 
And \ : : / | Of 
Honed \ Yy ETN] 
Ready \\ Ay : Years 


For tha o % | Experience 














No. DES04 
PUTTY 








8 
= aligmae?” 
SAINT LOUIS. U.S.A. 


No. DE RAZOR BLADE 
“DIAMOND EDGE 1S_A QUALITY PLEDGE” 











Shapleigh National Series No. 1806 HARDWARE AGE 








